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State of the nation® economy: 


Up / 
Persona. INcomseg—Hitting along) 
now at a rate ofAbout $250 billion 
a year, they are expected to reach 
more than $265 billion next year. 
Worip-Wivne Ow Tota, — From 
London comes word that output 
for first-half was 11,600,000 bar- 
rels daily. Average daily sum for | 
last year estimated at 10,500,000 
barrels. Figures include gasoline. 
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= Studebaker Joins Big 3 


In Raising 


This issue includes the monthly 


TRUCK SECTION 


$8 Per Year, 25c Per Copy 


Car Prices; 


Later Increases Seen 


Willys Files Under Capehart 


Amendment, Ford Brands 


Present Hikes Inadequate; Nash Undecided; 
Other Makers Are Standing Pat 


By Mac Gordon 
Associate Editor 


talking in terms of a 


“balanced” 
pricing structure as a result of the 
Big Three increases. 


| (RV OReAR Sr joined the Big 
Three last week in moving for 
|new-car price relief under OPS’ 
| modified ceiling regulation. Ford 
| and Willys - Overland, meanwhile, 


Kuwait, 430,000. |Maine Names Officers for Next 12 Months— |touched off what loomed as re- 
|newed factory pressure for further 


ALUMINUM—They say there'll be At its annual convention in York Harbor, Maine State Automobile Dealers Assn. . . 
25 percent more from the plants, elected the following officers (seated left to right): Lawrence Miller, Rockland, second | cca oom under the Capehart 
next year than in 1951 and 50 Per- | vice-president; Cony J. Malcolm, Augusta, president; Irving O. Barrows, South Paris, =o s sovel of t 
cent more by the end of 1953. | first vice-president; William V. Hood, Auburn, association manager. Standing: Jim soaamal sas Gan for Chrysler 
a» | Adams, Bangor, retiring president; Jack Lacy, Boston, guest speaker, and Harold I. | Corp. and Ford Motor Co. cars, 
| Goss, Gardiner, Maine's secretary of state. OPS allowed General Motors deal- 
ers to boost prices from $61 to 
$209 (before taxes). Studebaker 
requested price boosts of $15.78 to 


Here’s how the leaders are mak- 
ing out each day so far this year: 
U. 8., 6,225,000; Venezuela, 1,623,- 
000; Russia, 792,000; Saudi Ara- 
bia, 626,000; Iran, 615,000, and 


Higher prices obtained under Re- 
|vision 1 of CPR 1, it was empha- 
|sized by OPS, apply only to cars 
purchased by dealers after Sept. 15. 
New cars in dealer stocks before 
| Sept. 15 were specifically excluded 
from the new edict. 

New-car dealers were allowed by 
OPS to apply their historic percent- 
age markups to the dollars-and- 
cents amounts by which factories 
boosted wholesale prices. This ac- 
tion was authorized under Amend- 
|ment 6 to Supplementary Regulation 
|5 in conformity with the Herlong 





* * 


Down 
TV Sets—Around 5,300,000 sets 
will be manufactured this year, it | 


is believed. Last year the picture 
was rosier, even without color, | 
when 7,500,000 sets came out. 
Business iN GENERAL—“Holiday- 
itis” is probably the reason, but 
anyway the index of the New 
York Times indicates that activ- 
ity declined to 164.4 in week end- 
ed Sept. 8 from 168.1 at end of 
preceding seven-day period. 
* 


* * 


General 

Stee. Expansion — Hot rolled 
‘sheet and strip capacity of U. S.| 
firms grew nearly 30 percent in the) 
three years starting with 1949. In 
[the same period cold-rolled strip 
facilities expanded 25 percent and 
electrolytic tin plate skyrocketed 49 
percent. | 


3% to 4. Million New Cars | 


Predicted for 


5% million cars et 
to four million cars 


]EARLY 
year—3'. 
next year. 
These production estimates were | 
in the Washington air Thursday 
as NPA officials met with the | 


| passenger-car advisory committee. 


It was learned that proposed 
changes in maker quotas might not 
be made. The committee recom- 
mended that present percentages 
stand for six months. 

* * 
PA officials said that every effort 
would be made to obtain ma- 
terials to turn out 3% million cars. 


* 


More Unions Eye Dealer 


UAW-AFL Challenges UAW-CIO and IAM 
For Backshop Workers 


REE -FOR-ALL unionizing of | 

new-car dealership employes was | 
a grim prospect last week as the) 
UAW-AFL served notice of a drive | 
in the New York City territory. 

Entry of the UAW-AFL into the 
organizing situation came as a sur- 
prise, inasmuch as new membership 
strength had previously been dis- 

‘played only by the IAM-AF'L and 
| UAW-CIO. 

There was no question in the 
minds of labor observers that an 
allout drive was under way for 
the largest remaining unorgan- 
ized industry — the new-car re- 
tailers. The IAM has already 
announced a major drive to corral 
as many back-shop workers as 
possible. 

Local 995 of the UAW-AFL wrote 
New York dealers that salesmen 
would be an equal organizing tar- 
get with mechanics. The AFL 
Teamsters union had made _ spo- 

' radic, fruitless attempts to organize 
| salesmen in New York, Detroit and 
elsewhere. 
* 
»'WHE UAW-AFL risked the possi- 
4 bility of a clash over membership 
‘rights in New York with its arch- 
rival, the UAW-CIO. The CIO af-| 
'filiate has bargaining privileges in 
many of the New York dealerships 
| Solicited by the UAW-AFL. 
- The IAM, meanwhile, took issue 
' with the UAW-CIO on the advan- | 
| tages of the Consumer Price Index | 
» which determines how auto worker | 
» wages fluctuate. 
In a possible move to discredit 


+ * 


|the major effect of the 


Price Index of income tax de- 
ductions. Industry has endorsed 
the Labor department’s policy of 
disregarding income : taxes. in 
computing the monthly index 
readings. 


Of course, taxes are 


if income 


|reckoned as a cost-of-living item, 


the index will show a bulge. The 
IAM observed that income taxes 
are a “major factor in the cost of} 
living of almost every union family.” | 
Several administrative rulings of 
benefit to the IAM in dealer cases | 
were issued last week by the NLRB. | 
The board ordered California Wil- 
lys, Los Angeles, to “cease anal 
desist from discouraging member- | 
ship in IAM Lodge 94... or threat- 
ening employes with discharge if | 
they became or remain members | 
of the union.” 
Collective bargaining elections on | 
(Continued on Page 59, Col, 3) ' 


1952 


Earlier estimates were four million 
cars. 

Truck makers are to meet with 
NPA today ‘Sept. 24). 

Meanwhile, vehicle production 
in U. S. plants last week held at 
even keel, totaling an estimated 

128,796 cars and trucks compared 
with 128,241 units the previous 
week, according to Automotive 
News’ estimates. 

Car output rose slightly to 100,247 
last week, as against 99,104 in the 
previous period. A decline in truck 
production—from 29,137 to 28,549— 
was unlikely to continue this week 
in view of Reo’s return to produc- 
tion after a month-long strike. 

* 


a * 

RB THREE schedules and per- 

formances at most of the inde- 
pendents were steady last week in 
both cars and trucks. No substan- 
tial changes of pace were in sight 
for this coming week, which will 
culminate a third-quarter produc- 
tion of just under the allowable 

(Continued on Page 59, Col. 1) 


Production 


Automotive News Estimates, 
U. 8. Cars, Trucks 


178,738 


128,796 128,241 


Last Prev. 1950 
Week Week Week 


For complete production totals 
by makes, see table, page 59. 


Used-Car Optimism Is 


By Bob Gordon 
Associate Editor 
IGHER prices on new cars have 
caused a spurt in used-car sales 
in many areas, reports to AUTOMO- 
TIVE News indicated last week, but 
new-car 
price tilts has been a revival of | 


| 
In This Issue | 


ea vencnene 


Registrations ..... 


optimism on the part of used-car 


|merchants over future sales pros- | 


pects. 

Most used-car operators expect 
sales this winter to be much 
stronger. They believe the higher 
tab for new cars will send a lot 
of prospects into the used-car 
market, thereby benefitting deal- 
ers in two ways. 

These buyers will likely be after 
late-model units, which are cur- 


$21.95 on Champions, and $94.17 
| to $117.36 on V-8 Commanders. 

Willys-Overland asked for a 6 
| percent price advance on its station 
| wagons under the Capehart clause 
of the 1951 Defense Production Act. 
| Willys said the revised formula of 
| Ceiling Price Regulation 1, used by 
|the Big Three and Studebaker, did 
|not permit Willys to get price 
| boosts to cover cost increases. Ford 
|also attacked the new OPS formula 
i inadequate in its case. 

* * * 

|fFVHUS, Nash was left as the lone 
remaining question mark Thurs- 
| day. Packard had disavowed price- 
increase intentions, while Hudson 
‘and Kaiser-Frazer officials were 


New OPS Pidess 
On Used Cars 
Expected Soon 


ASHINGTON.——A revised used- 
car ceiling price regulation is 
expected to be published by OPS 
in the near future, possibly by 
| Oct. 1. 
| Dealers, who were consulted on 
| a rough draft of the regulation 
at the OPS retail advisory com- | 
mittee meeting Sept. 13, were re- | 
| ported last week to be reasonably 
| well satisfied with it. 
Main features are expected to in- | 
clude: | 
1. One-level ceilings on all mod-| 
els, starting either from 1940 or 
1946 to current models. 
* * * i 
T IS understood that the contro- | 
versial two-level “as is” and war- | 
ranty ceiling proposal has_ been} 
defeated. 
2. Ceilings to be obtained by aver- | 
aging Jan. 1 (1951) guidebook prices | 
in each of the three regions. 
3. A 2 percent depreciation fac- 
(See CEILINGS Page 57, Col. 3) j 





Growing 


ers’ stocks of these fast-moving | 


units. 
* # 
HILE used-car volume has been 
helped by the increase in new- | 
car prices, there has not been much | 
| change in the used-car price struc- | 
| ture. 
| Some areas have reported slight 
increases in used-unit prices, but 
| the story for the great majority 
| of dealers is a continuation of the 
“firm-and-steady” trend. 


* | 
| 


discount safeguard clause in the 
1951 Defense Act. 

Left unrestored by Amendment 
6 was the markup denied new-car 
dealers last March when all fac- 
tories were given a 3% percent 
price increase. The Herlong clause 
failed to bring about an enforced 
reinstatement of the March dis- 
count reduction. 

Issued Sept. 14, Amendment 6 
was characterized by OPS as an 
“interim action.” It expires Oct. 15 


land is to be superseded before then 


by a new general amendment or 
regulation covering new-car deal- 
ers, OPS stated. 
* 
N THE basis of wholesale prices 
to dealers, the increases given 
GM exceeded those allowed Ford, 
but fell below those given Chrysler. 
Average wholesale price boosts com- 
pare as follows: Chrysler Corp. 
cars, 6.71 percent; Buick, 5.20; Cad- 
illac, 4.33; Chevrolet, 4.81; Ford, 
4.31; Lincoln, 3.87; Lincoln Cosmo- 
politan, 2.50; Mercury, 2.83; Olds- 
mobile, 4.06, and Pontiac, 4.02. 
The following increases in fac- 
tory list prices (before taxes and 
charges) were obtained by GM: 
Buick, $90 to $172; Cadillac, $116 to 
$209; Chevrolet, $62 to $71; Olds- 
mobile, $75 to $109, and Pontiac, 
$61 to $94. 
OPS let GM dealers advance their 


(Continued on Page 62, Col. 1) 
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Top Cars 
New-car registrations for seven 
months, plus 15 states for Au- 
gust: 

1951 Pos. 
1—712,957 
2—573,715 
38—365,089 
4—259,509 
5—219,186 
6—189,078 
7—180,741 
8—151,729 
9—125,635 
10—101,731 
11— 82,157 
12— 70,154 
13— 66,455 
61,039 
42,901 
36,052 
35,731 
16,981 
16,013 
3,566 
2,013 
1,853 


1950 Pos. 
835,048— 1 
704,962— 2 
238,190— 5 
314,032— 
261,707— 
142,739— 
219,420— 
193,255— 
176,718— 

70,598—12 
114,426—10 
53,118—13 
93,390—11 
51,178 —14 
46,104—15 
42,335—16 


Make 
Chev. 
Ford 
Plym. 
Buick 
Pontiac 
Dodge 
Olds. 
Mercury 
Stude. 
Chrys. 
Nash 
DeSoto 
Hudson 
Cadillac 
Packard 
Kaiser 
Henry J 
Willys 
Lincoln 
Crosley 
Austin 


3 
4 
9 
6 
7 
8 


20,470—17 
20,437—18 
4,151—20 
3,521—21 
Ang.-Pref. T15—22 
Frazer 9,943—19 


Total All Makes 
3,323,272 3,620,687 


For further details see page 
52, today’s issue. 


| rently the slowest movers, and they | 
will probably have early postwars | 
| as tradeins, helping replenish deal- | 


the UAW-championed escalator 
plan, the IAM called for direct 
recognition within the Consumer 


... Page 54 


... Page 58 The almost incredible stability of 


(Continued on Page 57, Col. 1) 
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| Production by Makes .... 
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Bureau of Public Roads Estimate... . 


52,119,000 Vehicles on Road 


HILE new-car and truck sales 

this year probably won’t break 
any records, preliminary estimates 
released last week by the Bureau 
of Public Roads indicate that tital 
vehicle registrations will reach an 
alltime peak. 

Total number of cars, trucks 
and buses expected to be regis- 
tered by the end of the year is 
52,199,000, the BPR said. Its esti- 
mate is based on information 
supplied by state authorities. 
Total motor-vehicle registrations 

last year amounted to 49,143,275, the 
BPR said, making this year’s esti- 





See table on page 60. 





mated figure 6.2 percent higher 
than the 1950 mark. 
+ ” . 

HE BPR total forecast for this 

year is made up of 42,846,000 
cars and 9,353,000 trucks and buses. 
The figures include federal civilian 
motor vehicles and motor vehicles 
of city, state and municipal govern- 
ments. 

Total automobile registrations at 
the end of 1950 reached 40,315,175, 
the BPR said, while the truck and 
bus figure was 8,828,100. 

Percentage increases predicted 
for 1951 were 6.3 percent for cars 
and 5.9 percent for trucks and 
buses. 

All states showed increases this 
year in both car and bus and truck 
registrations, the BPR totals indi- 
cate. California was tops in both 
classifications, followed by New 
York in cars and Texas in trucks 
and buses. 

* * > 

ALIFORNIA added to its stature 

as the nation’s motoring goliath 
with an estimated registration of 
4,274,000 cars and 706,000 trucks and 
buses for a total of 4,980,000 vehi- 
cles. This was a 7.8 percent increase 
over the state’s 1950 figures. 

New York’s car registration 


Gas Buggy 









NEW YORK.—It has _ been 
proved, at least to the satisfaction 
of Jack Brause, 76-year-old me- 
chanic employed by the Chicago 
Museum of Science and Industry, 
that Henry Ford missed the boat 
when he picked the gasoline buggy 
over the steam car. 


Brause breezed his 1913 Stan- 
ley Steamer into New York in 538 
hours, 4 minutes from Chicago, 
and broke the tape 37 minutes 
ahead (on an elapsed running 
time basis) of Rube Delaunty, 70, 
who raced a 1911 Stoddard-Day- 
ton gasoline powered touring car. 
The event was sponsored by the 
Chicago Museum of Science and 
Industry and Popular Mechanics 
magazine, who put up a $500 award 
for the winner. Popular Mechanics 
is celebrating its 50th anniversary 
of publication. 

The race was run by the oldsters 
to end a long standing argument 
between them about the relative 
merits of steam and gas powered 
autos. Both of them are employed 





Chrome Solution?— 


A new and economical method of plat- 
ing metal on Bakelite and Vinylite plastics 
is said to make possible lightweight, cor- 
rosion-resistant products with hard, high- 
polish metal surfaces. Techniques, de- 
veloped by the Plastiplate Co., deposit a 
hard film of copper, silver, chromium or 
other metal two-to-three-thousandths of an 
inch thick on the surface of small plastic 
articles, such as instrument control knobs 
and hardware. Shown above are some of 
the items so treated. 

‘ 


Bows at Last 


1913 Teapot Steams from Chicago to N. Y. 
37 Minutes Ahead of Stoddard 


total was forecast as 3,464,000 
plus 501,000 trucks and buses for 
a grand total of 3,965,000 vehicles. 


Texas was fifth in car registra- 
tions with 2,496,000 units, but sec- 
ond in trucks and buses with 695,- 
000 for a third-place grand total of 


3,191,000 vehicles. 


In car registrations, the top 10 
states in 1951, according to the 
California, New York, 
Pennsylvania, Ohio, Texas, Illinois, 
Michigan, New Jersey, Indiana and 


BPR, were: 


Massachusetts. 
> ? * 


IX TRUCK and bus registrations, 
the order was: California, Texas, 
Illinois, 
Indiana 


New York, Pennsylvania, 
Ohio, Michigan, Missouri, 
and Wisconsin. 


The order of finish by top states 
in both car and truck and bus 


registrations was the same in both 


1950 and 1951, the BPR statistics 


reveal. 

In total registrations of all 
motor vehicles, there was only 
one change from the order of 
finish last year in the top 10 
states. Texas moved ahead of 
Pennsylvania into third place. 


The order of finish in total regis- 
trations: California, New York, 
Texas, Pennsylvania, Ohio, Illinois, 
Michigan, New Jersey, Indiana and 
Massachusetts. 

> * * 

HIRTEEN states had total car 

registrations above the 1,000,000 
mark in 1951, the BPR estimated, 
compared with 10 in that class in 
1950. 

There were 18 states with more 
than 200,000 trucks and buses 
registered this year, against 16 
over that figure last year. 

In total motor-vehicle registra- 
tions, 16 states topped 1,000,000 
units, against 15 in the six-figure 
class in 1950. 

Only three states were listed by 
the BPR as having less than 100,000 


'ears registered in 1951. The states 


at the museum to keep the antique 
ears in running order. 

The event got off to a bad start 
in Chicago on Sept. 10, when Mayor 
Kennelly waved the green starting 
flag in a heavy rain. Neither of the 
models were equipped with wind- 
shield wipers. 

When DeLaunty put side curtains 
on the Stoddard-Dayton, the 
younger driver Brause was moved 
to snort, “Sissy.” 

Brause won the first lap of 
the race when he steamed into 
Jackson, Mich., about midnight. 
DeLaunty suffered a blowout 
about five miles from the day’s 
destination, and lost the wheel 
rim in the dark. He had to be 
towed on in to Jackson. 

The loss of the wheel rim delaved 
the race the next morning, and they 
missed a luncheon that had been 
planned for them in Detroit on 
Tuesday noon. 

The following day, they continued 
on to Cleveland, where the Stod- 
dard-Dayvton was renorted in the 
lead by 32 minutes. Midway in the 
run, Brause auipned that he could 
have been in Buffalo that night “if 
it hadn’t been for the gasoline 
thing.” 

Brause arrived at New York City 
at 4:20 p.m., Mondav. Sept. 17. 


A renair car, filled with snare 
varts, followed the race to New 
York. Each of the drivers had to 
make their own renairs. since 
they felt that “none of these mod- 
ern mechanics know anything 
about our cars.” 

The Stanlev Steamer had to stop 
everv 40 minutes to fill the thirsty 
boiler. Brause said he put water in 
the car at whatever taps or stream 
he could find. 

But fortune did not smile on 
DeLaunty. He was delayed by four 
flat tires during the race, and 
magneto trouble as well. 

The 1913 Stanley Steamer boasts 
a 10 horsevower engine, can exnect 
to make 40 miles on a 40 gallon 
water supply. brought to 500 pounds 
of pressure in a fire tube boiler 
fired by 2% gallons of white gaso- 


j line. 





Nevada, 65,000; 
and Delaware, 


and their totals: 
Wyoming, 91,000, 
93,000. 






























* * s 


ERCENTAGEWISE, however, 

Nevada showed the largest gain 
in the nation in 1951. The sparsely- 
populated silver state saw its car 
total increase 10 percent, while its 
truck and bus registrations grew 
11.1 percent. 

Top states in percentage gains of 
car registrations were: Nevada, 10 
percent; Florida, 9.5; Kentucky, 

(See VEHICLES, Page 60, Col. 1) 





Former Officers 
Of Sparks Sued 


For ‘Diversion’ 


JACKSON, Mich. Countersuits 
filed in Jackson county circuit 
court by the Sparks-Withington 
management last week named two 
former executives as having de- 
prived the company of hundreds of 
thousands of dollars through finan- 
cial manipulations. 

Henry T. Sparks, former presi- 
dent, and Charles J. Kayko, former 
vice-president and general man- 
ager of the Sparton division, were 
named defendants, along with Mas- 
tick Co., of Jackson. 

Sparks and Kayko were ousted 
from control over the concern 
last year when a group headed 
by President John J. Smith won 
a stock battle. Suits asking a to- 
tal of $135,000 in allegedly unpaid 
salaries, bonuses and pensions 
were subsequently filed by the 
two unseated officers. 

The counter-suits asked the court | 


to determine damages and also to | 


restrain Sparks and Kayko from | 
disposing of their property pending | 
outcome of the case. Sparks is a 
son of William Sparks, company 
founder. 

Sparks and Kayko were accused 
“of fraudulent and wrongful diver- 
sion of corporate assets and corpo- 
rate opportunities.” This, the pres- 
ent management asserted, resulted 
“in the unjust enrichment of all | 
said defendants.” 

Specifically, the suit alleges: 

That Mastick Co. was organized 
by members of the Sparks and 
Kayko families. A Navy contract 
for construction of masts and an- 
other contract for record changers 
were developed by Sparks-Withing- 
ton and turned over to Mastick, 
with profits going to the two men’s 
wives; 


That Sparks-Withington did 
the development work on a 
Swedish log, a Navy device for 
measuring speed and distance. 
But the contract was _ turned 
to Spartex Co., costing Sparks- 
Withington $100,000 worth of 
business; 

That Patsum Co. owned by 
Sparks’ brother-in-law, was given 
$11,800 for “engineering services” 
not performed. It also was given 
manufacturing rights on an elec- 
tric defense controller; 


U.C. Dealer Wins 
Tax Case Tied 
To OPA Ceilings 


OKLAHOMA CITY.—Federal Dis- 
trict Judge Eugene Rice has ruled 
that a local used-car dealer can 
recover income tax payments levied 
against over-ceiling used-car pur- 
chases in the OPA days of 1945-46. 

The dealer, H. S. Herber, had 
paid the extra taxes under an order 
from the commissioner of internal 








revenue. He then sued to recoup 
the taxes. | 
Originally, Herber’s tax returns | 


for the years in question deducted 
the cost of the used cars from| 
his tax liability. Internal revenue 
agents, discovering the dealer’s 
used-car purchases at above-ceiling 
prices, levied higher taxes for the| 
amounts over ceiling which Herber 
had deducted. 


Judge Rice awarded Herber a 
$2,640.71 refund on 1945 taxes, plus 
a rebate of $132.06 on a fine charged 
by the government for late filing. | 
The dealer was ruled entitled to 
a 1946 refund of $1,811.31, plus a} 
$90.58 fine. 





\lines to the brakes. 
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Ready for Blindfold Test— 

Frank Sherman of S & M Motors San Francisco (Dodge), starts for a demonstration 
ride with two blindfolded prospects in the back seat. The public is being invited to 
stop in at Dodge dealers fo actually take the * ‘blindfold test." 








vol 





Capehart Revision OK ‘d: 
levteng Repeal Doubtful 


WASHINGTON. 
ommendations of a special subcom- 
mittee, the Senate Banking com- 
mittee Thursday by a 9-to-4 vote} 
approved a revision of the Capehart | 
amendment. 

The approval was not entirely for 
the Administration substitute since 
it carried much of the clarifying 
language sought by the automotive 
industry, as represented by George 
Romney, vice-president of Nash- 


| Kelvinator. 


Under the revision it would no 
longer be mandatory for the Ad- 
ministration to grant to individ- 
ual manufacturers, processors and 
sellers of industrial services price 





Bendix Develops 
New Power Brake 
With ‘Decelerator’ 


SOUTH BEND. — A new power 


| braking system, to be used on cer- 


tain 1952 cars, eliminates the usual 
brake pedal and has in its place 
a control similar to the accelerator 
treadle. This new device is a prod- 
uct of Bendix Products division 
here. 

In place of the brake pedal is 
a treadle control. 

The new control will incorporate 
a power brake unit which Bendix 
calls the Treadle-Vac; it might well 
be called a “decelerator,” says 


| Bendix. 


Movement of the foot from the 
accelerator to the “decelerator” is 
by an easy pivoting of the foot 
on the heel. It is said the foot 
movement may be accomplished 
in one-fourth less time than with 
the usual type of brake control. 

It is estimated by Bendix that 


ithis alone would ordinarily result 


in stopping the car in five-feet dis- 
tance at 60 miles per hour. 

“The Treadle-Vac therefore is an 
important safety feature as well as 
adding to the comfort of driving 


|and reducing fatigue,” Bendix says. 


The Treadle-Vac consists of a 
power cylinder, a piston with a 
built-in control valve and a hy- 
draulic section including a brake 
fluid reservoir. It eliminates the 
need for the conventional master 
cylinder in the hydraulic brake 
system. 

The Treadle-Vac is mounted on 
the engine side of the toe board. 
The operating treadle pivots from 
the fire wall in the driving com- 
partment. Pressure on the treadle 
is transmitted directly to the power 
unit through a rod protected by a 
rubber boot. This pressure operates 
the control valve in the Treadle- 
Vac piston. 

The hydraulic section of the 
unit consists of a combined mas- 
ter and slave cylinder and a stop 
light switch. 

In the applied action described, 
the piston moving toward the hy- 
draulic end of the cylinder com- 
presses the brake fluid in a “slave 
cylinder.” This pressure is trans- 


mitted through the usual hydraulic | 


Following rec- | 





ceiling boosts upon a showing 
that their costs increased during 
the first year of the Korean war. 


Under the new provision, if 
passed by the Senate, they could 
seek upward adjustments only if 
they are suffering “financial hard- 
ship.” 

The bill, however, does not define 
“financial hardship.” That would be 
left up to the Administration. 


Sen. Willis Robertson, who 
headed the subcommittee which 
drafted the measure, said it would 
provide all firms with “fair and 
reasonable profits on any general 
price regulation issued after this 
time.” 

Tied up Thursday in an NPA 
Automotive Industry Advisory com- 
mittee meeting, George Romney, 
who argued before the subcommit- 
tee Wednesday for clarification of 
the Administration substitute, could 
not be contacted for direct com- 
ment on the Banking committee 
vote. 

It was believed, however, that the 
new language inserted in the sub- 
stitute will meet the points he con- 
tended for on the witness stand. 


Meanwhile, House action to re- 
peal or modify the Herlong dis- 
count amendment was considered 
highly unlikely. 

If Congress adheres to its ex- 
pressed determination to quit by 
Oct. 1, it would be difficult for 
the House to hold hearings and 
take any action on the Herlong 
amendment. 


Chairman Brent Spence, of the 
House Banking and Currency com- 
mittee, was doubtful that his group 
would tamper with the Herlong 
amendment, which was a House 
product and therefore passed back 
to it by the Senate for any action, 
favorable or unfavorable to the 
President’s demand for repeal. 


Munitions Board 


Names Rausch 


WASHINGTON.—Appointment of 
Raymond R. Rausch, vice-president 
of Willys-Overland, as a_ special 
consultant and production “trouble 
shooter” for the 
Munitions board 
was announced 
last week by J 
D. Small, board 
chairman. He will 
work closely wit! 
the board’s vice 
chairman for pro 
duction and re 
quirement, Cor 
nelius W. Middle 
ton. 

R. B. Rausch Rausch is a for 
mer director of Ford Motor and a 
former vice-president in charge of 
manufacturing policy for Genera! 
Electric. 


Eddins Recovering 
DE TROIT.—Daniel S. Eddin: 
president of Plymouth division, was 
reported recovering Thursday fo! 
lowing an illness about a week ag» 
that placed him in the hospital for 


|a checkup. 
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CTOBER 10 is an important 

day for automobile dealers; it 
is the date of NADA’s annual mem- 
bership campaign. It affords a great 
opportunity, whether you are a 
member or not, 

These are no longer days of 
rugged individualism. Grandfather, 
who pioneered, advanced on his 
own resourcefulness and on his re- 
sponsibility. But these are days 
when we all must live and grow 
by working together. 

Whether we like it or not, these 
are the days of pressure groups. 
So if one does not join his trade 
association, and I include the 
local and state as well as the 
national group, he loses much. 
He will have no voice or repre- 
sentation in advancement of pro- 
jects of deep concern to him. He 
can’t work with others in his 
same group with the power of his 
financial and personal support. 

Of course, no one can be a suc- 
cess 
good businessman. But how suc- 
cessful he becomes depends a lot 
upon the climate 
works. What part of an automo- 
bile dealer’s success is due to his 
own management and what part 
outside influences play, varies with 
each operator in each territory. But 
let’s say, for the sake of argument 
that 10 percent of your profit op- 
portunities are dependent upon 
conditions which you, individually, 
can do nothing about, and improve- 
ment of which can only come 
through organized effort. 

* * * 


Do It Alone? 


* IT is only 10 percent, then you 
will be money ahead if you be- 


Oklahoma Dealers 
Book Sen. Bennett 
For Nov. Parley 





OKLAHOMA CITY.—Plans have 


been completed for the 18th annual 
convention of the Oklahoma Auto- 
mobile Dealers Assn., to be held at 
the Skirvin hotel, Oklahoma City, 
on Nov. 14-15. 

The announcement said that a 
record of 800 to 900 dealers and 
guests are expected this year, and 
that a full two-day program has 
been planned for both the dealers 
and their wives. 

While the full program for the 
convention was not announced, the 
OADA said that U. S. Sen. Wallace 
F. Bennett of Utah, a Ford dealer 
in Salt Lake City, has accepted an 
invitation to speak. Other high- 
lights will be announced later. 

The program will follow the same 
pattern as in the previous years, 
according to the bulletin, with deal- 
er section meetings planned for 
Nov. 14. The general business meet- 
ing, the ladies luncheon and style 
show, the dealers and men guests 
luncheon, the speaking program, 
banquet, entertainment and dance 
will be held on Nov. 15. 
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come a member, or continue your 
membership, in your trade associa- 
tions. To support favorable legisla- 
tion, national, state and local, as 
well as to kill bills that are against 
public interest and which will ad- 
versely affect the trade, is an or- 
ganization job. Automobile dealers’ 
associations have a _ remarkable 
record in legislative activities and 
these accomplishments can be con- 
tinued, and even made more secure, 
by membership of each individual 
| member. 

The same applies to industry re- 
lation activities. The dealers’ future 
depends upon sound contractural 
relationships with the factories, 
and organized effort is the key to 
contract improvement that will 
affect every dealer’s profit oppor- 
tunities. 

Public relations of the trade is 
an important project in any asso- 
ciation, because the essentiality 
of the automobile and the im- 
portance of the dealer’s contribu- 
tion to the national, state and 
local economy must constantly be 
told if we are to stop discrimin- 
atory taxes and block other 
hurdles in our pathway to the 
future. 

Of course, these are all general 
projects. Perhaps some dealer may 
feel that he can get the benefit of 
these efforts without joining up 
and supporting organized retailing 
with his money and efforts. In 
some respects this may be true, but 
in these days of living together, 
no one should want a free ride. 

* * J 


What Are Benefits? 
_—_- are many things that as- 
sociations do that directly affect 
the profit producing power of each 
individual dealer, the benefits of 
which come only to members. For 
instance, what is it worth to you 
as a member to receive the quart- 
erly bulletins produced by the Busi- 
ness Management committee of 
NADA? These are the current 
guideposts for every dealer in 
America to use in conducting his 
business intelligently. It is just like 
having members of this committee, 
who represent all lines in all size 
cities in various territories of the 
U. S., offer advice and counsel as 
to what constitutes good manage- 
ment in your operation. 

The members of this committee, 
headed by L. M. Stewart of St. 
Louis, as chairman, have had two 
hundred years of combined ex- 
perience in this field. All of them, 
personally, are successful oper- 
ators. The committee includes 
such other leaders as FE. A. 
Bogert, of Pocatello, Id.; Ernest 
Burwell of Spartanburg, S. C.; 
Martin Johnson of Atlanta; 
George H. Jones of Corpus 
Christi, Tex.; and H. E. Majer of 
Spokane. You virtually have 
these men on your payroll as if 
they were working for you 
exclusively. 

Another membership service that 


is extremely important in these 
times is the Employer-Employe 
Relations committee, headed by 


George Berry, also of St. Louis, and 
including Frank Collord, of Water- 
loo, Ia.; W. S. Edwards jr., of 
Birmingham, Ala.; Joe Gandy of 
Seattle; Arthur Haas, of Cleveland; 
Stewart Hanson of Detroit; William 
L. Mallon of Newark, and Foster 
W. Talbott of Baltimore. All of 
these dealers have outstanding 
records. Each is a labor relations 
expert. 


The largest expense of any dealer 
is his payroll. How much return he 
makes from this expense depends 
mostly on his relationship with his | 
employes. This committee gives you 
the combined advice of their find- 
ings at regular intervals. 

So for this important member- 
ship day, be ready to help either by 
joining or getting others to join 
national, state and local trade as- 
sociations. You will find association 
membership, next to your bank ac- 
count, your best investment. 


‘ 
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Dealers tell me 


By John O. Munn 





N.C.’s Abernethy Sells 


Dealership, Retires 


RALEIGH, N, C.—P. L. Aber- 
nethy, NADA director and form- 
er president of the North Caro- 
lina Automobile Dealers Assn., 
has sold City Chevrolet Co. at 
Charlotte and will retire from 
business, according to the state 
association. 

The announcement said that 
Abernethy and Vice - President 
E. R. McHenry sold the entire 
stock of the firm to C. F. John- 
son, of Hendersonville, N. C., 
and Florida. Johnson operates 
several other Chevrolet fran- 
chises in the southeast. The new 
NADA director for this state 
will be selected through a spe- 
cial election, 








New Canadian Dealer Leaders— 


Here are the executive officials elected at the annual convention of the Federation 
of Automobile Dealers Assns. of Canada in Banff. Seated, left to right: A. J. Cameron, 
of Moose Jaw, treasurer; Dave A. Amory, Montreal, secretary; George W. Hogan, 
Toronto, (immediate past president); Dan Mclean, Vancouver, president; W. P. Logan, 
St. John, vice-president; Howard B. Moore, Toronto, managing director. Standing (left 


to right): Harry 1. Wilson, Calgary; Clarke 


peg; J. A. Christiansen, Edmonton; J. W. Willey, Regina; J. R. Martin, Sudbury; S. S. 
Rafuse, Bridgewater; R. J. Logue, Sidney, directors. (See story on page 61.) 





Richard Named President . . . 


N. Y. Conclave Slaps 
Herlong Repeal Move 


OLTON LANDING, N. Y.—The | 
Truman-instigated bill, now be- | 
fore Congress, to erase protection | 
for auto dealers on their traditional 
markup percentage, was sharply at- 
tacked as merely a piece of politi- 
cal strategy here last week by the 
New York State Automobile Deal- 
ers Assn. at the close of the largest 
convention the group has ever held. 
Meeting here for their 18th an- 
| nual convention, the New York 
| dealers charged in a resolution 


that President Truman is urging 
passage of the bill only so that 
the Administration can deny re- 
sponsibility if the cost of living 
continues to rise before the 1952 
elections. 


In a three-day convention, at- 
tended by more than 750 dealers 
and their wives, association leaders 
also announced the opening on Oct. 
10 of a 30-day drive to increase the 
present membership of 2,024 dealers 
and outlined a broad program of 
strengthening the local and county 
groups which comprise the state- 
wide organization. 

+ * * 


CCUARLES J. FARRINGTON, ex- 
4 ecutive assistant to the presi- 
dent of NADA, warned dealers that 
they must not relax their support 
_|of their automotive trade associa- 
tions if they are to protect their 
position in the automobile industry, 
to continue to fight proposed exor- 
bitant tax increases, and to prevent 
further encroachment on private 
enterprise by the government. 


Farrington, who is chief legis- 
lative officer for NADA, declared 
that the New York State organi- 
zation was instrumental in achiev- 
ing passage of the Herlong 
amendment to the 1951 defense 
production act which at present 
protects the retail dealers’ dis- 


count on all future price _ in- 
creases. 
The threat of war, Farrington 


predicted, will hang over us for a 
long time and it is as vital to pro- 
tect our system of free individual 
enterprise as it is to maintain ade- 
quate military strength. 

* - + 


Simpkins, Vancouver; G. L. Hartley, Winni- 


Alabama Lists Speakers Ls. eee ota in 


For Parley Next Week 


MONTGOMERY, Ala.—aA slate of 
nationally known speakers have 
been engaged by the Automobile 
Dealers Assn. of Alabama for its 
annual convention Sept. 30- Oct. 2 
at the Buena Vista hotel, Biloxi, 
Miss. 

Dr. Kenneth McFarland, superin- 
tendent of schools at Topeka, 
Kans., and consultant to General 
Motors Corp. and other national 
concerns, will deliver the banquet 
address on Monday night, Oct. 1. 

Taking part on the program also 
will be NADA President Robert D. 
McKay; H. B. Sherer, sales training 
specialist for the U. S. Rubber Co.; 
M. R. Darlington, managing direc- 
tor of the Inter-Industry Highway 
Safety Committee; U. S. Rep. Al- 
bert Rains, Alabama Democrat, and 
W. C. Teague, of the Memphis 
Commercial Appeal, editorial 
writer, news commentator, econ- 
omist and humorist. 

Darlington will present to the 
Alabama association a_ safety 
trophy on behalf of the National 
Committee for Traffic Safety, 
which was previously awarded 
to the organization. 

A forum also has been arranged 
for Monday morning, Oct. 1, on 
price regulations, wage regulations, 
Regulation W and the application 
of the Taft-Hartley law, with re- 
gional and state representatives 
from several government agencies 
participating. 

Association President Rush Stal- 
lings of Montgomery and Executive 





Oregon Dealers 
To Meet Dec. 3 
At Portland 


PORTLAND, Ore.—The date of 
the Oregon Automobile Dealers 
Assn. annual convention has been 
set for Dec. 3 at the Multnomah 
hotel here, it has been announced 
by Ernie Williams, executive secre- 
tary of the Automobile Dealers 
Assn. of Portland. 

In addition, Williams announced 
that the annual meeting for elec- 
tion of officers for the Portland 
association has been set for Dec. 14, 
also at the Multnomah hotel. 

As yet, the programs for the 
meetings have not been announced, 





Poughkeepsie, was elected president 
of the state association to succeed 
George D. Gardner, Oldsmobile 
dealer with firms at Binghamton 
and Endicott. 

Other new officers elected were 
William E. Frame, of Mineola, first 
vice-president; S. J. Reynolds, of 
Syracuse, second vice-president; 
Frederick A. Mason, of Malone. 
third vice-president; Ralph W. Aus- 
tin, of Jamestown, secretary (re- 
elected); William Herpich, of 
Rochester, assistant secretary (re- 
elected), and R. Harold Craig, of 
Albany, treasurer. 

Directors elected for a three- 
year term are Clell S. Forsythe, 
of Syracuse; A. Bigsbee, of Sara- 
toga Springs; George W. Dodds, 
of Gouverneur; Lyman Goodrich, 
of Watertown; J. A. Haraden, ‘of 
Schenectady; L. B. Hartman, of 
Salamanca; William Herpich, of 
Rochester; R. S. Managun, of 
Johnstown; Ben F. Curry, of New 
York City, and R. A. Young, of 
Buffalo. 

With the full agreement of the 
membership, the association today 

(Continued on Page 60, Col. 2) 


Vice-President Frank R. Broadway 
said this year’s convention prom- 
ises to be the best in the history 
of the association. 

Stallings announced the ap- 
pointment of the following nom- 
inating and resolutions commit- 
tees: 

Nominating—Ben G. DeVan, Mo- 
bile, chairman; W. H. Ray, Hunts- 
ville; B. E. Raines, Florence; C. C. 
Golson, Ft. Deposit; Mel B. Casler, 
Birmingham. 

Resolutions —H. C. Christopher, 
Ft. Wayne, chairman; G. B. LaSuer, 
Birmingham; R. B. Steverson, Shef- 
field; Forrest McConnell, Montgom- 
ery, and R. K. McMillan, Brewton. 

A convention feature to be pre- 
sented this year for the first time 
will be a “Taxmobile” display, in 
the lobby of the Buena Vista hotel. 
This will consist of a new Nash 
Ambassador shown on a turnstile 
and adorned with placards showing 
how much tax the automobile 
owner is paying now. 


On the House . . . 


New-car dealers on the OPS’ so-called advisory committee were 
hopping made when they were by-passed by OPS on the retail markup 
regulation, but forced a reconsideration of the rule ... While OPS 

ee is losing face with the industry, one good effect of 
the bungling has been a closer cooperation between 
new and used-car dealers on the committees... 
One wonders, in view of events of the last year, 
whether OPS or any other governmental agency 
really wants to cooperate with any industry com- 
mittees; whether these so-called advisory groups 
aren’t merely window-dressing .. . 
As production decreases, we’re starting to hear 
gripes from small-town dealers who claim they’re 
not getting their just share of output; that the 


big-volume deals are getting the lion’s share 


has been elected to represent 
Hudson dealers on Buffalo dealers association’s 
board, succeeding R. H. Willats, resigned .. . New Mexico associa- 
tion notes a “sudden fervor” by state officials over highway safety. 
Bankers Commercial Corp. is holding a golf tournament Oct. 2 
for dealers of New Jersey, New York City, Long Island and West- 
chester county . . . Two tire companies sponsored doings in Detroit 
last week on the same day. General staged a luncheon for its new 
Detroit dealer-sales manager, while Firestone came up to lay a stretch 
of rubber on a Detroit street as a test ... To avoid confusion, auto 
execs have evolved special names for the two C. E. Wilsons. They 
refer to U. S. Mobilizer Wilson (former General Electric president) as 
“Electric Charley,” while GM’s president is known as “Gasoline 
Charley.” 


Wemhoft Chester Daetsch 


Pete WEMHoFrr, Editor, 
Automotive News 
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Capsule Comment 


National Production Authority has under consideration a 
so-called “more realistic” approach to output quotas for 
each car manufacturer, it is reported. Those makers which 
haven’t been building up to quota, it is understood, would 
be cut back in the following quarter and any excess given 


| Auto 
Forum 


Epitor’s Note: Following is one | 
of a series of articles written 
especially for Automotive News 
by managers of the various state | 
auto dealers associations: 


By Edward Fox, jr. 
Gen, Megr., Oregon Dealers Assn. | 
HAT can a dealer do for his| 
associations — on a national, 
state and local level? First, if he} 
wants these groups to function in 
his best interests, 
he must support | 
them physically, | | 
morally and 
financially. He} 
must be willing to 
devote some of 
his time to those 
projects that are 
for the common 
good of all deal- 
ers and their cus- 
tomers. This, I 
know, sounds very 
fine and many dealers say: “Where 
do I profit by such a program?” 

Let’s look first at the national 
picture. I wonder how far we 
would have progressed with Con- 
gress and the Administration if 
NADA hadn’t been in there pitch- 
ing every minute on Regulation W, 
the excise tax, etc., supported by 
you, when requested, in contacting 
your congressional representatives. 

I wonder what the trend would 
be in dealer discounts if NADA 
didn’t go to bat for you with the 
factories. I wonder what our em- 
ployer-employe relations might be 
without the sage advice and 
counsel of the NADA. 

I wonder what might happen in 
many other facets of your business 
such as public affairs, public rela- 
tions, business management, sal- 
vage, etc., except for the facts de- 
veloped and the recommendations 
made by NADA committees com- 
posed of dealers like yourself. 

. + . 


WONDER if you know that 
NADA is the largest trade or- 
ganization in the world and that 








Edward Fox jr. 
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its policies and actions are shaped 
by dealers who realize that the only 
way to a satisfactory and success- 
ful business is in intelligent and 
unified action. 

I wonder if you realize that | 
your state and local associations | 
are just as important as the | 
NADA in handling propects and 
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This is an open forum for the discussion of any subject of interest to our 


readers, and your letters are welcomed. No attention is given to unsigned 
letters but you may sign your name with the assurance that it will not be 
used, if you so request. Address Editor, Automotive News, Detroit 26, Mich. 


ne at their respective lev- 
els. 

I wonder what business, if any, 
on a collective basis is larger than 
the automobile business in your 
town or city. Who has more em- 
ployes, a larger payroll or does 
business with more people? 

* * * 


I WONDER what you do about 

running the business of your 
town to do the most good for your 
customers, your town and yourself. 
Is there an automobile dealer on 
the city council, the board of super- 
visors? Who represents you at the 
State House? In the legislature? In 
Washington? What did you do to 
help them get elected? Are they do- 
ing a good job for the people in 
your area? How many of them do 
you know personally? Do they 
know how you feel on current is- 
sues, increased taxes, etc? 

I wonder if you stop to think 
that, every time you sell a car, 


to other makers. 
This looks like more socialistic ideas from Washing- 


ton—and is a distinct peril to small business. 
* * * 


Another NPA order, issued Sept. 11, sets limitations on 
the number of autos a maker can equip with automatic 
transmissions, effective Oct. 1. The order affects medium- 
priced cars so hard that manufacturers have appealed the 
order. 

The screwy thinking in Washington is exemplified by 
the fact that the new order allows less than three weeks 
in which to switch over. Hasn’t anyone told NPA the 
facts of life, that auto makers must have three-to-six- 
month lead time on major items? 

* * * 


Unionizing drives on dealer shops are being intensified by 
the International Assn. of Machinists (AFL) and the UAW- 
CIO, reports to AUTOMOTIVE NEws reveal. 

Are you, Mr. Dealer, doing your part to head off 
pitfalls? 





payment, this monthly obligation 
becomes increasingly difficult lead- 
jing to quarrels, sacrifices, etc. 
Another thing that galls my soul 
is the automobile manufacturers 


GM Foreign Cars 

We would like to know the names 
of General Motors automobiles 
manufactured in England, Ger- 
many and Australia. Also a list of 
those imported into this country | ready acceptance and rewarding of 
and names of distributors. their employes’ strike tantrums, 
Is it possible to obtain pictures; Whenever or whatever. These con- 
of the above mentioned autos?—/|tinuous hourly raises don’t come 
Kinasport (TENN.), DEALER. |out of the manufacturers’ pockets, 

Eprror’s Note: The following |but the individual buyers’. 
automobiles and trucks are man- Add to the ridiculous price of 
ufactured oversees by GM: Eng- | cars today, car registration, license, 
land—Vausxhall auto and Bedford |insurance (not to mention factory- 
truck; Germany—Opel auto and | installed “extras”) and the upkeep 
Blitz truck; Australia— Holden |and you've spent roughly $2,500 to 
auto. | $3,000, and for what? 

None of the above vehicles are | It seems the auto industry spends 
imported into this country; there- |about a million dollars yearly 
fore there are no distributors. |equipping cars for greater speed 
Photos may be obtained from ret comfort. In all fairness, the 
there is mor td i ’ General Motors Corp., Overseas |industry should spend an equal 
you make oon — 2a Div., General Motors Bldg., De- |amount making traffic and auto 
pretty careful to see that your | ‘roit 2, Mich. | deaths “more” attractive.—Mrs. C., 
profit is handled intelligently, but ae | Cedar Rapids, Ia. 
Woman’s View | . * 


what about the taxes? Do you e . 

know how they are disbursed? Recently we read of the hike in| Historic Photos 

Here again your association and |new-car prices, which follows too) During the summer of 1948, I 
the collective action of many |closely on the heels of increased) started a collection of antique and 
dealers can have a very definite {car insurance. Any car regardless| other unusual automobile pictures. 
influence in keeping them within |of make or model is not worth the|] would like to know if any such 
some reasonable bounds. present price. |pictures, advertisements, folders, 
The Kiwanis Club this year has| Yep, it’s the automobile that’s| etc, connected with the automotive 

a slogan that very well covers these|going to break up 60 percent of|industry, were issued as a result of 

changing times and implies the re-|American families; 75 percent of|the celebration of Detroit’s 250th 

sponsibility that we each have. It| automobiles are purchased on long | anniversary. 

is: “Freedom Is Not Free.” |payment plans. After the initial} Recently you ran a center spread 


* * * 


According to Ned H. Dearborn, president of the National 
Safety Council, safety groups would accomplish more if they 
“omit the envies and jealousies,” replace these elements with 

eater cooperation and stop worrying about who gets credit 

or progress. 

And, we might add, if the same allied automotive 
groups would drop their selfish motives, the safety 
accomplishments would be even greater. 

* * * 


Through a well-knit propaganda campaign by the Co-Ops, 
the Senate Finance committee backed down on its proposal 
to tax these organizations more realistically, reports the 
National Tax Equality Assn. 

If tax-paying businesses will get as articulate as the 
Co-Ops, the NTEA points out, there’s still a good chance 
of restoring the original tax proposals. 

* * * 


The auto industry’s “Big Three’ manufacturers and their 
dealers have joined hands in promoting the current cam- 
paign of the Crusade for Freedom, which finances the anti- 
Communist campaign of Radio Free Europe. 

Fiercely competitive in business, but seriously co- 
operative in the nation’s welfare. 


* 














}on the length of time various autos 
have been advertised in the Satur- 
10 Years Ago a ee |day Evening Post.—Frep R. BATCHER 


The Big Story 


| Overland 14, Mo. 

Epiror’s Note: None that we 
know of were issued during De- 
troit’s birthday celebration. 

You may write directly to the 
Saturday Evening Post, Inde- 
pendence Square, Philadelphia 5, 
Pa., and request the offer which 
appeared in the July 23 issue of 
AvuTOMOTIVE News on page 22 (this 
letter should be written on your 
business head stationery). 


Automobile repair and maintenance parts were given an A-10 prior- 
ity rating by Donald M. Nelson, OPM’s director of priorities .. . 
Observers in New York reported that further curbs in automobile | 
credit terms may be expected . . . Defense needs have cancelled all 
plans for automobile shows this fall, Even New York and Chicago | 


plans have been junked. 
—From the files of Automotive News, 
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Average Pay in 2nd Quarter... 
Backshop Hourly Rates 





Aerial Shot of Detroit Public Works Convention— 


Sixty firms were represented in the displays shown at the American Public Works Assn. convention in Detroit last week. Shown 
is a portion of the exhibits of special truck equipment that was displayed to about 900 municipal officials who attended the 
function. Of the 60 exhibits, 11 were by automotive interests. Booths were occupied by Dodge Brothers Corp.; Firestone Tire and 
Rubber Co.; Ford Motor Co.; Galion Iron Works and Mfg. Co.; Gar Wood Industries, Inc.; General Motors Corp.; Heil Co.; Inter- 
national Harvester Co.; Reo Motors, Inc.; White Motor Co., and Rootes Motors, Inc. See story, other pictures page 58. 


Most °52s Due in January, 





Signal Lights & Sunlight 
Don’t Mix, Judge Says 





OMAHA.—Although Nebraska 
state law states that directional 
lights on the rear of a car can 
take the place of hand signaling, 


Wisconsin Dealers Told 


MILWAUKEE.—Speaking here at | 


dent; Erwin C. Deising, Milwau- 
kee, and Otto A. Sherry, of Apple- 


the 23rd annual convention of the 
Wisconsin Automotive Trades 
Assn., Robert D. McKay, NADA 
president, predicted last week that 
most of the 1952 car models will 
not be shown until about Jan. 1. 


Municipal Judge Lester Palmer 
ruled such lights are not enough. 
He awarded $178 damages to an 
Omaha woman who collided with 
a car using only directional 
lights to signal a turn. 


ton vice-presidents, and Paul H. 
Schmidt, of Prairie du Chien, sec- 
retary-treasurer. 

No resolutions were adopted at 
the convention. 


*Relates to a period in 1951 prior to April. 
**Insufficient data to justify presentation of an average. 


mepaie. —. 5 Mechanics, Washers, 
Area men, Auto Greasers = Automotive _—s— Auto- 
Metal motive Class A Class B motive 
Atlanta* $1.74 $1.87 $0.93 $1.60 $1.14 $0.76 
Baltimore 1.84 1.68 1.00 1.64 1.17 -79 
Birmingham 1.72 1.59 1.15 1.72 1.06 -16 
Boston* 1.76 1.78 1.09 1.63 L31 93 
, | Bridgeport 1.39 ee 1.19 1.70 1.35 1.18 
Buffalo 1.85 2.27 1.40 1.88 1.38 1.10 
: | Chicago 2.33 se 1.41 2.06 1.48 1.17 
Cincinnati 1.87 +* 1.08 1.70 1.26 93 
Cleveland 2.28 ” 1.46 2.25 1.59 1.46 
Dallas 2.08 1.97 1.33 1.73 1.22 84 
Denver* 1.81 ** 1.18 L.77 ee 1.06 
Detroit 2.44 — 1.54 2.26 1.75 1.19 
Houston 2.26 2.06 1.18 2.11 1.23 36 
Indianapolis 2.37 2.08 1.57 1.96 1.36 1.01 
Jacksonville 1.77 ** 98 1.62 “* 78 
Kansas City 2.00 2.68 L41 1.98 1.41 99 
Los Angeles 2.25 2.52 1.381 2.06 1.44 1.31 
Louisville 1.97 +* 1.37 1.65 1.15 90 
Memphis . 1,84 ” 1.22 L77 1.38 69 
Milwaukee i 2.11 1.86 1.23 L.85 1.39 L15 
Minneapolis-St. Paul 1.86 1.43 +s 1.78 +? 1.38 
Newark-Jersey City 1.58 1.79 L16 1.82 1.46 1,12 
New Orleans 1.86 + L1l 1.82 +* 78 
New York* 1.93 L.94 1.26 1.87 1.46 1.20 
Philadelphia 1.75 oe 1.06 1.69 1.31 1.03 
Pittsburgh .... — . 1.95 1.89 1.20 1.94 1.44 1.05 
Portland-Vancouver 1.94 2.09 1.57 2.01 ** 1.29 
Providence 1.49 ss 1.19 1.56 1.22 + 
Richmond snl L386 _ -79 L79 1.09 71 
| St. Louis ...... itiesouiicdantin 2.06 ** 1.45 1.93 +s 1.26 
|San Francisco-Oakland* 2.24 2.18 1.58 2.03 - L58 
fe ; 2.09 2.02 L638 2.01 oe L61 
IEE <a sdacusannvavsscecneenareies 2.26 oe 1.65 2.05 1.61 1.43 
Washington ........................ 2.03 1.86 94 1.81 1.16 95 


Data supplied by U. S. Bureau of Labor Statistics 





Judge Palmer said he conduct- 
ed a personal experiment in the 
afternoon sunlight, and found he 
couldn’t tell whether directional 
signs were on or not. 





Repaint Book 
Ditsler Color Division 


Offers New Manual 


DETROIT.—Ditzler color division 
of Pittsburgh Plate Glass Co., has 
just released its latest Ditzler Re- 
paint Manual. 

The company said that the book 
was completely illustrated, and 
covered all phases in the repair 
and maintenance of finishes on 
both passenger cars and commer- 
cial vehicles, 

In addition, the manual also deals 
with the care and use of the latest 
painting equipment, the company 
said. 

Copies are available by writing 
department 360, Ditzler color divi- 
sion, 8000 W. Chicago Ave., De- 
troit 4. Price is 60 cents. 


Member Roster 
Mailed by AAR * 


NEW YORK.—The 1951 member- 
ship. roster of the Automotive Af- 
filiated Representatives has been 
mailed to manufacturers, advertis- 
ing agencies and trade journals 
affiliated in the automotive indus- 
try, it was announced last week 
by the organization. 








es 


Ad Putters Honor Smead— 


L. M. Smead, general sales manager of 
Ford, accepts gift from members of the 
Detroit Advertising Golf Assn. honoring 
their charter president at fourth meeting 
of the organization. Presentation was 
made by Roland Withers, director of cus- 
tomer research for General Motors (left). 








ficers are: 
tiac), vice-president; Charles Nolen 
(Cadillac), 
Bauknight, executive secretary. In 
addition to Jay Smith, C. B. Smith 
(Dodge), was named a director. 


Some of the new models will 
not be out until March or April, 
McKay added. He said that most 
of the cars will have only face- 
lifting changes. 

A representative of the Milwau- 


kee County Auto Dealers Assn. said 
that he had been informed that the 
coming of 1952 models might coin- 
cide with the holding of the Mil- 
waukee Auto Show in Mid-January. 


Nearly 1,000 members and guests 


attended the state convention. 


New officers of WATA are 


Harry E. Seidell, of Merrill, presi- 


Hartford Program 
Interests NADA 


HARTFORD, Conn.—The public 


relations program of the Hartford 
Automobile Dealers Assn. has re- 
ceived national recognition. Kris- 
tian Jensen, who heads the Chrys- 
ler-Plymouth dealership 
Hartford and who is chairman of 
the advertising committee of the 
local association, has received an 
invitation to express his views be- 
fore the NADA. 


in West 


In an invitation from J. Eustace 


Wolfington, public relations chair- 
man of the national association, 
Jensen was urged to attend a fall 
meeting in Chicago for the pur- 
pose of giving detailed information 
|/on the program instituted by the 
| Hartford association. 


The Hartford -association has 


been using newspaper advertising 
to tell the public of its methods 
and about the general situation in 
the local automotive trade. 


Dealers in Austin 


|Elect John Nash 


AUSTIN, Tex.—John H. Nash, a 


Chevrolet dealer, has been elected 
president of the Austin Automobile 
Dealers 
Smith, Chrysler-Plymouth dealer. 


Assn., succeeding Jay 


Other new Austin association of- 
Jack Stableford (Pon- 


treasurer, and E. L. 


Ferar in London 
DETROIT. — Montgomery Ferar, 


partner in the firm of Sundberg- 
Ferar, industrial designer, attend- 
ed the 
London. 


1951 Design Congress in 





Edward Payton, Cleveland auto 
consultant, predicted that Amer- 
ican auto makers would be forced 
to build cars of higher efficiency to 
meet European competition. 


Popularity of British cars, Pay- 
ton said, is helping to push sweep- 
ing changes in engine design. 
Higher taxes and higher prices of 
ears and gasoline are changing the 
character of the auto business of 
the future, he added. 

Fifteen years ago, Payton de- 
clared, 4.7 persons rode in every 
car; now the average is 1.78 per- 
sons per car. However, he thought 
the car makers of this country 

would never build such small 
cars as the European makers are 
turning out. 

“At least we won't go below 
2,400 pounds in weight,” the speaker 
said. Ford, he predicted, will have 
a high efficiency six cylinder car 
next year, and other makers may 
have to follow suit. 

A director of the Wisconsin vo- 
cation and adult education depart- 
ment, Clarence Gruber said that 
about one half as many students 
were expected to finish the course 
in auto mechanics at the vocational 
schools of the state, compared with 
the peak a few years ago. 


Shop Pay Analyzed 


Class A Mechanics in 34 Large Cities Averaged 
$1.56 to $2.26 Hourly, BLS Reports 


WASHINGTON.—Average hourly 
earnings of Class A automotive 
mechanics employed in auto repair 
shops and repair departments of 
dealer establishments in April, May 
and June varied from $1.56 to $2.26 
in 34 large cities representing all 
sections of the country, the U. S. 
Bureau of Labor Statistics reports. 


Earnings in this occupation av- 
eraged at least $2 an hour in nine 
cities and less than $1.65 in only 
five cities, the report said. Body 
repairmen, with average hourly 
earnings ranging from $1.49 to 
$2.44, ranked highest among the 
six occupational classifications 
surveyed. 

Earnings generally were lowest 
for automobile washers, whose wage 
levels, by areas, varied from 69 
cents to $1.61 an hour, the BLS re- 
ported. 

Earnings of $2 or more an hour 
were common for Class A mechan- 
ics and body repairmen in most 


Used-Car Bulletin from Detroit... 
Latest Auetion Prices 


(Apico Auto Auction. Sale every Wednesday. ) 


Sept. 19 
(Bidding brisk with 
town dealers present. 
out of 105 entries.) 

BUICK — '51 Super 2-dr., $2,100. ‘50 
Special 2-dr., 2 at $1,325*; 4-dr., $1,- 
300, °49 Super 4-dr., $1,325*. ‘47 
conv,, $770. 

CADILLAC—’50 (61) club coupe, $3,- 
225°. °46 (62) 4-dr., $1,175*. 

CHEVROLET—’51 Bel-Air, $1,925. ‘50 
FL Deluxe 2-dr., $1,305. ‘49 FL De- 
luxe 2-dr., $1,100, $1,075, $1,050; SL 
Deluxe 4-dr., $1,080. 

DODGE—’49 Wayfarer 2-dr., $1,055. '48 
Custom club coupe, $850. '47 Custom 
4-dr., $760. 

FORD—’51 Deluxe (8) 2-dr., 2 at $1,- 
560. °50 Custom (8) 2-dr., $1,265; 
Crestliner, $1,410. ‘49 Custom (8) 
4-dr., $1,010; 2-dr., 2 at $990, $985. 

HUDSON—’48 Super (6) 4-dr., $765. 

LINCOLN—'49 2-dr., $1,275; Cosmo- 
politan 4-dr., $1,420 

MEROURY — '49 4-dr., 
2-dr., $1,200, $1,175. 

NASH—’'51 Rambler suburban, 
‘50 Statesman 2-dr., $1,285. 

OLDSMOBILE—'48 (98) conv., $1,145; 
(76) 4-dr., $935. ‘47 (78) 4-dr., $855. 

PACKARD—’48 Super 4-dr., $890. 

PLYMOUTH—’51 Cambridge 4-dr., $1,- 
785. °'47 SD club coupe, $715. ‘46 


many out-of- 
Sold 79 units 


$1,145, $1,070; 
46 4-dr., $820. 
$1,330 


Deluxe 2-dr., $410. 

PONTIAC—’51 Chieftain (8) 2-dr., $2,- 
410°. °50 Chieftain (8) club coupe, 
$1,420. 

STUDEBAKER — ‘51 Champion 4-dr., 
$1,395. °50 Champion 4-dr., $1,140. 

WILLYS—’48 Jeepster, $660. 


Sept. 12 


(Bidding brisk, but there were too 
many rough cars. Sold 58 units out 
of 97 offerings.) 

BUICK—’50 Super 2-dr., $1,330*; Rivi- 
era 4-dr., $1,715*. ‘49 Super 4-dr., 
$1,625*, $1,305. ‘48 Super 4-dr., $1,- 
080; 2-dr., $1,060. 

CADILLAC — '49 (62) 4-dr., $2,160°; 
(61) 4-dr., $1,670*. 

CHEVROLET — '51 FL Deluxe 2-dr., 
$1,750*. °50 SL Special club coupe, 
$1,215; conv., $1,635. ‘42 business 
coupe, $395. '41 business coupe, $240. 

DODGE—’50 %-ton pickup, $780. ‘49 
Coronet 4-dr., $1,100. 

FORD—’51 Deluxe (6) 2-dr., $1,470; 
Deluxe (8) 4-dr., $1,670*; Custom (8) 
4-dr., $1,900*; conv., $1,825*. ‘50 
Custom (8) 4-dr., $1,355. °49 Custom 
(8) 2-dr., $1,160; Deluxe (8) 2-dr., 
$935. ‘48 SD (8) 4-dr., $740. 

HUDSON—’48 Super (6) 2-dr., $775. 
'47 2-dr., $425. °46 4-dr., $330; 2-dr., 
$340. 

MERCURY—’51 club coupe, $1,895. '50 
4-dr., $1,380. '49 conv., $1,130; 4-dr., 
$1,080. °’48 station wagon, $745. ‘47 
club coupe, $710, $700. 

NASH—’51 Rambler station wagon, $1,- 
585. °'48 (600) club coupe, $505; 
4-dr., $585. 

OLDSMOBILE—'46 (76) 4-dr., $630°*; 
(66) 2-dr., $550°. 

PLYMOUTH—’51 Cambridge 4-dr., $1,- 
720. °48 SD 4-dr., $835, $800. ’'47 
SD club coupe, $720. 

PONTIAC—’49 SL (8) 2-dr., $1,180*. 
"48 (8) conv., $1,005°. 

STUDEBAKER — ‘47 Champion 4-dr., 
$700. 


*Indicates automatic transmission or overdrive. 


Other Auction reports are on Pages 54, 55, 56 





areas included in the April-June, 
1951, study, the government agency 
said. 

Area earnings usually averaged 
highest in the west coast or Great 
Lakes regions, and lowest in the 
southeastern or New England re- 
gions. The study excluded premium 
pay for overtime and night work. 


Wagstaff Warns 
Ky. Dealers of 


Business Threats 


GILBERTSVILLE, Ky. — Dealers 
attending the annual convention of 
the Kentucky Automobile Dealers 
Assn. were warned last week 
against bad business practices, gov- 
ernment controls and taxes. 

J. B. Wagstaff, vice-president of 
DeSoto, said that these were the 
biggest threats facing dealers today. 

He also cautioned against “run- 
ning to the government for special 
regulations and controls for your 
protection.” 

Wagstaff said that 29 percent of 
the sale price of an automobile is 
taxes, and added: 

“As essential as the automobile 
is, why is this so?” 

Karl Richards, head of AMA’s 
field services, told the dealers that 
motor vehicles would travel about 
500 billion miles in 1951 if the pres- 
ent rate is maintained. 


Cadillac Missing, 
Texas Dealer 


Sued for $5,500 


BROWNSVILLE, Tex. — Valley 
Buick Co. here is being sued for 
$5,500 by Bert Ogden, nearby resi- 
dent, who claims that the company 
gave a 1951 Cadillac coupe to the 
wrong man. 

Ogden’s petition, filed in district 
court, states that he left the car 
in the company’s storage garage 
last June 8 with instructions to de- 
liver it to no one until June 11. 

But, the petition continues, on 
June 10, a garage attendant re- 
leased the car to Walter Pallage, 
who had been negotiating to pur- 
chase the car. Ogden said he has 
been unable to locate Pallage or the 
automobile. 

Ogden is suing the company for 
$3,920 for the car, plus $1,500 for 
lost time and traveling expenses. 
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FOR SALE... 
A MASS MARKET 


bigger than Life 


You can bite off a hippo-sized hunk of the mighty 
mass consumer market with LIFE. 

Who doesn’t know that? 

But off in back of America’s retail counters... behind 
the dealer-consumer firing line... is a hidden market, 
fabulously wealthy, comfortably four times the heft of 
the mass consumer field. 

Five hundred billion dollars worth of market, at 
least... 

A MARKET LIMITED ONLY BY YOUR OWN VISION 
It’s America’s great new market. It’s the mass busi- 
ness market! 

It’s the always hungry automakers spending billions 
for thousands of parts from thousands of suppliers. It’s 
the fortune-kissed chemical field, fastest-growing of 
all industry. It’s aviation and its multi-billion rebuild- 
ing program. It’s the basic food, drug and clothing 
businesses. It’s the banks, the insurance companies, 
wholesaling... 

It’s everybody who has a finger on a buzzer, anyone 
who has a hand in signing an order, any executive who 
can frown... all the buying factors for all the goods 
and services business trades with business . . . adding 
machines, trucks and tires, chemicals, paper .. . a list 
miles long. 

It’s a few million businessmen at least . . . owners, 
partners, directors, chairmen, presidents, v-p’s, gene- 
ral managers . . . big business, little business, all 
business... 


A BIG CONCEPT FOR A BIG MAN 


The business market is not a lot of separate smaller 
markets. The business market is not a lot of special- 
ized functions and titles. The business market is not 
a class market. 


Not for most sellers, it isn’t. 


NATIONS BUSINESS 


iTSELF 


The business market, precisely like the consumer 
field, is a mass market packaged together by common 
problems, common products, common interests and 
habits. 


But today, in acceptance and understanding, “busi- 
ness” is back where the consumer market was forty 
years ago. Then the “class” magazines were full in 
flower. Advertisers bought a “selective” audience who 
might own a Cadillac or Steinway. The millions of 
mass coverage were to come later, pioneered by the 
Parlin’s and other great marketing men. 


Don’t kid yourself that the idea of mass marketing 
didn’t take a lot of selling. It took the persistent pres- 
sure of enlightened agencies, sales and ad managers, 
and publishing people. And then... bonafide courage 
by management to underwrite the bills. 


Have you got the boldness to mass attack the $500 
billion business market today? 


EXACTLY WHAT DO WE MEAN-—’‘MASS ATTACK‘? 
We mean surrounding every possible buyer or influ- 
ence with a mass of favorable impressions about what- 
ever you have for sale. 


It’s as simple and sound as this... 


No matter where a requisition starts in a plant or 
business for a specific product, named by brand... 
literally every single person who sees that name on 
that requisition should say in effect, “That’s the best.” 


Mass coverage will accomplish this for you by sheer 
momentum ... the powerful multiple of the size of 
your space times the frequency of your schedule times 
the bigness of your audience. 

This is the proved method that actually edges out the 
gamble in advertising because it takes no chance on 
missing anyone. 


A GENERAL MAGAZINE FOR BUSINESSMEN 


mass coverage of business management 


WASHINGTON :* 


NEW YORK ° 


CHICAGO °: 


CLEVELAND ° 


Vv 
- 


This is the conservative method because it respects 
the economics that half the money will not do half the 
job ... because it recognizes that nothing is so expen- 
sive as just missing your market. 


NATION’S BUSINESS GIVES YOU MASS COVERAGE 


Nation’s Business is, uniquely, a general magazine for 
the businessman. It’s his interest in new machines, 
his investment in a new plant site. It’s his concern 
with taxes and controls. It’s the time he spends on his 
local school board, his doctor’s advice about hobbies. 
It’s his unshakeable belief in the family of good citizen- 
ship, good government and good business. 


Because of this it has won business’ largest audience— 
three-quarters of a million men. This is twice any 
neighbor, larger than the next two management mag- 
azines combined. 


Almost half of these men are in big business. Nation’s 
Business covers 85% of the largest firms, 47% of 
their executives. We have 167 name-for-name, title- 
for-title coverage checks available, for the skeptical. 


Nation's Business is one of a dozen active services of 
the U. S. Chamber of Commerce. No subsidized house 
organ this, but an independent magazine, on a “pay- 
as-you-go” basis, (ABC—$18 for three years) ... hap- 
pily blessed with the finest business facilities any 
publisher could ask for. 


Nation’s Business, and Nation’s Business alone, has 
the power and penetration to carry your sales story 
into any U. S. trading area with enough dynamite to 
get advertising action, boost your sales, cut your costs 
and put more bounce in your salesmen’s morale. 


Don’t take our word for it. There’s a Nation’s Business 
office near you. There’s a man in it, eager to back up 
every inch of this ad with solid fact. Talk to him. 





DETROIT 
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350 Expected at Tacoma... 





National Service Parley Set 


TACOMA.—What is believed to;general service manager of Buick, ;Grubbe, S. L. Savidge, Inc. (Dodge), | 
be the first attempt ever at a na-|to be the principal speaker. Other | Seattle; 


tional automobile dealer parts and | ; : 
; y ltives of the Tacoma Automobile | Renwick, Mueller-Harkins (Buick), 


service managers’ convention will 
be held here at the Winthrop hotel 
Oct. 12-13 under the sponsorship of 
the Northwest Automobile Dealers 
Parts and Service Managers Assn. 


Early indications have been 
that delegations or representa- 
tives would be sent from many 
cities to uphold the high-sound- 
ing title applied by the sponsors 
to the event. More than 350 are 
expected to attend. 

The convention program has been 
virtually set with E. J. Krause, | 


Matheny to Speak 
GROSSE ILE, Mich.—H. R. Ma-|} 
theny, vice-president and general | 
manager of the Highland Park) 





plant of Chrysler Corp., will be the 
principal speaker at a meeting here 


speakers will include representa- 


Dealers Assn. and the Washington 
State Auto Dealers Assn. 


| Business sessions will be held the 


second day of the convention, Oct. 
13, in morning and afternoon pro- | 


grams, with a banquet climaxing | 
the affair. Following a_ kickoff | 
breakfast, Friday morning, the| 


first day will be devoted to con-| 
ducted tours of the outstanding | 
Tacoma dealership operations, with | 


emphasis upon the service and 
parts departments. 
Registration information and 


hotel reservations are funnelling 
through Tony Falsetta, Titus 
Motor Company (Ford), Tacoma. 
Bill Lee, Steven Motor Co. 
(Chrysler), is general chairman. 
Also assisting with the plans are: | 
Milt Rood, Hull-Rodell Motors) 
(DeSoto), Spokane, and president | 


Bros. (Chrysler), Seattle; and Ray 


Tacoma. 


Falsetta reports that the Tacoma |} 
and the) 


Chamber of Commerce 
mayor’s office have pledged full 
cooperation of the city. 


Eastern States | 
Exchange Views 


On Shop Trainees 


HARTFORD, Conn.—Eastern sea- 
board states’ mechanics apprentice- 
ship councils gathered at Eastern 
Point, Groton, Conn., to compare | 
notes on their training programs. 

The Connecticut state apprentice- | 


which opened with graduation ex-| 
ercises for the fifth postwar ap-| 


of the Down River chamber of com-/|of the Northwest association; Al/|Prenticeship group in the eastern 


merce Sept. 26. Matheny will dis-|Irvine, 


Commercial Automotive 


half of Connecticut. 


cuss Chrysler’s new engine plant. /Service, Inc. (DeSoto), Seattle; Ed! Graduates received certificates of | 


SPECIAL OFFER 


New Low Price! 





THIS 


IS A. 


Barney Bernard, Huling| 






Taylor Came to Dinner Honoring McCuen— 


Henry Taylor, GM radio commentator, was a guest at the dinner of the Oldsmobile 
Executive club in Lansing marking C. L. McCuen's 25th year with GM. McCuen, GM 
research vice-president and Olds general munager from 1933 to 1940, received his 
25-year ring from J. F. Wolfram, Olds present general manager. Taylor tells three 
GM vice-presidents at the affair about his 13-week European tour. Left to right: Taylor, 
S. E. Skinner, vice-president in charge of accessory divisions; Wolfram, and McCuen. 
Skinner also is a former general manager of Olds. 


having completed their training 


|ship council sponsored the meeting, | since Oct. 1, 1950, at the exercises. | 


Automotive Trades Day was held 
with a panel of four Connecticut | 
Automotive Trades Assn. members | 
participating in a discussion of | 
training problems. 





VAN AUKEN Guards 
weet Tow! 


Offer good only 





with end rails... 


Month’s Volume 
Of Auto Finance 
Drops 2 Pct. 


WASHINGTON.—The volume of 
of automotive vehicle finance busi- 
ness dropped 2 percent in July as 
compared with June, according to 
a report issued last week by the 
Board of Governors of the Federal 
Reserve System. The number of 
vehicles financed dropped by 3 per- 
cent from the previous month. 

The board said that a decrease 
in the financing of used cars was 
a major factor in the overall de- 
crease in the July volume. 

The report shows that the num- 
ber of new passenger cars sold dur- 
ing the period dropped 1 percent 
from the June total, but that the 
finance volume had remained the 
same. Used cars, however, dropped 
3 percent in number from June, 
with the 3 percent drop also reflect- 
ed in the finance volume. 

Used trucks showed the only 
gain for the month. The number 
financed increased by 4 percent for 
July, and the volume was up 3 per- 
cent over June. Number of new 
trucks was down 2 percent, with a 
3 percent drop in finance volume. 

In a breakdown of the figures 
on outstanding balances, automo- 
tive vehicles increased 1 percent 
during the month. This was com- 
pared with outstanding balances 
on other consumer goods, which 
dropped 2 percent. 

The largest drop in business for 
the month was a 15 percent cut in 


| furniture, radios, television sets and 


until October 15th. 1951 


Cash in now on this special offer of Van Auken Guards complete 
and at the lowest price in the market! Open the 
door to new earnings with Van Auken's premium quality and top 
profit features. This offer may never be repeated . . . your Van Auken 
Distributor has been authorized to sell Van 
lowest prices in history all during this special offer period. Place your 


Auken Guards at the 


order now and GET ON THE BALL WITH VAN AUKEN — most famous 
name in guards. 


PIONEER OF GUARDS — STANDARD OF THE INDUSTRY 


e SAME PREMIUM VAN AUKEN QUALITY 
e SAME POWERFUL VAN AUKEN GUARD 


‘x 


LIST OF AVAILABLE GUARDS 
For Both Grille and Trunk 
1951 MODELS 


1951 
1951 
1951 
1951 
1951 
1951 


Buick 
Chevrolet 
Chrysler 
DeSoto 
Dodge 
Ford 


Kaiser 
Mercyry 
Nash 
Oldsmobile 
Plymouth 
Pontiac 


1951 
1951 
1951 
1951 
1951 
1951 


And All 1950 Makes 
And Models 


Included in this offer is a great percentage of premium 
price chrome plated, stainless steel merchandise 








VAN AUKEN 


ARISTOCRAT OF 


GUARDS 


The Only Guard with Famous Patented 
“Spring Blade Action" 
SEE YOUR VAN AUKEN DISTRIBUTOR TODAY 








musical instruments, according to 
the FRB report. 

The report showed that 94,004 new 
passenger cars had been financed 
for in July; 213,434 used cars; 16,- 
460 new commercial vehicles, and 
16,704 used commercial vehicles. 


New Fram Plant 
In Ohio Eyed 


For Expansion 


GREENVILLE, O. Visitors 
watched complex production lines, 
manned by 450 employes, spin out 
oil filters and cartridges at the rate 
of 40,000 a day in an open house 
held by Fram Corp. 

Before many months the num- 
ber of employes in the new $1,000,- 
000 plant here may reach 650, ac- 
cording to Steven B. Wilson, Fram 
president, who headed a group of 
executives coming from Providence 
for the two-day event. 

Fifty distributors from 15 states 
were guests of Fram at an open 
house and dinner. 

Wilson said it is possible that 
Fram might expand its production 
facilities here in the future if busi- 
ness holds up. The Greenville plant 
is now the largest operated by) 
Fram. 

He pointed out that even thoug]! 
car production may be halted, the 


market for oil filters will hok 
firm. 
At present, material shortages 


are the greatest threat to produc- 
tion, he said, revealing that his 
own personal airplane recently flev 
a load of brass fittings to th: 
plant here to keep productio: 


steady. 


The plant is currently working o 
a Navy contract for a special-typ 
oil filter. Wilson said this was on! 


| around 3 percent of the output. 
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BRIGHTEST GAS ECONOMY STAR 
OF ANY HIGH-POWERED CAR 


| New Studebaker 
Commander VS 


Its overhead valve “wonder engine” delivers a zooming 120 horsepower 








Led all eights’ that competed 
in ’51 Mobilgas Run in actual gas mileage... 
also led all sixes’ in the standard classifications 
except Studebaker Champion 


*Like many of the contending cars, the Studebaker entries were equipped with overdrive, sbtional at extra cost. 
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FOB FACTORY 
Aluminum 


Pros pect 


Livens Engine Battle 


Epitor’s Note: This is the first 
in a new series of articles describ- 
ing features of passenger cars 
that will be built in future years. 
Some of these features have 
evolved primarily as a result of 
advances in design and engineer- 
ing. Other changes stem chiefly 
from improved production tech- 
niques. No attempt will be made 
to indicate just when such 
changes in design are likely to go 
into production cars. Today’s un- 
certainty about prices and ma- 
terials—not to mention national 
defense —makes any attempt at 
time prediction impossible. 

* * + 


HEN General Motors _intro- 
duced its overhead valve, high- | 
compression engines several years | 


come, The GM-type engine has al- 
ready been put in production by 
| Cadillac, Olds, Studebaker, Chrys- 
i and DeSoto. 

The new Ford six and Lincoln) 
|will have the same basic features. | 
|The Ford V8, Mercury, Lincoln, | 
|Buick and Pontiac engines will | 
|follow the earlier GM pattern with 
only minor changes, 

Recently, it has been shown 
that some important modifica- | 
tions of the GM engine blueprints | 
might be possible if the engine 
was built of aluminum rather 
than cast iron. Aluminum engines 
are hardly new. 

Purely experimental aluminum | 
engines have been built for many | 











Precision Machines by Sheffiield— 


These six precision gauging machines automatically inspect cylinder bores in engine 
blocks, according to Sheffield Corp., Dayton, O. The company manufactures gauging 
machines to inspect critical dimensions. 


given to a production engine built | matter of fact, the entire industry 
of aluminum. is now aware that aluminum en- 
aang gines may possibly be built in the 

Universal Interest 
| interest of Kaiser-Frazer in | may actually be the same or less 
an aluminum engine is quite | than the cost of an engine built 


ago, it seemed that the blueprint| years by automobile manufacturers. | Understandable. However, it is now | of cast iron. 


for passenger car engines 


was |It has been only recently, however, | evident that K-F is not alone in its 


Some advantages being claimed 


clearly defined for many years to|that serious consideration was|interest in aluminum engines. As a|for such engines include: (1) more 





You can stop 


Le 
eee Show them 





prospective customers 


69) --- and sell them mace 


with a Pittsburgh open-vision store front 


| not-too-distant future at a cost that | 


|than 50 percent savings in weigh 


coring and faster machining tha 
|cast iron, (3) ability to operate o) 
standard fuels at compressio: 
ratios of more than 9 to 1. 

Some engineers have Also claime: 
|more horsepower per cubic inch o 
capacity. 

Experimental aluminum 
engines have already been built 
using two or more aluminum 
castings which are joined to- 
gether by brazing. Another pos- 
sibility being investigated is the 
use of die casting for small 
engines. 

With a much larger capacity for 
aluminum production assured in th: 
years ahead it is probable that th: 
auto industry will re-examine thx 
prospects of aluminum as an engi- 
| neering material. It seems a cer- 
jtainty that the virtue—or lack of 
| virtue—of an aluminum engine will 
ibe a hot topic of conversation 
around Detroit for months — and 
even years—to come. 

+ * * 


|190-hp. Cadillac? 
FOUR-CYLINDER, opposed 
‘ type aluminum engine has al 
ready been proposed for a light car 
Its introduction may be less than 
|two years away. 


Another Detroit rumor hints that 
ene has an engine of 190 hp 
plus ready for introduction, but 
that Chrysler claims ability to 
match anything that GM is likely 
to bring out for the next several 
| years, 

The battle of engines goes on 
merrily in Detroit. The injection of 
jaluminum into the highly com- 
|petitive situation already existinz 
‘only adds fuel to the fire. 





Starry-Eyed 
Amateur Astronomers 
Sought by Airtemp 


(2) elimination of most foundr, 





SHE more merchandise you show the 
‘T passing public, the more they'll want 
to buy. And with a Pittsburgh open- 
vision store front you can turn your entire 
showroom into one big display that will 
get the passer-by’s attention, stimulate 
his desire for the displayed automobiles 
and accessories . . . bring him inside to 
make a purchase. And an attractive, in- 











Store fronts 

and Interiors 

by Pittsburgh 
| 





PAINTS 
G 


PITTSBURGH 


SEEING OFTEN MEANS BUYING. And 
this automobile showroom in Billings, 
Montana, uses an expanse of clear 
Pittsburgh Polished Plate Glass, set in 
lustrous Pittco Store Front Metal, to 
show off the maximum of merchan- 


times as strong as regular plate glass 
yet has the same brilliance. 





viting store front helps bring customers 
back again and again. 

So show your merchandise . . . and reap 
the profit rewards. Modernize your show- 
room with sales-boosting Pittsburgh Glass 
and Pittco Store Front Metal. And re- 
member: modernization is an investment 
in the future of your business. So don’t 
skimp .. . for the biggest returns in in- 


dise . . . to the best advantage. Two Sells.” 
Herculite Doors add to the attraction 
power of the inviting front. Herculite is Name 
a tempered glass that is four to five 
Address 


GLASS + CHEMICALS - 


PLATE 


Pittsburgh Plate Glass Company 
2285-1 Grant Building, Pittsburgh 19, Pa. 


Without obligation on my part, please send me a FREE copy Of your 
booklet on modernization, “How To Give Your Store The Look That 


BRUSHES - 


GLASS 


creased business modernize completely— 
inside as well as outside. 

Meanwhile, why not send for our mod- 
ernization booklet, “How To Give Your 
Store The Look That Sells”? It’s full of 
illustrations of actual Pittsburgh installa- 
tions as well as complete information 
about Pittsburgh modernization materials. 
And it’s free. Just return the coupon below. 


Yr wok Be 


PLASTICS 


COMPANY 


DAYTON, O. — Wanted: amateur 
astronomers for work in the de- 
fense program. Chrysler Corp. is 
looking for astronomers to help 
produce range finders at the Com- 
pany’s Airtemp division in Dayton 
according to C. E. Buchholzer, Air- 
temp president. 

The need is for people who have 
built and operated their own tele- 
scopes, Buchholzer explained, be- 
cause they usually are neither star- 
gazers or abstract mathematicians 
Through their hobby they have de- 
veloped a good practical knowledge 
of optical instruments. 

“They know a few tricks of the 
trade,” Buchholzer said, “and we 
can apply that kind of know-how 
to building range finders.” 

Airtemp already has advertised 
for amateur astronomers in Dayton 
newspapers, Buchholzer added, and 
several could be used “right now.” 

Chrysler has a contract to build 
range finders for the armed serv- 
ices, for which a 72,000 sq. ft. addi- 
{tion is being completed on the Day- 
{ton Airtemp plant. Between 3,000 
and 4,000 people will be required on 
\the project when in full production 





Tool Design Trend— 


Approximately three months work by a 


| design team, including research, drawings 


mockups, models, went into the develop- 
ment of this new Kalamazoo 1220 heavy 
duty metal cutting band saw by Kalama- 
zoo Tank and Silo, Machine Tool division, 
Kalamazoo, Mich. It was designed by Hor- 
lay Earl Corp., Detroit industrial designers, 
and reflects a trend to modern industrial 
design in the machine tool industry, the 
firm states. The equipment will slice accu- 
rately and speedily rounds upward of !2 
inches and flat stock up to 12 inches by 
20 inches, with color conditioned for easy 
identification of controls and has numerous 
advanced features for high-speed, heavy- 
duty work, it adds. 
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Whrth Ye, Wright Yh, Gold / 


To win undeniable acceptance — year in and year out — is the 


cee | 


COPYRIGHT H. D. T. COMPANY FACTORS, INC. 19 


ultimate standard by which you can judge the worth of any product in any field. 


WHAT DO THE MANUFACTURERS THINK OF BLUE CORAL? America’s 
finest motor car manufacturers have specified nothing but Blue Coral 
for nearly a quarter of a century. 


WHAT DO THE DEALERS THINK OF BLUE CORAL? Thousands of dealers 
recommend a Blue Coral Treatment because they know a 


poor substitute always cost more in the end. 


WHAT DO THE CUSTOMERS THINK OF BLUE CORAL? Millions of happy, 
enthusiastic customers know they cannot buy a better product 
because there is no better product made. 


“a. ™ l.., Sehinin ™ cod If you are thinking of today’s sales . . . tomorrow’s reputations . . . 
dt future good will, Blue Coral will help you cement 


i $o / a more sound customer relationship. 
or “Atiny Car 


It is a product “worth its weight in gold”. 





By O« © COMPFARS FACTORS, (eC. © WHITE FLEINS. REw tole 


ot Le nO in aa 
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MoPar Dealers 
Plan Promotion 


On ‘Part of Month’ | 


DETROIT.—Increased parts and| 
accessories sales volume for Dodge, | 
DeSoto and Chrysler dealers is the | 
goal of a new promotion program | 
launched by Chrysler Motors Parts | 
Corp., according to John O. Huse, | 
sales manager. bs 

The drive, which is called the | —_ gh te eS 
“MoPar planned sales program, | , “a - Asch. Myrtle Beach 
will feature a different MoPar part | i E Sept. 20-Oct. 1-2— Automobile Dealers 
each month and will continue for| ‘i Assn. of Alabama, Inc., annual conven 
a full year. Each “part of the} A tion, Buena Vista hotel, Biloxi, Miss. 


1%  eprt > | Sept. 30-Oct. 2—South Carolina Auto 
month” will be promoted through } Dealers Assn. convention, Myrtle Beach 





Dealer Conventions 

Sept. 24-25—New Mexico Automobile 
Dealers Assn. annual convention, Murray 
hotel, Silver City, N. M. 

Sept. 27-28—Convention of Kansas Motor 
Car Dealers Assn., Town House, Kansas 
City, Kans. 

Sept. 27-28—33rd annual convention, New 
Jersey Automotive Trade Assn., Hotel 
Traymore, Atlantic City, N. J, 


national and trade advertising. Sere: ws (Oesen Forest hotel). 

Complete sales promotion ma-|Degnan Motors Receives Nash Award— | Oct, 1-2—32nd annual convention, Minne. 
-ri ri 2 § i o each par- ‘ sota Automobile Dealers Assn., Radisson 
terial will be supplied to ea Pp The 10-Point Select Dealer award was presented recently to Degnan Motors (Nash), | hotel, Minneapolis. 


ticipating dealer—including a mas- | ‘ . 7 in| Ce, 4ba8 ivante Aut tie A 
ter display stand with insert cards Los Angeles. Standing (left to right) are R. M. Greenwald, president of the dealership; es sence Wien Teas SS 


for promoting each “part of the | R. J. Greenwald, secretary; E. J. Greenwald, treasurer; R. D. Bolt, Los Angeles zone Pittsburgh 
, | . . . i ; 
month.” Dealers also will receive | ™@"@9er, and W. H. Beltis, district manager. | Oct. §-7—Igaho Auto Dealers Assn. con- 
} shi : . vention Sun Vallev. 
monthly folders which outline steps ; s rs 7 Oct. 7-9—South Dakota Automobile Dealers 
to make the program successful.|increases in parts and accessories sales promotion manager and other Assn. annual convention, Mitchell, S. D. 
Direct mail, point-of-sale materials,|sales volume. In fact, one dealer MoPar representatives to explain at 7-9—Mississippi aes —* 
> i » 45 » ai ors : ssn. annual convention, Biloxi, iss. 
local newspaper mats and radio wrote 450 more brake repair orders getails of the program. a talk. teaneeee Pasemaae Ama. 
commercials will be available to in a single month than he had convention, Buena Vista hotel, Bilovi 
; ibi sle ’ salers. writte i any revious’ entire Miss. 
subscribing Chrysler Corp. dealers tten n any p ntire The back pages of every issue of AUTO-| 6 a ails Reecetine Mean, 
The plan has already been tested year. . [MOTIVE NEWS contain the WANT AD ih ead dee ae a 
and proved,” stated Huse. “Dealers Dealer meetings have been held | gection. Others are profiting from AUTO- hotel. Tomes, Fie. ' et 
in test areas have experienced large throughout the country by Les Piot,! MoTIVE NEWS WANT ADS! Are you? Oct. 21-23—Georaia Automobile Dealers’ 





UNITY SPOTLIGHT | 
v CALLED | 
“THE CAR DEALER’S 


SPOTLIGHT”? © 













e¢¢ Unity protects the car dealer’s retail sales—by 
distributing only through legitimate wholesalers— 
never through chain stores or other cut-price channels, 


* 


Unity Spotlights will not drift in the wind, rattle, etc.—because 
Unity Spotlights are the only ones with adjustable frictions, both 
horizontal and vertical, easily adjusted with a screwdriver. 


All Unity Spotlights are three-tube spotlights. The outside tubing is tightly 
locked in the corner post by the two mounting brackets and cannot rotate. The 
head housing and the handle housing pivot on this stationary outside tubing. 
The corner post is stronger after the Unity Spotlight is installed. 


There are millions of Unity Spotlights in the field 
giving perfect satisfaction after years of service. 
Look for the spotlights with the ornament on top. 

You will never see any Unity products sold at cut 
prices either under Unity name or under a different 
name or trade mark. Unity protects the dealer. 





UNITY MANUFACTURING COMPANY 


2909 SOUTH INDIANA AVENUE S CHICAGO 16, ILLINOIS 


MAKERS OF SPOTLIGHTS WITH OR WITHOUT MIRRORS + FOGLIGHTS + BACK-UP 
LIGHTS + POLICE LIGHTS+ FIRE LIGHTS + DECK LIGHTS AND EMERGENCY LIGHTS 

















— Coming Events== 





Assn., General Oglethorpe hotel, Savan 


nah Ga. 
Oct. 29-30—Annual convention, Ohio Auto 
mobile Dealers Assn., Dayton Biltmore 


hotel, Dayton, O. 

Nov. 3-6—Texas Automotive Dealers Assn 
Shamrock hotel. Houston. 

Nov, 45—Texas Used Car Dealers Assn 
convention, Waco, Tex. 

Nov. 14-15—Annual meeting of Oklahome 
Automobile Dealers Assn., Skirvin hote! 
Mtlahoma City 


Nov. 26-28 — Automotive Trade Assn. of 
Virginia convention, John Marshall hotel 
Richmond, Va 


Nov. 27-29—Annual convention of Nationa! 
Used Car Dealers Assn., Hotel Tampa 
Terrace, Tampa, Fla. 

Dec. 3—Annual convent regon Aut 
Dealers Assn.. Multnomah hotel, P 
land. 

Dec. 6—Utah Automobile Dealers Assn. 

Dec. 7-8— Annual convention. Montana 
Automobile Dealers’ Assn.. Placer hotel 
Helena, Montana. 

Dec. 14—Annual meeting of Portland 
Auto Dealers Assn.. Multnomah hote 


noftO 


Portland, Ore. 
Jan. 27-30, 1952—NADA convention, Wal 
dorf-Astoria hotel, New York City 
* * * 


Dealer Auto Shows 
March 29-Apr. 6, 1952—!952 Seattle Auto 
show, sponsored by Seattle Automobile 
Dealers Assn.. Field Artillery Armory 
Seattle. 
+ . > 


Aftermarket Shows 
Feb. 28-March 2 1952—Pacific Automotive 


show, Pan Pacif auditorium, Los An 
eles. 
March 20-23, 1952—/0th annual Southwest 
Automotive show. Sam Houston Col 
seum, Houston, Texas 
* * * 


General 


Sept. 24-26—National Truck Body Manu 
facturers and Distributors Assn., annual 
convention, Haddon Hall, Atlantic City 
New Jersey. 

Oct. 4—!2th Anniversary Dinner of Auto 
mobile Old Timers, Hotel Book-Cadil 
lac, Detroit 

Oct. 8-12—39th National Safety Congres 
and Exposition of National Safety Cour 

Stevens hotel, Chicago. 

Oct. 14-19—World Metallurgical Congress 
Statler hotel, Detroit 

Oct. 22-26—Annual convention, American 
Trucking Assn., Hotel Stevens, Chicago 

Oct. 24—Annual meeting, Equipment & 


Too! Institute, Hotel Sheraton, Chicago 
Oct. 24-31—Annual meeting, Nationa! Lu 
bricating Grease Institute, Edaewater 
Beach hotel, Chicago 

Nov. 5-8—Annual meeting, American Pe 
troleum Institute, Chicago 


Nov. 13-14—/8th annual convention, Amer 
ican Finance Conference. Palmer House 
Chicago. 


Dec. 3-5—Annual convention, Motor and 
Equipment Wholesalers Assn Stevens 
hotel Chicago 

Jan. 27-30 th annua nventior 
Tra er Mita Assen Hote Shamro 

; * * * 
Engineering 


Oct. 29-31—Society of Automotive Engi- 
neers, transportation meeting, Knicker 
bocker hotel Chicaco 

Nov. 7-9—American Society of Body En 
gineers, 6th annual technical convention 
Rackham Memorial building, Detroit 


Ford Digs Tools 
Out of Mothballs 


For Mobilization 


DETROIT.—Machine tools which 
helped turn the tide to victory in 
World War II are being called upon 


| again—this time to help assure the 
|peace by making America strong 


in defense production. 


In Ford’s Dearborn tool and die 
plant—the largest of its kind in the 
world—many units of this “moth- 
ball fleet” of World War II ma- 
chines are being rehabilitated and 
modified for new defense produc- 
tion assignments. 

By modernizing this old equip- 
ment, Ford tool and die makers in 
many cases are cutting months 
from the normal time lag between 
preliminary defense production 
planning and final manufacture. 

At the same time, Ford says, they 
are easing the strain on the already 
overloaded machine tool industry 
and savings thousands of dollars 
for taxpayers, who must pay the 
bill for defense production. 

Many of the machines unloaded 
at Ford’s tool and die plant still 
bear the plastic covering spun 
around them when they were put 
in “mothballs” by the armed forces 
at the end of World War II. Some 
of the veteran tool and die makers 
who are doing the rehabilitation 
job helped build tools for armament 
production in both World War I 
and World War II. 


White Adds Olds Deal 


Sam White, Chevrolet-Oldsmobile 
dealer at Refugio, Tex., has taken 
over Public Motors, Oldsmobile 
dealership, 1519 Main St., Houston 
The name of the firm has been 
changed to Sam White Oldsmobile 
Co 
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“The Dealer’s Stake in Time Selling,’? and many other pertinent problems are 
discussed in COMMERCIAL CRepIt’s interesting study available through your nearest 
COMMERCIAL CReEpIT office. Ask to see it today. 
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Commercial Credit financing 
offers more advantages 
to dealers and customers 





“Local Service’? — Nationwide. Hundreds of local offices 
help speed credit checks . . . aid in completing payments when .. CommerciaL Crepir PLAN is . . . providing them with Automatic 


customers move out of town... provide fast, efficient service : — , . 
complete to the last detail, offering Insurance Coverage, Personal Insur- 


on other features of the CommerciaL Crepit PLAN, 
everything dealers need in the way of ance, Life Insurance*, and Bail Bond 
financing . . . front factory drive-away, Protection. 
wholesale and demonstrator plans down Make sure your sales force is using 
to the last detail of car insurance, credit these CommERcIAL CREDIT advantages to 
investigation, collection, adjustment disse inane ctles, Bor tee Acciila en 
and prospect follow-up. the CommerciaL Crepir Pian, call or 


CommerciAL Crepit offers broad pro- write our office nearest you. A repre- 


tection and benefits to customers. too sentative will call at your convenience. 
*Not available in California 


COMMERCIAL CREDIT 
CORPORATION 


A subsidiary of Commercial Credit Company, Baltimore 
..- Capital and Surplus over $100,000,000 ... offices 
in principal cities of the United States and Canada. 





Extra Insurance Protects Your Customers. Life In- 
surance Coverage* pays off indebtedness in event of pur- 
chaser’s death. Personal and Hospitalization Insurance, Bail 
Bond are other CommerciaL Crepir features that help close 
sales. Automatic Car Insurance goes into effect the minute 


customer signs contract. *Not available in California 


Wholesale Plan Helps You Keep Stocks Up. The COMMERCIAL 
Crepit PLAN is more important than ever to dealers, in the light of 
current conditions. Through this Wholesale Plan, dealers can keep 


showrooms stocked with new models. 








Seeing Ghosts? 
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A lot of advertisers these days are haunted 
—by the memory of lost opportunities 

in nighttime television...of shows sold out 

solidly by the time they were ready to make 
up their minds to buy. 


Now they’re beginning to get that, feeling 
about daytime, too, as more and more of 


the choice afternoon hours vanish. 


Obviously, the way to avoid this kind of 
worry is to get into daytime right now, with 


a good show at a good hour. 


Those who’ve done so have found a big 

and profitable audience, growing all the time. 
The number of afternoon sets-in-use has 
nearly quadrupled in the past year. And you 
can deliver a multi-weekly daytime message 


on a once-a-week nighttime budget. 


That brings up the fellow in the picture 
—Steve Allen—and what could be worse 
than to be haunted by him? Especially 
since his show more than doubled its ARB 
National Rating in its first anemertenet a ste 

... hitting an 8.0 in midsummer, to get a 
spectacular start for fall. No cos dele) 
biggest network advertiser has bought 
into the show...no wonder time’s running 
out for advertisers who prefer a success 


story over a ghost story any day. 


css television 
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T W. HOPKINS, who handles ad- 
1 %e vertising for Continental Mo- 
tors, soon to be celebrating its 50th 
anniversary, is looking for a pho- 
tograph of a 1902 car or truck 
equipped with a Continental or 
Sintz engine. 

If any dealer has such a pic- 
ture, I know that Nat would be 
more than pleased to get it or 
to make arrangements so that a 
copy could be made of it. He 
can be reached by mail at Cum- 
mings & Hopkins, 1504 Guardian 
Bldg., Detroit 26. 

In those early days all Continen- 
tal engines were not known as 
Continental, as Continental Motor 
Co. took over the Gray Motor Co. 
which had in turn taken over the 


Sintz engine manufacturers. 
* + 7 


Innovations 
VEN when one is as close to 
this great automotive industry, 
as we in the trade publishing busi- 
ness are, one wonders sometimes 
where the germ of new innovations 


start and how the innovations are | 


brought together, as they were, for 
instance, in the M-135 six-by-six 
that GMC Truck division developed 
for the Army recently. 

On a recent visit to the new 
General Motors Technical Cen- 
ter, I got a pretty good idea of 
how some of these things happen 
—and how they will continue to 
happen in GM now that product 
engineering has been separated 
from research. 

Right now, with but two build- 
ings completed of what is expected 
to be the largest and most compre- 
hensive facility of its kind in the 
industry, a visitor can get a pretty 
good idea of the sweep of the ac- 
tivity that is planned for this op- 
eration. 

Charlie Chayne and his staff of 


specialized teams don’t think in| 
|type that may not be used in an) 
| ing them in shape to meet the 


terms of developing something for 
any one vehicle, but are devoting 





American Railroads. The letter is 





it (much). 


no railroads. 
* * * 


railroad advertising, 
conclusions: 


be aboriginal. 

38. Our children are 
expense. Parents 
minor role, 


educated 


equipment. 


World in a Pullman. 


Pennsylvania Railroad. 


| the 
| vacuum pocket and where the pock- 
|et shifted as blades with different- 


or 
|gone into this one project but I’ll 


I 


| of the information that has already 


{ Regular Monthly Section 


for those who make, sell and service Americas 


Buses, Commercial Vehicles and Equipment 


most of their time to working out 
problems for which in the past they 
had no known answer. 

+” * 


How Does Fluid Flow 
_ over 50 percent of their 


work is now devoted to re- 
search and development for the 
military, they are still working hard 
on trying to find out what actually 
happens to the fluid flow in an 
automatic transmission, for one 
project. 

They know the fluid does certain 
things and have been able to design 
transmissions of different types 
that work, but the shape of the 
|impeller blades and the orifices 
through which the fluid flows has 
|had to be determined by trial and 
|error. They had no exact informa- 
|tion as to how the fluid acted once 
|a transmission was in operation. 
| To show us how far they had 
advanced toward their objective, 
Charlie Chayne, et al, showed us 
some films they had been able to 
take through a glass wall in a 
specially developed transmission. 
| We could see how the fluid acted 
with different types of impeller 
blades, how some blades, due to 
curve they had, created a 





ly-designed surfaces were substi- 


{tuted for the standard blades. 


I failed to ask how many years 
research hours have already 


bet it would amaze even many en- 


gineers. 
cK 


& 4 . 
Research Pays Off 
UNDERSTAND that they have 
already been able to use some 


been developed and part of it is in- 
corporated in the dual range Hydra- 
Matic transmission now in _ the 


| M-135. It will, of course, be used in 
all other GM “boxes.” 





After seeing the many railroad ads in the news- 
papers and hearing their radio broadcasts, Joseph 
Lincoln of Allston, Mass., recently wrote a letter 
of satire to William Farley, president, Assn. of 


I like railroads. I think they are wonderful. I 
admire their fine spirit of competitive sportsman- 
ship, their sense of honor and fair play. When 
things don’t go their way, they never “cry” about 


They are the bulwark of our economy. In fact, 


they are so important that oftentimes I wonder 
how we ever got along prior to 1826 when we had 


After reading and listening to various forms of 
I have arrived 


1. Nobody pays taxes except railroads. 
2. If it weren’t for railroads, we would all 


are only 
4. No other industry purchases supplies or 
5. Christopher Columbus came to the New 
6. All truckmen are spies for enemy powers. 


7. Admiral Perry discovered the North Pole 
while riding in a caboose owned by the 


8. Parcel Post should be eliminated for the 
benefit of the Railway Express Agency. 


To dig out information of this 


(Continued on Page 22, Col. 1) 


God-Given Right (of Way)? 


9. Trucks (except railroad-owned vehicles) 
are nasty 
the same air as a wonderful, clean Berk- 
shire freight locomotive. 

No one should use our highways, airways 

or waterways except the railroads. 

Now far be it from me to find fault, as I am 
an insignificant taxpayer (like the railroads I pay 
taxes on what I own), but it seems that the rails 
could spend the money they are wasting on com- 
petitive propaganda eliminating grade crossings. 
This would be a wonderful gesture, and the public 
would hold the rails in high esteem. After all, some 
poor truck driver might be killed in a crossing 
accident. Or worse still, he might be a railroad 
employed driver. 


as follows: 10. 


at several 


at railroad 
playing a 


going to run 


| AMERICA may live on wheels, as | 


|but with almost 52,000,000 motor 


| highway plant, it is high time that 


ling traffic burden. 





I know the rails have a God-given right to haul 
the nation’s freight, and it “burns me up” to see 
those trucks hauling “your” freight. 

You know, just the other day I was driving 
my car (a 1918 model) on a main highway be- 
hind a tractor-trailer going uphill. I was so mad 
at being delayed that when I passed him I was 


spotted a little emblem on the trailer, “subsidi- 
ary of the N. Y., N. H., & H. RR.” Well sir, right 
then and there I decided that as long as it was 
a railroad truck he had a perfect right to hog 
the road, and I drove head-on into a tree. 

You railroad men should lodge complaints with 
the various cities throughout the country about 
the length of fire engines of the ladder type. Some 
of these units, really tractor-trailers, are over the 
legal length limits. Then when you have eliminated 
them, the rails could haul the ladders to the fire. 


Critical Problem for All Industry .. . 


Trucks. 





Roads Need Leader 


requirements of American trans- 
portation. 
Instead, road administrators have 


one able writer recently stated, 


vehicles (including over 9,000,000 
trucks that represent the life-blood 
of our vaunted productive capacity) 
crowding an already antiquated 


truck campaigns in hopes that the 
public eye could be switched to 
making the truck the whipping 

















































America awakens to the peril of 
inadequate transportation that now 
stares us in the face. 

Back in 1905, when all roads were 
quagmires of mud for long periods 
in the spring, Horatio S. Earle, 
then highway commissioner for 
Michigan, envisioned a road that 
would take transportation out of 
the mud. He did more than dream 
about it. He built the first mile 
of hard-surfaced road in this coun- 
try adjacent to Detroit. 

In 1912 another “doer” with 
vision saw the benefits that would 
come from an “Appian Way” 
over which motor traffic could 
flow from coast to coast. And so 
Carl G. Fisher, with the assist- 
ance of several automotive men, 
raised $4,000,000 to start and pro- 
mote the Lincoln Highway which 
today is the “daddy” of all fed- 
eral cross-country routes. 

Because these men backed their 
thinking with action as well as 
words, this country has developed 
what is considered the finest net- 
work of hard-surfaced roads the 
world has known. 

+. - * 

Bot highway plants, like busi- 

nesses, need constructive plan- 
ning if they are to continue to be 
efficient and meet the needs of the 
nation. And our highway plant has 
seriously fallen behind in its ability 
to take care of the steadily increas- 


carry out their duties. 


Our highways, due to lack of 
needs of a fast-growing traffic, are 
now the football of politicians and 


* * * 


A™> because they were not built 
to meet the needs of business, 
highways have not been improved 
in construction as the flow of traf- 
fic became heavier; have not been 
modernized to take advantage of 
the advanced engineering and ma- 
terials that have gone into the con- 
struction of vehicles. 

For years, stagnation in road ad- 
ministrative circles left sharp turns, 
narrow ribbons and other bottle- 
necks to put at naught the ad- 
vances in efficiency that has been 
engineered into the modern motor 
vehicle. 


And because of faulty mainte- 
nance, or lack of maintenance, 
many of our fine roads have been 
allowed to go practically to ruin. 


Much of this disintegration, due 


to faulty maintenance, has given 
the rails and others with competi- 
tive axes to grind an opportunity 


ures onto the trucks, not onto the 
lack of planning for proper con- 
struction where the blame actually 
should be placed in the majority 
of instances. 

Politicians, always fearful of pub- 
lic criticism, have been only too 
willing to jump on the “trucks- 
break - up - our- roads” bandwagon 
and in many cases have actively 
aided in the spreading of malicious 
propaganda. 

* . * 

ECENTLY, however, here and 

there, men with courage and 
knowledge of what they are talking 
about have come out in active dis- 
agreement with this propaganda 
campaign and have endeavored to 
swing sound thinking back into 
what is good for America. 

In many legislatures, however, 
trucks are now in the “doghouse” 
as far as the politicians are con- 


According to many authorities, 
such as Dr. John S. Worley, pro- 
fessor emeritus of the University 
of Michigan’s college of engineer- 
ing and a most widely recognized 
authority on transportation, the 
reason our roads have become 
archaic, and a menace that costs 
thousands of lives in needless 
accidents, is because no adequate 
planning has been given to keep- 





things and should not breathe 





too little attention 
to the economic value of the truck 
and its established place in the 
American economy when it comes 







lent their support to vicious anti- | 


post for their failure to properly | 


progressive planning to meet the! 


interests competitive to automotive. 


to faulty original construction or | 


to lay the blame for the road fail-| 


cerned. Even in Washington, far | 
is being paid| 


j;to the enactment of automotive 
|excise taxes, for instance. 


Politicians have not awakened 
to what would happen to this 
| country if every truck now on 
| the roads were pulled off for just 
three days. The switch to truck 
transportation has been so steady 
and in such volume that all of 
| the other forms of transportation 
| combined could not take over the 
| trucks’ burden, even though they 
| totally neglected the share of the 
| freight they currently carry. 

Trucks are the tool of business 
and, as such, are being used more 
and more each year. 

Taxes come from business. 

Without business, neither govern- 
ment nor any subdivision of gov- 
;ernment would be able to get any 
| taxes. Without business, we would 
have few trucks on the highway 
|few passenger cars either, for that 
| matter. 
| 


* * * 


— being the case, then roads 
should be built to satisfy the 
|needs of business, which in the 
'end pays for them. If the roads 
| of this nation were planned to meet 
the needs of business, the small 
| percentage of non-business pleasure 
|}seekers who use the roads would 
| have the finest roads in the world 
to ride on. 


If roads were built to meet the 
(Continued on Page 19, Col, 1) 


Top Trucks 








New-truck registrations for 
seven months, plus 13 states for 
August: 

195! Pos. Make 1950 Pos. 

1—220,273 Chev. 241,420— 1 

2—152,631 Ford 182,852— 2 

3— 65,143 Dodge 49,194— 5 

4— 61,519 GMC 54,061— 4 
5— 54,617 Inter’! 58,950— 3 
6— 18,569 Stude. 28,348— 6 

J— 14,766 Willys 13,021— 7 
8— 7,900 White 6,216— 8 
9— 6,626 Mack 5,5138— 9 
10— 2,971 Diam. T 3,271—10 
ll— 2,485 Divco 2,249—11 
12— 2,284 Reo 1,895—12 
13— 1,502 Brockway 1,208—13 
14— 1,363 Autocar 1,204—14 
15— 700 Federal 308—16 
16— 512 Pontiac 1,063—15 
17— 421 Kenworth 328—17 
18— 292 FWD 193—20 
19— 281 Crosley 287—18 
20— 227 Sterling 201—19 
21— 189 Peterbilt 

Total All Makes 
616,084 653,319 
For further details see page 


52, today’s issue. 



















ESPITE severe material short- 

ages of such items as axles and 
transmissions during most of the 
year to date, truck manufacturers 
built 146,813 more trucks in all ca- 
pacities during the first seven 
months of this year than they did 
for the same period last year. Even 
truck production for the U. S. mar- 
ket was up 131,308 over the same 
period last year. 

Sales, however, for the first 
seven-month period were 27,472 
units behind last year for the same 
period. 

Even with export taking 49,266 
more trucks during the period 
than it did the year previous for 
the same period, it would seem 
that dealer truck stocks should 
be above normal at this time. But 
every check that has been made 
recently indicates that truck 
stocks in dealer hands across the 










aS * * 










him off the road, However, I 


















Truck Stocks Are Low 
Despite Sales Lag 


country are either normal or sub- 
normal for this time of the year. 
Practically every truck factory 
sales manager contacted during the 
past week claims that production 
is falling far short of demand. 
For the seven months’ period, 
sales in the 5,000-lb.-and-less clas- 
sification were 24,897 units behind 
last year for the same period, and 
July sales were 18,206 behind July 


one year ago. 
> . * 


|yN THE 5,000-10,000 GVW, sales 


for the seven months’ period 
were behind last year’s sales for 
the same period by 16,082 units and 
sales this July were 9,011 behind 
July, 1950. 

In both of these sizes, however, 
late buying in the midwest farm- 
ing area due to late crops and the 
floods may have eaten up what su:- 

(Continued on Page 18, Col. 1) 
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_ ‘Treatment of Employes 


NEW YORK.—Happiness in a job 
ind chances for advancement mean 
more to a good worker than a 
alary differential—unless the dif- 
ference is very great—believes Wil- 
iam B. Given jr., board chairman 
i American Brake Shoe Co. 

Discussing non-financial incen- 
tives before the National Indus- 
trial Conference Board here, 
Given said promotions, whenever 
possible, should be given to a 
company’s own employes, rather 
than to take in an outsider. 

If a company hires an outsider 
for the job it “takes the most 
exciting element out of a man’s 
work life and often cancels the 
effect of money advancement,” 
Given declared. 

“One of the greatest stimulants 
in any company,” he stated, “comes 
with a conviction that it is policy 
to gamble on your own people, 
even if from the standpoint of 
their experience the odds are bad. 
Often it costs money short range. 
Consistently following the policy is 
profitable. 

“Pride in company people, re- 
spect for the seniors as people 
and as executives and also the 
quality of the product, will hold 
and stimulate to a degree that 
cash advances never can.” 

Given said an employe will reject | 





Illinois Truckers 
Face Increased 


’ 
Fees Next Year 
CHICAGO.-The [Illinois legisla- 
ture has passed a law revising truck | 
license fees. Illinois truckers no| 
longer will be allowed a mileage fee | 
option, effective Jan. 1, 1952. 
Starting Jan. 1, 1952, the follow- 
ing fees will prevail for trucks in 
Illinois until Jan. 1, 1954, when} 
they will be increased: 
Up to 3,000 pounds, $5; 3,000 to) 
8,000, $15; 8,000 to 10,000, $41; 10,-| 
000 to 12,000, $62; 12,000 to 14,000, | 
$81; 14,000 to 16,000, $101; 16,000 to} 
20,000, $154; 20,000 to 24,000, $251; | 
24,000 to 30,000, $420; 30,000 to 36,-| 
000, $579; 36,000 to 41,000, $635; 41,-| 
000 to 45,000, $700; 45,000 to 50,000, | 
$784; 50,000 to 72,000 (eight-wheel), | 
$889, and 50,000 to 72,000 (ten-| 
wheel), $1,134. 
The rates scheduled to become} 
effective in 1954 are: | 
Up to 3,000 pounds, $5; 3,000 to} 
8,000, $21; 8,000 to 10,000, $58; 10,-| 
000 to 12,000, $87; 12,000 to 14,000, 
$114; 14,000 to 16,000, $141; 16,000 
to 20,000, $216; 20,000 to 24,000, $352; | 
24,000 to 30,000, $588; 30,000 to 36,-| 
000, $810; 36,000 to 41,000, $890; 41,-| 
000 to 45,000, $980; 45,000 to 50,000, | 
$1,098; 50,000 to 72,000 (eight-wheel), | 
$1,245, and 50,000 to 72,000 (ten-| 
wheel), $1,588. | 


Neb. Truckers 
Reelect Nogg 


OMAHA.—Ralph Nogg, of Oma- | 
ha, was reelected president of the 
Nebraska Motor Carriers Assn, at 
its annual convention. Also reelect- | 
ed was Ed Neylon, of Lincoln, vice- 
president, and Paul Halpine, Lin-| 
coln, secretary and manager. 

A. K. Longacre, Omaha, was 
elected treasurer. The convention, 
which attracted about 300 delegates, 
was addressed by Leslie Allman, 
former executive vice-president of | 
Fruehauf Trailer Co. and now pres- 
ident of the Truck Trailer Manu- 
facturers Assn. | 





200 Used Chicago Cabs 
Are Sold to Finland 


CHICAGO.—Sale of 500 of its 
used cabs to Finnish interests was 
announced last week by Michael 
M. Sokoll, president of Chicago 


Checker Taxi Co. 

The deal was closed here by Lt.- 
Col. Kalle Jarvinen and Capt. P. J. 
Heikkila, on behalf of the Profes- 
sional Taxi and Truck Drivers 
Assn., an organization of independ- 
ent operators with 171 branches in 
Finland. 

A $300,000 letter of credit from 
the A. B. Nordiske Bank of Hel- 
Sinki to the First National Bank 
of Chicago was the financial in- 
strument used in the transaction. 





Happiness in a Job and Chance for Advancement 
Outweigh Salary, Executive Says 


a more lucrative offer from another 
company if he likes: 

1. People he works with. 

2. Boss’ interest in him. 

3. Company’s prospects and stand- 
ing. 

4. Degree of his own authority. 

5. The feeling that men under 
him are loyal. 

Given said another great stimu- 
lant to competent people is the 
feeling of freedom to think, plan 
and experiment, and to fight back 
if their ideas are attacked by 
superiors. 

Employes should be given an op- 
portunity to reach out into other 
parts of the company with sugges- 
tions, the American Brake Shoe of- 
ficial said. It increases their con- 
fidence and pride and makes them 
feel that they are an integral part 
of the firm, he said. 

Given declared that executives 
“to whom a fine person cannot be 
loyal” should be removed. He added 
that lower-echelon employes should 
have first call on their boss’ time. 
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| Tank Truck Film 


DuPont Movie Stresses 
Safety Features 


WILMINGTON, Del.—In order to 
help the petroleum industry dispel 
some common misconceptions con- 
cerning the safety of gasoline 
transfer by tank truck, DuPont has 
produced a full-color sound movie 
on tank truck safety. Available to 
oil companies, film is entitled “Pipe- 
line on Wheels.” It is designed to 
give the public facts about the 
safety features found in tank 
trucks built today. 

Throughout the picture, four 
main points are stressed: Impor- 
|tance of the gasoline tank truck in 
our modern motorized civilization; 
the fact that tank trucks are engi- 


Mack Truck Diesel Training— 

A Mack Truck district manager, R. W. Allen (left), chats with a student near a 
Mack diesel engine loaned to a university engineering laboratory. During the last neered and constructed for great 
year, Mack company has put out on loan more than 20 diesel engines to further strength and safety; evidence that 


development of trained diesel technicians. 





Industrial Tape Moves 


To Larger Warehouse 

CHICAGO.—A rapid growth of 
business throughout the Middlewest 
has led the Industrial Tape Corp., 
producer of Texcel and Permacel 
pressure sensitive tapes, to relocate 


0 <<" The Ultimate in Ride Control 


MUNRO MAT 


SHOCK ABSORBERS 


The New, Improved Shock Absorbers 
That Everyone is Talking About 


AUTOMATIC ADJUSTMENT FOR ALL ROADS AND LOADS 


MONRO-MATICS are the dream of ride control engineers 
come true. They automatically adjust themselves to changing 
road or load conditions—are never too “soft” for rough 
roads, never too “hard” for smooth ones. 


Unique, 2-stage “restricted orifice” valves for soft, gentle control 
of springs on smooth roads, and quick, positive control on rough 


roads and at high speeds. 


Compression stroke controlled by four times more fluid than 
formerly used in direct-acting shock absorbers. 


Larger fluid reserve capacity for constant control of compres- 
sion and rebound during tough driving or high speed operation. 


Pre-hardened pressure cylinder with ground and polished 
piston and rod... chrome-plated piston rod. 


Bushings included with all Monro-Matic shock absorbers. 


and increase the amount of its 
warehouse space in Chicago. 

The new Chicago warehouse, lo- 
cated in the Commerce Mart at 251- 
315 E. Grand Ave., provides 40 per- 
cent more space for larger invento- 
ries and has modern truck loading 
docks and a 10-car rail siding. 





IT'S NEW—IT'S BLUE & 


tank trucks protect and retain their 
cargo even when rolled over or ex- 
posed to fire, and that size is no 
evil in tank trucks because large 
| loads mean fewer trucks on the 
highways and, consequently, fewer 
exposures to traffic hazards. 





AUTOMOTIVE NEWS is ‘‘must’’ reading 


}every week for the men who make and sell 
the world’s cars and trucks 












ee 


Monroe, Mich.— World's Largest Maker of Ride Control Products 
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Despite Sales Lag. . . 





Dealer Truck Stocks Low 


(Continued from Page 16) 


pluses of this size might have ex- 
isted and brought dealer stocks 
down to the low point. 

In the 10,001-14,000 GVW class, 
sales for the seven months were 
but 2,117 behind the same period 
of 1950 and July sales in the 
same tonnage class were only 
2,832 behind July a year ago. 
Sales for the seven months’ period 
in the 14,001-16,000 GVW class were 

ahead of last year by some 4,571 
units, even though July sales in 
this size were behind 1950 July 
sales by 2,177 units. 

In the 16,001-19,500 GVW class, 
sales for the seven-month period of 
this year were again ahead of sales 


for the period last year, while July jr. has been called upon to do dou- 
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|months’ period led sales for the 
|same period of last year by a 
| healthy 6,108 units, and July sales 
| this year were but 340 units behind 
{sales for last year’s July. 


In the heavy-heavy ‘over 26,000 


Smith Gets Boost 
At U.S. Rubber 


| NEW YORK.—H. Gordon Smith, | 
| vice-president and general manager | 
lof the textile division, has been | 
/named to the newly-created post | 
|of executive vice-president of U.S. 
| Rubber Co. The new position was 
created because H. E. Humphreys 


sales lagged behind sales for the | ble duty as president and chairman. 


month last year by some 360 units | 
eral manager of the textile division, 
| has been elected a vice-president | 


nationally. 
+ + + 


William E. Clark, assistant gen- 


N THE 19,501-26,000 GVW class,| and made general manager of the 


takes value. 


The longer the nation’s cars must be 
kept in service, the more important value 


becomes. Especially 


value counts most—in the moving parts, 


the ‘‘vital zone’’. 


To make sure of top value in the “‘vital 
zone”’ parts you buy (rear wheel bearings, 
for instance), keep this formula in mind: 


Value = 


It shows that buying parts on the basis 
of price alone can be expensive. That a 
big advantage above the line far outweighs 
a small advantage below it. With Timken“ 


bearings, you get the 


most service, the greatest public accept- 
ance—the best value. In terms of value 
features, Timken bearing prices are lowest 
today. The Timken Roller Bearing Com- 
pany, Canton 6, Ohio. Cable address: 
*“TIMROSCO”’. 





quality+service+ public acceptance 


SURFACE FINISH IS MEASURED to one millionth 


this year’s sales for the seven | division. 


at the point where 


price 


highest quality, the 











|GVW) classification, sales this year 
|for the seven months’ period were 
jahead of last year for the period 
by 2,379 units while July sales 
| lagged behind the same months’ 
| Sales for last year by only 93 units. 
Thus, while truck sales for the 
entire seven-month period still 
were behind sales of the same 
period last year by approximately 
27,472 units, this means less than 
1.3 trucks per dealer. This differ- 
ence spread over the industry 
means nothing from an average 
dealer stock standpoint. 
Sales of civilian type vehicles to} 


T63 


Dixon (Ill.) Dealer Sells Truck to City— 


Campbell-Williams Auto Sales (Studebaker), Dixon, Ill., delivered this truck with 





the military which do not show up| special disposal body to city officials. In the truck cab is Fred J. Hoffman, Dixon mayor; 


|in registrations, plus vehicles in the | standing alongside are Forrest Shawger, city health and safety commissioner; Wayne 


hands of users awaiting bodies or | Williams, dealer, and Joe Vaile, street commissioner. 


being held for some propitious li- 
censing date, can well have taken 
all of the vehicles produced but not 
sold. 

Meanwhile, unless the _ stories} 


|/emanating from Washington re- 
garding the size of the defense 
work that will be in full swing early 
next year are without substance, 
indications are that the demand 


~ The sale that starts when the car is sold 


HE most vital part of any sale is 
keeping the customer sold. And that 





CERTIFICATE OF TITLE 


TO A MOTOR VEHIC Le 


#Hs.58Tht...cov  -crrankun. N®? 250768504 





Previous No. 


| .. RTL. dare 
is the owner of 


ONLY TIMKEN BEARINGS 
GIVE YOU 
ALL THESE VALUE FEATURES 


QUALITY 
. Design leadership 
. Steel made in our own mill 
. Precision manufacture 
. Rigid quality control 
5. More than 50 years’ experience 


SERVICE 


u \ f ill PINIONS PROVE IT! Timken bearing value is 3. Unequalled engineering service 
of an inch on the wrofilograph above. Originally shown again and again throughout the “vital 
coverenee by - —— <eeten, he profilo- zone’’. One example: the pinion, toughest bearing ° Unequalled research and devel- 
graph helps make possible the precision produc- application on a car, where all but two makes of acilities 
tion of Timken bearings. The Timken Company autos use Timken tapered roller bearings. Other opment facilities for — 
sets the standards for quality that other bearing important applications: wheels, steering gear, . Installation service in the field 


makers try to follow. 


j \! 
NOT JUST A BALL O NOT JUST A ROLLER C— THE TIMKEN TAPERED ROLLER C— BEARING TAKES RADIAL @) AND THRUST —-@])— LOADS OR ANY COMBINATION SU- 
I 


transmission, differential. 


us pat OFF 


BEARINGS 


its TIMKEN for VALUE 


TAPERED ROLLER 


. Widest range of sizes 
. Most dependable source of supply 


PUBLIC ACCEPTANCE 
. First choice throughout industry 
. Best-known name in bearings 
. Widespread advertising 





/ 
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for extra transportation units may 
find dealers’ stocks totally unable 
|to take care of the demand, espe- 
‘cially if—as the various factory 
|truck sales managers claim—pres- 
ent output is not keeping pace with 
the demand for trucks in the field 


e 
Monrovia Dealers 
e ° 
Cooperating in 
.* 
Safety Campaign 

MONROVIA, Calif.—The 10 new- 
car dealerships of Monrovia last 
| week—just before the beginning of 
| school—cooperated with the Mon- 
rovia Daily News-Post in a cam- 
|paign to curtail (or, if possible, to 
\eliminate entirely) accidents in- 
|volving pedestrians, particularly 
school children. 

An entire page in the local paper 
was devoted to the Safety Drive. 
|A half-page advertisement, sur- 
|rounded by the cards of the deal- 
ers, was centered with the follow- 
ling appeal: 

“Slow Down, Mister, Children at 
Work! Yes—soon the kiddies will 
|/be hurrying to and from _ school, 
which necessitates their crossing 
busy streets. That is where you 
come in, Mister! Drive safely! Be 
sure your car can do just what 
you want it to! 

“Your New-Car Dealer  recog- 
|nizes the responsibility every mo- 
|torist faces when it comes to safe 
| driving. He is ready to put your car 
|into safe driving condition.” 

Dealers joining in the safety drive 
were McDonald & O’Boyle (Chev- 
| rolet-Oldsmobile), Becherer Buick, 
| Inc., Bob Longpre Pontiac Co., Clif- 
|\ford T. Nutt (Packard), Carey E. 
Hardy (Chrysler-Plymouth), Bud 
Miller’s Motorport (Ford), Tri-City 
Motors, Inc. (Mercury), Kindel Mo- 
|tors (Dodge-Plymouth), Edw. F. 
|King Co. (Studebaker) and Silcott 
| Bros. (Hudson). 


Truckers Fight 
Ohio Mudguards 


| COLUMBUS, O.—The constitu- 
|tionality of an Ohio law requiring 
mud guards or flaps on all trucks 
|will have to be decided in court. 
| Attorney-General C. William O'Neill 
|has declined to give an opinion. 

| The law, which goes into effect 
Sept. 17, is contested by interstate 
truckers, who believe that the Ohio 
\legislature cannot regulate trucks 
lengaged in interstate commerce. 
They asked the attorney-general’s 
opinion. 

| O'Neill has advised the truckers 
ito take the case to court as it is a 
|long-established policy that the at- 
torney general does not pass on 
|constitutional questions. 


Machinable Glass 


NEW YORK.—A new kind of 
glass which can be precision-mia- 
chined through the use of ultra- 
violet light, heat and hydrofluoric 
acid to form intricately cut pat- 
terns of any desired shape an 
|depth was described to the Inter- 
| national Chemical Congress here by 
|S. D. Stookey, senior research asso- 
|ciate of Corning Glass Works, 
| Corning, NM. 
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Critical Problem for All Industry .. . 


Roads Need a Leader 
For Expanding Future 


(Continued from Page 16) 


| iy) HAY ee 





needs of business, then practically ;the year and breaking up due to| 
every commodity that is trans-/lack of proper drainage; may still 
ported from one place to another | find the surfaces of our hard - sur- | 
could be sold at a lower price.|face roads pitting and crumbling 


. a > a “a ba because of the type of construction | 
ie te move products from one | °F due to cheating by the builder; 


spot to another in the most eco- |™@yY still find that many of our 


“a in 1912, when Carl Fisher |t0 be death traps to those who! 





Se Er THE 
a , 


ee 





‘main highways are so narrow as| Dealer Uses Outdoor Turntable— 
When James H. Pennington, president of Cincinnati Automobile Co. (Hudson), put a 
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|getting much for little or nothing 
is found in our Federal Aid grants 
|to the states on highway construc- 
tion. 

If we as a body demand that the 
Federal-Aid bill be rewritten to the 
end that no state that allows diver- 
sion of vehicle or gasoline tax 
money to any other cause, that 
does not rebuild the bridges that 
| throttle its roads, and that does not 
build roads of proper width and 
|with grades of a stated maximum, 
jit is believed by most authorities 
|that we as a nation would get 
|immediate compliance. 

The present Federal-Aid bills 
| has a loophole that allows states 
| like New York, California and 

New Jersey to steal from the 

highway tax fund and still get 
| Federal Aid. This loophole is the 





started his campaign for the | drive modern cars, and may, worst | new Hornet on an outdoor turntable recently it is believed to have been a “‘first” in | phrase that says the state must 


“Appian Way” 


coast, only 28 of the 48 states industry, find our product stymied | outdoor turntable display of a new car in his 41 years of selling autos in Cincinnati. 


jin its sale because congestion and | 

| driving-hazard fear is greater than from the present “spoil” system. 
the desire to own transportation Yet our need is urgent. 

those states was for improvement | Vehicles. Every year increases the bur- 
in the cities. As long as votes can be bought| den that our decadent highway 
Today we seem to be no better | by honeyed words and road com-| system is asked to carry. — 

off. Despite the fact that our high- | missioners’ jobs perpetuated by un- One step toward a realistic pro- 

ways are crowded to the point | kept promises or token expendi- | gram and a major step toward 

where the congestion is becoming | tures to flatter the mass voters, | getting quick action on sane and 

a menace that costs thousands of | experience during the past decade|safe highway management—is for 


were spending any money on the 
improvement of their state roads. 
All of the money being spent in 





lions of dollars in wasted time and | 
property every year, we still have) 
24 states and the District of Co-| 
lumbia that allow highway funds to) 
be diverted to causes other than 
the maintenance and improvement 
of our archaic road plant. 

With upwards of 50,000,000 motor | 
vehicles on our highways and con- 
gestion due to _ bottlenecks, too} 
steep grades and far too few turn-| 
out lanes on the long hills, mount- | 
ing each year, our highway direc- | 
tors and politicians “fiddle while | 
Rome burns” and rant and rave} 
about the damage to our highways | 


caused by trucks. 
* * a | 


yd THE automotive industry had 
been as lax in keeping pace with | 
the demands of American business | 
and progress as our highway build- 
ers, our trucks would still be built | 
from passenger cars bolted to} 
form-a-truck frames. Instead of the | 
powerful, smooth-running, economi- | 
cal vehicles we have today, lumber- 
ing Goliaths with their pavement- | 
wrecking hard tires would be haul- 
ing the foodstuffs and products of 
commerce because there wouldn't | 
be anything better. 

No doubt the road builders’ prob- | 
lems would be less complicated be- | 
cause, without our modern motor 
truck, we would not have had the 
great migration to the suburbs that 
has taken place during the past 
decade. Farmers would have to 
drive their stock to market or to| 
some rail shipping point, and the} 
milk producers would be at the 
mercy of the rails. | 

It took the automotive Indus- | 
try to take us out of the mud in | 

1905 and to bring us at least one 
transcontinental road following 
the start in 1912. 

It looks again as if it may take} 
the automotive and allied indus- | 
tries to recapture the road pro- | 
gram, now that it has become the) 
artery of American business and | 
progress. Unless some group does 
make the planning, construction | 
and maintenance of proper roads | 
their principal job, other than the 
present politicians who have done 
such an ignoble job, 1960 may see 
us still lacking bridges of sufficient | 
strength to carry the loads that the | 
roads they join are designed to 
carry. 


... that trucks equipped with Eaton 
2-Speed Axles make faster trips, 
travel more miles, at lower cost per 
mi Same ie Te Tae 
CT ee me al let ee 
permit the engine to run at peak 
efficiency under all operating condi- 
tions. Records also prove that Eaton's 
exclusive features, including forced 
flow lubrication,and planetary gear- 
ing, add thousands of miles to axle 
life, and assure top performance for 





* * * 


‘THE year 1960 may still find us| 
with time-wasting bottlenecks 
on practically every main arterial 
highway across the nation; may | 
still find us limiting the speed of 
all traffic to the pace of the slowest 
vehicle, due to the lack of turn- 
outs on long grades; may still find 
our roads heaving in the spring of 


Virginia to Cut 


Collision Rates 


RICHMOND, Va.—Most Virginia 
car owners will get lower premiums 
for fire, theft and collision insur- 
ance, it has been agreed at the 
Virginia State Corporation Com- 
mission. 

3ut just how much lower was the 


Axle Division 


CLEVELAND, OHIO 


question being fought out as the PARTS e ROTOR PUMPS e MOTOR TRUCK AXLES ¢ PERMANENT MOLD 
SPRINGTITES # SPRING WASHERS #¢ COLD DRAWN STEEL « STAMPINGS e« LEAF AND COIL SPRINGS ¢ DYNAMATIC DRIVES, BRAKES, DYNAMOMETERS 


commission started hearings on the 
rates. Earlier this summer, the 
commission had determined new 
rates for bodily injury and property | 
damage liability. 


| 


son in this country who derives | 


his income, or any part of his in- 


;}come, to demand action now in 
| Congress that will bring most states 


and most highway officials into line 
with a snap. 


* * 


— is nothing that politicians 


like better than something for 


lives in needless accidents and mil-|has taught us we can expect little|every automotive man, every per-|nothing—and one big example of | 


from coast to | of all for we in the automotive | merchandising new cars in Cincinnati. Pennington said he had never before seen an| not divert more than it did in 


1934, if it is to get Federal Aid. 
The Federal-Aid bill, to be ef- 
| fective, must have all such loop- 
holes eliminated—and we in the 
| automotive industry should be able 
ito get that changed now. 

Who is going to be the modern 
Horatio Earle or Carl G. Fisher? 


| Will he be an automotive man, or 


from the rubber or the oil industry? 
—Jack Werp 


the life of the vehicle. Ask your dealer 
Cee Um eee Te ea fy 
TDA MR a ed 


EATO 


EATON MANUFACTURING COMPANY 


GRAY IRON CASTINGS ¢ HEATER-DEFROSTER 





fl Eales SODIUM COOLED, POPPET, AND FREE VALVES ¢« TAPPETS ¢ HYDRAULIC VALVE LIFTERS « VALVE SEAT INSERTS e JET ENGINE 


UNITS ¢ SNAP RINGS 
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“We were sailing along on Moon- 
light Bay. 

We could hear the voices ringing, 
They seemed to say, you have 
stolen my heart, 
So don’t go away.” 

* * 


* 

HAT was the first movie on the 

hottest day of the year in New 
York City, then flash on the news- 
reel came the first shot of “Le Sa- 
bre”... that aluminum and mag- 
nesium car of the future, followed 
. .. Bunin’s puppet magic of “Alice 
in Wonderland.” 

You don’t have to be a boy who 
never grew up to get a thrill as 
the genius of men bridge that 
nostalgic gap between “Moonlight 
Bay,” “Le Sabre” and those re- 
markable mechanical puppets in 
“Alice.” I felt like the guy who 
said, when he first saw television, 
“It can’t be done.” 

You won't care if I become a bit 
sentimental or reminiscent .. . if I 
tell you when I first heard “Moon- 
light Bay,” why I decided to pass 
up the chance to build the first “all 
aluminum” car, and why I imagine 
the gentlemen making the movies 
will be slow to imitate the tech- 
nique of “Alice” and that new 
classic “The Emperor's Nightin- 
gale.” 

I got the biggest kick out of my 
first sight of “Le Sabre.” That car 
starts out a mile above the masses, 
therefore it will be ardently dreamed 
about by all of them. 

I bet it will prove to be the great- 
est scientific advance in modern 
road transportation. One must have 
lived through the history of the 
automobile industry to realize what 
it means. 

r + * 


Back to Chicago 


OWEVER, let’s travel back to 

that honeymoon night in Chi- 
cago before the days of the Yellow 
Cab when Walden Shaw was op- 
erating those open touring cars for 
the convenience of those who had 
money enough to afford a long 
moonlight trip out to Jackson Park. 
Okay, perfessor! 

“I met my love in the Alamo, 
When the moon was on the rise; 
Her presence quite bedimned its 

light, 

So radiant were her eyes.” 

“Lovely.” That went over big. So 
did this one: 

“Oh, you wore a tulip, a big yel- 
low tulip, and I wore a big red 
rose. 

You called me deary, and tra la 
la bleary, down where the 
Wurzburger flows.” 

“Fine, darling, if you only knew 
the right words.” 

Just then (thanks be) came a 
voice from a canoe out on the la- 
goon: “We were sailing along on 
Moonlight Bay,” etc., etc. and so 


back to the Palmer House. 
* * - 


Aluminum Car 

AYBE I was a sucker, or maybe 

not, when Ned Cheyney, ad- 

vance agent for Ed Alleyne, the 
trail blazer for aluminum in the 
Cleveland market, used to come out 
to the Jordan factory and pound 
the table for a couple of hours, 
trying to sell me on the idea of 
building an “all-aluminum” car. 

“N-o-o-h,” said I to Ned, “I’m 
sold on your idea 10,000 percent. 
But we haven’t the experience, 
nor the millions to back it up. 
Even one of the big producers 
would not attempt it today (25 
years ago). It would take years 
to develop materials that would 
be satisfactory for every purpose. 
Yet, I know as well as you and 
Ed Alleyne that somebody wiil 
eventually do it. Hope both of us 
will live to see it.” 

No wonder I got a wallop out of 
that “Le Sabre” coming down that 
track like an eagle out of the wild 
blue yonder, that mere drop of wa- 
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ter which raised the top and that | 
cavernous something which _ re- | @@ 
vealed those two giant headlights. | 
I’m glad I’m in the same business | 
with men who dream and actually | 
do things like that. 

“Why,” sez you, “have you tied in 
‘Le Sabre’ with Bunin’s ‘Alice in 
Wonderland ?’” 

+ * * 


Taught to Read 


ECAUSE Im firmly convinced 
that, as smart as we think we 
are, “we ain’t been nowhere and we 
ain’t seen nothing yet.” My old 


friend, Bud Fisher, created “Mutt|Dealer Allen's New Lot in Cedar Rapids, la.— 
Siccnis ace” a 4 TE -~ The recently completed used-car lot of Allen Motor Co. (Oldsmobile), Cedar Rapids, 
ss tap oe oo ree! la., is paved with cement and features two revolving umbrellas. It marks the end of 


Gump,” and those boys, say what ; ‘ : 
you like, taught children and grown the firm's expansion program, according to R. H. Allen. 
ups to read. 

Walt Disney did more to stimu- 
late children’s imagination than | the French puppeteer. 


whole idea. Now comes the com- 


Car dealers cashing in on FAB-SPRAY ! 


Used car | 








FAB-SPRAY DOES THESE 


IT COLORS ... without leaving “‘painty’’ hard 


surface or appeorance; actually penetrates fabric; 
will not clog or fill 


IT COVERS dirt stains, fade streaks, water 


blemishes, oil and grease spots 





tion of “Alice” and that of Bunin, |movies got the same thrill out of 
“Alice” that I did out of “The Em- 


Mother Goose, who originated the I, who have been chiefly interest-|peror’s Nightingale.” I could not 
ed in the progress of new ideas in| imagine how any man could actuate 


petition between Walt’s presenta- | automobiles, in radio, television and|so many puppets on a stage, with 


all of their gesture, and facial e 
pressions, and not one string a'- 
tached, and no explanation as to» 
how it is done. 

P. S—lI’m open for an invitation 
to tell the story of “Le Sabre,” how 
it was done and what it means to 


.|the world. 


(The opinions expressed herein 
are those of Columnist Jordan 
and not necessarily those of 
Automotive News.) 


TV a Teacher 


WASHINGTON.—Television is a 
|key to the rapid training of large 
groups of people, in the opinion of 
professional educators who evalu- 
ated the possibilities of TV as a 
training medium and reported their 
findings in a Navy research report, 
PB 104414, “Training by Television,’ 
available to the public at 75 cents 
each through the Office of Techni 
cal Services, Department of Com 
merce, Washington 25. 





4 THINGS FOR FABRICS... 


IT RESTORES the original soft ‘luxury’ feel 


to fabric nap 


IT PROTECTS from wear and fading, moisture 


and sun; is water repellent 











nteriors |I 
and color-smart | < 
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AKRON.—Modernization of exist- 
ing plants and construction of new 
petroleum-base facilities equal in 
capacity to existing alcohol-base 
synthetic rubber plants (220,000 
tons annually) is recommended by 
P. W. Litchfield, Board chairman 
of Goodyear Tire and Rubber Co., 
in another of his series of “Notes 
on America’s Rubber Industry.” 


Synthetic Rubber Plants 


Litchfield Calls for Immediate Expansion; 
Asks New Petroleum-Base Facilities 


general economic expansion, are 
bound to suffer. 

With sufficient expansion and 
proper management of our syn- 
thetic rubber producing facilities, 
Litchfield writes, two end results 
can be obtained: 

1. There will be enough rubber 
to meet increasing demands. 


2. With rubber supply and de- 
mand in better balance, the danger- 






e World consumption of rubber |OUs tendency toward prohibitive 
‘ will ‘exceed available supply 10 [Price levels, in the market, for 
ir MacArthurs Visit Fisher Plant— years hence, Litchfield warns, and under contre. 8 

t. ; ; unless synthetic production in As an initial step towards a 
“4 Gen. Douglas MacArthur and Mrs. MacArthur get first-hand information on how auto! ¢hig country is increased consid- mene Gtilile syathelle sedation 
ts bodies are built from Edward J. Gleason, manager of Fisher Body's Cleveland plont,| erably, the aims sought under the | program Litchfield proposes that 
4 during the general's recent visit to Cleveland. He told Fisher employes how grateful| much discussed Point IV pro- | new petroleum-base plants of 
military men are for workers’ contribution to defense. gram, human progress through | 220,000 tons capacity be construc- 











Only product of its kind ever developed (not a tint, paint or dye)... 
FAB-SPRAY does for the inside of used cars what a new paint job does 
for the outside. Dealers report getting $50 to $100 more per used 

car easily after quick “once-over” FAB-SPRAY application 


i Jeo CAR SHOPPERS like what they see 
inside a car refinished with Fab-Spray. 
Dealers close deals more easily . . . in- 


simple oP lication crease profit per car... speed inventory 
ray 9 
(no masking with cate to turnover! 


Anyone can apply Fab-Spray — no 


entire aut 


HEADLININGS 


Kick PADS * CA 
yPHOLSTERY * ® 
DOOR PANELS ° 


ibl 
. peng Convertibl 
al for coi simply opply wit 


high-cost, “expert” labor is required. 
Working time per car averages one hour. 
A single quart ($2.25 cost to dealer) 
reconditions completely the average 





e Tops: .also 


h sponge.) sedan interior. 


is ide : 
(Fab-Sproy is | ds and tires : es ; ; 
neo ration: Brush oF ada Automotive jobbers are now distrib- 
e a . *+hou ' 
ad special Or Apply Fab-Sproy window’: "- uting Fab-Spray. Contact your local 
ove \0° F mould! ’ = de- . 7 ’ : 
men oversproy aes within a few hours jobber or factory direct for immediate 
aces 
ith cloth. Sur Sc ° ee ° . 
pending on humid LOR CHOICE shipment or additional information. 
WIDE © e assortment Fab-Spray is a unique, thoroughly 





tested and proved product of scientific re- 
search. Get Fab-Spray and profit with it! 


FAB-SPRAY is a product of HENDERIZE, Inc. 
Home office at 5667 Freeport Bivd., Sacramento, California 


|interests” of the 
;community. 


l\list to provide a 
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ted to replace present alcohol- 
base output of like capacity. Al- 
cohol-base GRS synthetic rubber 
costs are 25 cents per pound 
higher than the same product 
from petroleum-base plants, he 
points out. 

“Obviously alcohol plants are 
uneconomic,” Litchfield writes. 
“They cannot hope to compete cost- 
wise with natural rubber. Their 
value to us can be realized only in 
time of great emergency when 
money cost is not a prime factor. 
I propose then that we prepare to 
place these alcohol-base plants in 
inactive reserve and create new 
petroleum-base plants of equal 
capacity. 

“Under present conditions, the 
cost of the new construction would 
be easily and rather quickly self- 
liquidating. Furthermore, these new 
and modern plants would be at- 
tractive to potential purchasers 
when the time comes for the gov- 
ernment to get out of the rubber 
industry and sell or lease its syn- 
thetic plants to private operations.” 

Litchfield revealed that a new 
method has been developed where- 
by the cycle time of the blending 
operation, key step in the produc- 
tion of synthetic, can be reduced by 
as much as one-half. 

“Assuming that the resultant 
product passes qualitative tests,” 
he observes, “this means that the 
output of the existing reactors 
can be stepped up to produce 50 
percent more synthetic rubber. 

“This can be accomplished by the 
installation of additional cooling 

equipment in the reactors, which 
is comparatively simple. It also 
would call for plant facilities for 
the production of additional feed 
stocks for handling the increased 
output of the reactors. However, 
there is no question but that we 
can get more capacity at less cost 
through modernization than in any 
other manner. 

“I propose then, that we get our 
plant modernization planning, in- 
cluding qualitative testing, under- 
way without further delay.” 

This objective, in its initial stages 
at least, will call for joint action 
on the part of private industry and 
government, Litchfield believes. 

“The synthetic industry was 
built on just such a partnership,” 
he continues. “Fundamentally it 
is in conflict with American tra- 
ditions of business operation but 
it was a matter of stern necessity 
in time of great crisis. 

“No one will seriously disagree 
with the proposition that the gov- 
ernment eventually should get out 
of the rubber industry. The big 
question is when. In the eventual 
dissolution of this partnership, 
however, let us be sure that we 
|}do not miss the twin objectives of 
adequate supply and stable markets 
jand wind up with a chaotic and 
dangerous situation on our hands. 

“It is important that we have 
adequate supplies of rubber. It is 
likewise important that we finally 
maintain our traditions of free 
enterprise. 

“Common sense, time and cooper- 
ation can help us to achieve both 
of these desirable ends.” 


| Standard First, 


‘GM Second on 
6 ” 9 e 
FTC ‘Big’ List 
| WASHINGTON. In ranking 1,- 
000 large corporations last week, 
|the Federal Trade Commission list- 
led Standard Oil of New Jersey 
'first with assets of $3,526,043,000, 
followed by General Motors with 
total assets of $2,957,770,000. 

The FTC listing ranks parent 
corporations on the basis of their 
total assets in 1948. Those firms 
which do not publish financial 
statements as Ford, are omitted. 

The 1,000 listed by 








companies 


| FTC, according to the agency, have 
7,557 affiliate and subsidiary com- 


panies. The 100 largest companies 


}on the list had an average of 35 
|affiliates or subsidiaries each. 


In making the list public, the 
FTC said it was providing “a 
means of identifying the ramifying 
large business 


The FTC also said it expected the 
useful tool for 
statistical studies. 


The back pages of every issue of AUTO 
MOTIVE NEWS contain the WANT AD 
Section. Others are profiting from AUTO- 
MOTIVE NEWS WANT ADS! Are you? 
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Truckin’... 
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(Continued from Page 16) 


actual product for years, I can | 
readily see that the researchers | 
can’t be burdened with product | 
problems as well where they would | 
have to be working against a “dead- | 
line” in order to bring out some- | 
thing that will meet the new de- | 
vices of competition. | 


is poured into this type of re- | 
search can put a corporation that 
is able to stand the tremendous 
cost in a position where eventu- 
ally there won’t be anything on 
the market but that they will 
have at least a part of the an- 
swer. 

Another development that I un- 
derstand came as a sort of by- 
product was the method of incor- 
porating an over-riding clutch for 


thus saving a lot of gear wear and 
lost power. 
* * * 


Those Busy Dealers 


ON of my good friends in the 
field who makes his living sell- 
ing franchised dealers a_ service 


that they need came up with a bit) ~~ ing, 
But the money and effort that |of satire the other day—and with | meeting. 


my tongue pushing my cheek out | 
to the point where I may be ac-| 
I’m going to give it to you here. 
I hope it only brings forth a | 
chuckle and ‘not any rush of | 
blood to the short hairs in the | 
back of some dealers’ necks. The | 
chuckle was paramount in_ its 
conception and writing and that | 
is the vein in which I hope it is 
received. | 
“As a salesman who is supposed | 


lda vacation, factory meeting, auto} = 


| auction. 
“February: Auto show, Mayo 
| clinic for checkup, factory meeting, 
| pheasant hunting. (I wonder where 
the dealers he calls on find pheas- 
lant, hunting in February.) | 
| “March: Duck hunting, fat stock | 
'show, new-car showing, factory | 
meeting. 
* * * 


|Runs On and On 
“A PRIL: At the farm, trout fish- | 
dealer meeting, ne 


“May: Golf tournament, prepar- | 
ing yacht for summer, factory | 


|cused of chewing scrap tobacco, | meeting, at the farm. 


“June: Daughter’s wedding, fish- | 
ing trip, spring horse show, factory | 
meeting. 

“July: At summer cottage, 
yacht trip, showing saddle horses, 
at the farm. 

“August: Canadian fishing trip, 
golf tournament, factory meeting, | 
auto auction. 

+ * 


the drive to the front wheels in this|t© Personally sell the dealer him-| 4]] Pleasure? 





For San Diego Blood Bank— 


Marty Lockney, general manager of Guaranty Chevrolet Co., San Diego (third from 
left), turns over the keys of the Chevrolet-powered mobile blood bank to officials of 
the project. The vehicle has been put in use collecting blood needed by the armed 
| services. Left to right: Dr. Francis West, Dr. Thomas O'Connell, Lockney and Richard 
Johnston, executive secretary of the blood bank. 


lege, world series, closing up cot-| game, fall horse show, factory 


|self every 30 days, the following is | 


job. 
| my idea of what his calendar must | 


Here the power is not applied to 
the front wheels until the 
wheels lose part of their traction, 


rear | look like,” says my friend. 
“January: NADA meeting, Flori- 


Ful these TWIN ARCS of CONSTANT VISION 
beTween drivers and TROUBLE! 
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Direct, electric drive with constant action regardless 
> of engine load or speed. 


Synchronized, two speed operation of Dual arms and 
+ blades. Tandem or opposed wiping motion. 


Fully automatic blade parking, adjustable to suit in- 
a stallation. Arms up to 12” long. Blades up to 14”, 
Wiping angle up to 118 degrees. 


Bad weather power—30 inch/Ibs. torque per blade. 
§ Thermal cutout protects wiper motor against 
overload. 


Fa Available for 6 or 12 volt systems. For cars, trucks 
and tractors. 


MAGNETOS © GENERATORS 











AMERICAN BOSCH 
DIRECT ELECTRIC DRIVE 
DUAL. WINDSHIELD WIPERS 


—— : Son’s graduation, 
wn 


at summer cottage, at the farm, | 


dealer meeting. | ter. 


“October: Old home week at col-| 


When the weather turns bad, that’s when car- 
owners need constant, good vision on the road. 
You can put them on the clear route to safety 
with American Bosch DIRECT ELECTRIC 
DRIVE Windshield Wipers. Regardless of engine 
speed, load or acceleration, they always function 
with unfaltering, synchronized action, because 
they operate independently of the engine. 
There’s no lag or stuttering of the wiper blades, 


even in the roughest weather. 


Ask about Model WWB—designed for swift, 
simplified dual installation under cowl on late 
model cars and trucks. Model WWA for vehicles 
requiring single wipers also available for header 
mounting. Rugged, heavy duty American Bosch 
construction guarantees years of trouble-free 
service. Write NOW for details on this sales- 
active conversion unit. Already in wide use as 
original equipment, these Dual Wipers are to- 
day’s answer to greater safety. You can sell good 
vision in bad weather—at a real profit! 


American Bosch 


e VOLTAGE REGULATORS ¢ IGNITION COILS 


ELECTRIC WINDSHIELD WIPERS ¢ DIESEL FUEL INJECTION EQUIPMENT 
AMERICAN BOSCH CORPORATION eo 


SPRINGFIELD 7 » 


“November: College 















MASS 


, tage, putting yacht up for the win-| meeting, auto auction. 


“December: Gone till after the 


football | holidays.” 


The big question to me, says my 
| friend, is when does the dealer find 
time to run his business. 

* * * 


Ilwill Breeder 

HE fellow who writes the Allied 

Monday Morning Service Letter 

comes up with a tip that every deal- 
er—car and truck—can take to his 
|bosom and do something about. 

This fellow and some friends 
were driving near a dealer’s new- 
car conditioning plant in the out- 
skirts of Atlanta when they saw a 
|new car come tearing down the 
street driven by a mechanic in his 
dirty clothes with the driver gun- 
ning the motor. 

He took the corner with tires 
screaming—and the car came 
close enough to the party so that 
they all saw the crayon marks all 

| (Continued on Page 49, Col. 1) 








Advertisement — Nk 
_ World Ownership 
of Cars 


Concentrated in U.S.A. 


With only 6 percent of the world’s 
population, the people of the 
United States own 76% percent of 
all the automobiles in the world. 


There are more cars on the farms 
of the state of Ohio than there are 
in the whole of Argentina. 

Even in the United States, car- 
ownership is not distributed equally 
with population. Here, where peo- 
ple live seems to be more impor- 
| tant than income in determining 

whether or not they will own a car. 
The Federal Reserve Bulletin points 
out that the proportion of automo- 
bile-owning families is nearly 1/3 
higher in the smaller cities than 
those over 50,000, and that in Rural 
| America it is highest of all. 

Recent surveys conducted by 
Farm Journal, America’s largest ru- 
ral magazine, emphasize the tre- 
mendous size of the rural market 
Farm Journal readers own more 
than 3,000,000 cars, more than 
6,250,000 motor vehicles, including 
cars and trucks. In the postwar pe- 
riod 1947-49, 600,000 Farm Journal 
families bought new cars. Five thou- 
sand of these were Cadillacs! Other 
high-priced cars sold equally well. 

Realizing the importance of mo- 
| torized equipment on the farm, 
Farm Journal began its “Keep ’Em 
Rolling” maintenance program last 
Fall. This program has won the en- 
thusiastic support of farmers, man- 
ufacturers, jobbers and dealers 
Dealers who have tied in say these 
| features have done wonders for 
their business locally. The next 
| “Keep ’Em Rolling” feature will 
| appear in the November issue of 
| Farm Journal, which will be in the 
hands of readers October 16. A note 
from you will get easy tie-in sug- 
| gestions in plenty of time. Write 
| Dealer Service Department, P.O. 
| Box 958, Philadelphia 5. 
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I15 reasons why International 
dealers are af home anywhere 


No matter what section of the country they 
serve, International Truck Dealers have the 
trucks their customers want. 


That’s because they offer the world’s most com- 
plete line of trucks...115 different basic models 
with thousands of combinations, to provide a 
truck completely specialized for a specific job. 


From %-ton pickups for farm work to multi- 
stop delivery trucks for metropolitan areas to 


INTERNATIONAL 


90,000 lb. GVW “Westerns” for logging opera- 
tions—that’s the range which International 
Truck Dealers offer their customers. 


And that’s a mighty big sales advantage to 
consider...no matter where you live. 


sy 
International Harvester Builds McCormick Farm Equipment and Farmall fa 
Tractors . . . Motor Trucks Industrial Power . . . Refrigerators and Freezers 


INTERNATIONAL HARVESTER COMPANY + CHICAGO 





truck 


tandard of the Highway” 
















New Facilities in Goshen, Ind.— 


Snowberger & Rummel Motors, Inc. (Studebaker), Goshen, Ind., recently completed 
this new building of cement block and stucco. The building measures 67 by 105 feet. 
The salesroom is 34 by 67 feet and the service area contains 4,500 square feet. Ample 
parking facilities are available on all sides of the structure. 


. , : | $98,000,000 available to the state to 
Maine Voters Approve | build or resurface 1,600 miles of |Steel deliveries by AAA clubs in 36 


states was submitted to the Senate] cajieq ever ar by Col. 
Public Works committee by Lou E. elgg ME o y 
Holland, AAA president. The fol- 
lowing recommendations were made 


$27 Million in Road Bonds 


Maine voters have approved a| 
$27,000,000 


highway bond issue, 


| roads within seven years. 

Voters also approved a $2,500,000 
bond issue to build a second bridge 
over the Penobscot river from Ban- 
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Highways & Safet 


cCOounci’s 







y 


EREMEMEMED National 


tion Authority. 
A detailed survey of highway 


which when added to federal aid|gor to Brewer. It will be a toll|to the committee: 
and other state funds, will make | bridge. 












American Auto- 
Assn. has 


for 4| Klugh Host at Luncheon 
For Pa. Police Inspectors 


Fifty-one Pennsylvania state po- 


} li y fise offi- 
division of the| lice members who supervise offi 


Produc- 


Pas mobile 

Vat called 
TD “thorough 
ination” of the 
operating proced- 


AUTOMOTIVE ures of the Steel 





_ AAA Demands Probe 
‘a! Of Road Steel Snag 


| Pycccagpeiae that 531 major high- | Office of Defense Mobilization the 
4 way contracts in 36 states have| essential character of a continued 
minimum program of highway 


been either completely suspended | : : 
or delayed be-| improvement. 
cause of non-de-| 2. “That it recommend to the 


exam- 





\ 1. “That it emphasize to the | tive Assn. 


there iso HERMAN BODY 


Designed for Your Customers’ Specific Needs! 





The HERMAN “FORWARD CONTROL” 


Trim, modern, with “room to spare 
interior.” Herman builds many special 
interiors for these bodies — book- 
mobiles, display rooms, hatchery bod- 
ies, lunchwagons, etc, 


The HERMAN “WHOLESALE” 
for Refrigerated 
Store Delivery 


Complete with all equipment 
necessary to maintain a con- 


tinuous 40° product temper- 
ature for store delivery of 
dairy products ... meats... 


etc. No engineering to do 
with customer. 


SAINT LOUIS 10, MISSOURI 


ALL BODIES AVAILABLE IN VARIOUS SIZES WITH 
INTERIOR EQUIPMENT TO SUIT ANY BUSINESS 


HERMAN’S unique production methods provide custom designing 
on a production basis. Options that cover the complete field are 
available on all bodies for all types of customers—the Butcher, the 
Baker, the Candlestick Maker . . . 


AND THEY ARE DESIGNED FOR YOUR CHASSIS... 
Tried and proved by countless thousands of enthusiastic users over 
the years, HERMAN bodies have earned top national recognition and 
acceptance. HERMAN makes your selling job much easier. 





SHORTAGES ? 
REDUCED QUALITY? 
NOT HERE 





We're Looking for Business 


The HERMAN “WALK-IN” 
for Retail Delivery 


The easiest in and out body on the 
road, Interior walls are straight from 
front to back and top to bottom. 





HERMAN REFRIGERATED RETAIL MILK 


For complete literature, 
specifications, and de- 
tailed information write, 
wire or phone collect— 
FRANKLIN 5300. 


Maintains a product temperature of 40°. 
No engineering to do with the customer. 


package. 





@ “NIGHTLOADER” 


Maintains a continuous product temperature of 40° 24 
Especially designed for dairies who want 
to LOAD TODAY FOR TOMORROW. 
package. No engineering to do with the customer. 


hours a day. 


DELIVERY BODIES 


Drive-On-The-Road Refrigeration 
@O"COLDAIRE” | scir rerRIGERATED. 


Available as : 


Plug-in Refrigeration for 
OVERNIGHT LOADING. 


|cial vehicle inspections in the state 
met recently at the Capitol in Har- 
risburg to discuss problems con- 
fronting official inspection stations. 

Meetings of the supervisors are 


Wilhelm, commissioner of the state 
police. They were luncheon guests 
of Claude S. Klugh, general man- 
ager of the Pennsylvania Automo- 








Available as ¢ 





critical materials so as to insure 
that when allocations are mad 
delivery is assured. 

3. “That there be immediate y 
ot tae tae a thorough examination 
lof the operating procedures of the 
|Steel division of the National Pri - 
| duction Authority.” 

Holland said that, in 31 of the 
states surveyed, work on 343 
|bridges has been suspended cr 
|indefinitely delayed because of the 
| steel situation. 

“A detailed study of the find 
ings submitted to us by our stat« 
and local affiliates,’ the AAA 


MATIOWAL SAFETY Jivory of steel, the | proper agency such steps as May] official said, “leads to the follow- 
be necessary in the handling of ing three general conclusions 


First, the National Production 
Authority’s change from its sys- 
tem of issuing defense priority 
ratings to the Controlled Ma- 
terials Plan resulted in a serious 
mix-up in steel allocation pro- 
cedures. This is evidenced by the 
fact that NPA issued more 
authorizations for fabricated steel 
than the mills of this country 
produced during the third quarter 
of 1951. 

“Second,” Holland continued, “un 
less subsequent CMP (Controlled 
Materials Plan) allocations carry 
with them a guarantee of steel mill 
acceptance and delivery, most of 
the highway jobs (now stalled) will! 
be delayed for a further indefinite 
period. 

“Third, unless improvements are 
made very shortly in the handling 
of steel allocations, highway pro- 
grams involving critical projects 
during 1952 will be very seriously 
hampered. Highway and _ bridge 
construction requires a_ certain 
amount of detailed planning in ad- 
vance of contract work. 

“Unless assurance of steel deliv- 
ery can be had, contractors will re- 
i\fuse to bid on highway jobs and 
jour highway system will be further 
ietensemeen with breakdown.” 


N’Western Plans 
6 Safety Classes 


| Six courses" and conferences—all 

concerned with reducing traffic ac- 
|cidents and congestion—will be of- 
|fered this fall at the traffic insti- 
jtute of Northwestern university 

More than 200 police officers, judges 
and prosecutors, military personnel, 
|traffic officials and instructors of 
|driver license examiners are ex- 
| pected to attend. 





Poster Victor 
Youth Wins Maryland 


Auto Club Contest 


Anthony Abato, an eighth-grade 
student at St. Leo’s school, was 
named winner of the Automobile 
Club of Maryland’s third annual 
| safety poster contest. 

The young artist’s poster con- 
veyed the safety message: “Obey 
Your Safety Patrol.” He received a 
first prize of $10. 


Billa Sans Quits 
Billa Motors, Hudson dealer in 
Gretna, La., has gone out of busi- 
| ness. The dealership was operated 
| by Joseph Billa. 


ADVERTISEMENT 
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BIG BOY ! Ligoer and Letter. 


ROWN bigger and stronger 
Gris the years, he also re- 

mains delightful as you’ve always known him. 
Bigger and stronger than ever, he now gives you 
the only tire in the world with TERRACED 
SIDEW ALL BEAUTY, protected for life from all 
curb scuff and smear by its own DEFENDER 

SCUFF GUARD. 

Bigger and stronger than ever, he also gives 
you a new high level of safety. For the first time 


in tire history, he gives you SAFETY-SLOTTED 
TREAD — keeping solid nonskid traction under 
you at all times, in all weather, under all road 
conditions. 

The Big Boy remains, as ever, maker of world’s 
leading replacement tires, for old cars and new. 
He gives up to 51°% better nonskid stopping and 
holding power—58°% greater Safe Mileage capac- 
ity. (Measured in every test and -comparison 


against ordinary tires.) 





FISK 


UNITED STATES RUBBER COMPANY 


2 








Dealer Wondries Marks Second Year— 


Armbands for members of his organization—chevrons for service, stars for sales and 
bors for office employes—were a feature of Bob Wondries’' second anniversary as a 
Studebaker dealer in Alhambra, Calif. Wondries, making September what he calls a 
“month-long Sellebration,"” is shown here (flowered sport shirt) attaching barred 
brassard to the arm of Anise Chargois. At left: Service Manager Johnny Riley and 
Sales Manager Lorry Wright. The unusual ‘‘citation’’ feature, plus orchid and balloon 
favors for visitors at his showroom, won Wondries quite a bit of publicity space not 
only in - local paper but in me Los Angeles en dailies. 


of the Lakes Region Assn., was one 
of the speakers at the “Old Home 
Day” celebration in Sandwich, 


Hart Speaks at Sandwich 
Harold H. Hart, owner of the 
Hart Motor Co. (Chevrolet), Wolfe-|f, He shared the platform 
boro, N. H., and executive secretary |Gov. Sherman Adams. 








N.|Dan J. Rohyans 
with | Indianapolis 


Dealer 


Three used automobiles worth 
$1,125 and office equipment valued 
at $225 was stolen from Clayton 
Motors, Inc. (DeSoto - Plymouth), 
2120 S. Eighth St. Report of the 
theft was made to police by Cliff 
Johnson, co-owner of the firm. 

+ * * 


Boettcher Names Golden 
A. W. 





Rd., Bronx, N. Y., has announced 
the appointment of M. J. Golden as 
general manager. Golden for many 
years served in an executive capac- 
ity with Chrysler Sales Corp., Wil- 
lys-Overland and Chevrolet. 

* * ” 


Rohyans Acquires Hoster’s 


Indianapolis Ford Deal 
Dan Rohyans Motors has bought 


out George Hoster, Inc. Ford 
dealership located at 829 Broad 
|Ripple Ave., Indianapolis, at a 


sale price of approximately $250,000. 
is a native of 
has been con- 
automobile busi- 


and 
nected with the 


Sell More Trucks... Make Bigger Profits .. by Featuring 


Montpelier FF 


YOU HANDLE THE COMPLETE DEAL—WITH ABUNDANT HELP 


Boettcher, president of A. | 
W. Boettcher, Inc., 454 E. Fordham | 
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Doings 


| ness since 1938. 
Rohyans has 


Toledo 
where he served as general man- 
ager of Bob Reese Motors, a Ford 
|dealership, for the last four years. 
Associated with Rohyans in Indian- 
apolis will be Bob Reese of the To- 


been in 


ledo firm, who will serve as vice- 
president 


* * + 


Greiner Builds New Plant 


Construction has begun on new 
buildings to be occupied by R. P. 
Greiner Co., International Harvest- 
er dealer, Salina, Kans. The build- 
ings will include a main structure 
of special International Harvester 
design and a warehouse with 13,000 
square feet of floor space. 

* ok * 





SPECIALIZED 
IVERY VEHICLES 


Five Dealers Supply Cars 
To South Bend High Schools 


Five automobiles are to be used 
in the South Bend high schools 
this year for driving instruction 
classes, school officials announced. 

Dealers supplying the automo- 
biles are: Modern Motors, Inc.; 
Dillon-Fry Motors, Inec.; Scher- 







Ask Your Truck Dealer” 


Says MONTPELIER Advertising in Leading 
BAKERY, DAIRY and LAUNDRY Publica- 
tions and in Direct Mail Programs. 


“AND WE DO MEAN YOU” 


YOU, the Truck Dealer, handle the complete deal—with 
the full cooperation of MONTPELIER Sales, Engineering and 
Manufacturing Specialists—whether it be for one vehicle 





Many Large BAKERY Fleets are 
Engineered by MONTPELIER 


You Make More Sales, Bigger 
Profits — when you Give Them 
What They Need and Want.... 
Delivery Vehicles Engineered and 
Built to Their Specific Needs. 





The MONTPELIER “URBAN” is a “Nat- 


ural” for Laundries and Bakeries. 


or a large fleet. 





JERSEY 
DAIRY 





WANT TO SELL DAIRY FLEETS? 


MONTPELIER 


Will Help You. 


Here's How MONTPELIER Helps You— 


1. You tell us the nature of your customer's business, 
the weight and size of commodity to be delivered, what 
specific features he needs and wants. 


2. Tell us the Make and Model of Chassis to be used. 


3. MONTPELIER will submit pee and quotations to 
ased upon almost twenty- 
five years of experience in building delivery vehicles 


YOU—our recommendations 


specially designed for maximum delivery efficiency, 


minimum cost. 


4. Simple, isn't it? It will help you make More Plus-Profit 
Sales. MONTPELIER is especially interested in helping you 


get MORE FLEET BUSINESS—both Local and National. i 
WRITE, PHONE OR WIRE FOR COMPLETE DETAILS 
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La., has been 
GMC truck dealer. 


man-Schaus-Freeman Co.; Mou! 
der Motor Co., and Goes Motor-, 


Inc. 
* * 


City Motors Robbed 


Two money boxes, containi:.g 
several thousand dollars in cash 
and one check for $1,800, were 
stolen from the office of the City 
Motor Co., 2412 Leopard St., Corpus 
Christi, Tex., the firm reports. 

* 


* * 


Robertson by Himself 


William M. Robertson has be- 
come sole owner of R & S Motor 
Sales Co. (Chevrolet), Joplin, Mo., 
with purchase of stock in the busi- 
ness from his sister, Eleanor Spur- 
geon. The name of R & S Motor 


Sales will be retained. 
* = + 


Pate Chevrolet’s New Home 
Completed in Peru, Ind. 


Pate Chevrolet Sales is operat- 
ing in i new quarters at 779 
W. Main St., Peru, Ind., accord- 
ing to A. F. Pate, owner and 
president. 

Work was completed recently 
on a new addition to the main 
building. This unit, containing 
the repair and service depart- 
ment, is constructed of cement 
block and steel, while the main 
structure is tile. The business 
has a total floor space of 12,000 
square feet and represents an in- 
vestment of about $80,000. 


| * * * 
|Broe Named President 


|Of Prehnco Dodge Deal 


An open house was held to cele- 
brate the appointment of R. E. Broe 
as Dodge-Plymouth dealer for 
Springfield, Ill. Broe has_ been 
named president of Prehnco, Inc., 
the firm’s name. 


Harold W. Prehn, who founded 
the Prehn organization and held 
the Dodge dealership in Springfield 
since 1939, has been named board 
chairman of the corporation. 

* * x 


Southern Calif. Chevrolet 


Sales Managers Meet 


A group of more than 50 Chev- 
rolet sales managers from south- 
ern California attended their an- 
nual two-day conference at Ava- 
lon, Santa Catalina Island. 


John Ford, sales manager for 
McDonald & O’Boyle (Chevrolet- 
Oldsmobile), Monrovia, reported 
that ways and means of better 
serving the motoring public were 
discussed. Among points empha- 
sized were the importance of per- 
sonalized delivery of all new cars, 
and also the need for careful in- 
spection of new cars before deliv- 
ery. 


* f > 


Tremblay Bankrupt 


Tremblay & Sons Motors, Van- 
couver, B. C., has made an assign- 
ment in bankruptcy and the Ca- 
nadian Credit Men’s Trust Assn., 
Ltd., has been appointed custodian 
of the estate, according to notice 
filed in Ottawa. 

* . 


Thugs Take Ray’s Safe 

A _670-pound safe, containing 
$155 in cash and $5,533 in checks, 
was stolen by burglars from Ray 
& Streeter Motor Co., Hutchin- 
son, Kans., on the night of Aug. 
28. Gordon Ray, manager, has 
offered $100 reward for the return 
of the safe and contents. Unable 
to escape in a new car, the bur- 
glars used a chain hoist to lift 
the safe into a company pickup 
truck. The truck was recovered 
near a railroad shipping dock. 

* * * 


Brownlee Sells GMC Trucks 


Brownlee Truck Co., Shreveport, 
appointed authorized 


* * 


Puttroff Motor Robbed 
Puttroff Motor Co., Goodland, 


Kans., was robbed of $200 by bur- 
glars who scattered records all over 
the office. The Kansas bureau of 


nvestigation is working on the 


case. 


THE MONTPELIER MANUFACTURING CO., MONTPELIER, OHIO 


SPECIALIZED MOTOR VEHICLES 





y * * 


Bowman to Achterhoff 


Charles R. Bowman, president 
of Bowman & Co., Kaiser-Fraze: 
distributors, Grand Rapids, Mich. 
has sold out to Achterhoff Motors. 
Inc. Sale price was quoted a 
approximately $100,000. Achter 
hoff Motors has taken over a! 
parts, accessories and stock equip 
ment of the Bowman firm. 
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Truck New Products 





A six-page specification bulletin, 
number 1328, released by Baker In- 
dustrial Truck division of Baker- 
Raulang Co., 1250 W. 80th St., 
Cleveland, contains engineering and 
operating information on Baker's 
type JOM fork trucks. The JOM 
models are built in 7,000, 8,000 and 
10,000-pound capacities for contin- 
uous, heavy-duty use. 





HOLLEY POINTS—The Holley Carburetor 


Co. (Detroit 4) heavy-duty breaker arm) 
and bracket assembly is now available. 
These points are used on the Model 1255 
distributor which is now accepted by 
White Motor as original equipment on) 
the heavy duty trucks, the maker states. | 
They are interchangeable with the points | 
used on all Holley pressure distributors. | 
Contacts are made with a vent in the| 
center of the stationary disc to permit air | 
to surge past the contact faces when they | 
are opened. This prevents the cone shaped | 
deposit of transferred metal and greatly 
improves their service life, it adds. 
. + ® 


Autocar Folder Discusses 


Long Distance Hauling 

Long-distance hauling and its re-| 
liance on heavy-duty trucks and} 
tractors is discussed in a folder be-| 
ing distributed by Autocar ei 
Ardmore, Pa. 

The third in a series, the six-| 
page folder is available through 
factory branches throughout the | 
country, and from the company. It 
is titled “Heavy-Duty Autocars for 
the Long Haul.” 

* * * 


Federal Truck Line 
Depicted in Bulletin 


A new illustrated bulletin, show- 
ing the Federal line of heavy- 
duty motor trucks, has been re- | 
leased by Federal Motor Truck | 
Co., Detroit. 

The bulletin § illustrates’ the 
types of heavy-duty’ vehicles | 


available, including six-wheelers. 
It has sections covering Federal 
gasoline and diesel engines, spe- | 
cial heavy-duty construction fea- 
tures and specifications on the 
complete line. 
- 





FOR TRUCK JOBS — This all-purpose | 
truck trestle has a 16,000-pound capacity, | 
according to Unity Mfg., 1229 iameee | 
Place, Minneapolis. 

* * * 


Welding Electrode 
A new electrode for cast iron 
welding, “EutecTrode 26,” claimed 
by the manufacturer to be the first 
real improvement over conventional 
ferrous electrodes in the past dec- 
ade, is announced by Eutectic 
Welding Alloys Corp., Flushing, 
N. Y. This new electrode, the com- 
pany claims, differs from conven- 
tional ferrous electrodes in that the 
carbon content in the deposited 

metal is evenly distributed. 

* * + 


Baker-Raulang Offers 


New Load Inverter 

Although originally developed for 
use in the dairy foods industry, 
Baker-Raulang Co. claims a new 
load inverter being marketed by its 
Baker Industrial Truck division, 





'Fruehauf Urges 
‘Roads Built to Fit. 


Business Needs 


DETROIT.—Roads built to fit} 
the requirements of industry were 


1250 W. 80th St., Cleveland 2, can/|tors is available in the Third Edi-|described by Roy Fruehauf, presi- 


be adapted to any operation requir- 
ing regular inverting of palletized 
loads. 

The idea of the attachment, the 
company says, is to provide a meth- 
od of inverting unit loads quickly, 
without taking them from their 
pallets. It is pointed out that many 
manufacturers must do this to in- 
terrupt the natural settling action 


of their product. 
* * * 


Tractors Fully Covered 
In Chek-Chart Lube Guide 


Complete, up-to-date, authorita- 


tive lubrication data on farm trac- 


Edit Way -YOWRE ON 


THE ROAD TO BETTER 
POWER BRAKING! 


There's no need to be puzzled about the question of efficient 
power braking for any commercial vehicle. Where the 
preference is for a hydraulic system, Hydrovac, with over 
two and a half million installations, has proven itself the 
undisputed leader in its field. 
actuated brakes are the choice, the new Bendix Air-Pak 
air-hydraulic power braking unit is foremost in its field. 


Air-Pak, similar in design and principle to the Hydrovac, 
changes air pressure into hydraulic pressure by means of 
two direct connected pistons, thus combining all the well 
proven advantages of hydraulic brake action with an air 


brake system. 


Products of twenty-five years of practical braking experi- 
ence, these outstanding power braking systems offer 
faster, more positive and better controlled braking. And in 
both the vacuum and the air actuated units, brakes can be 
applied instantly by foot power alone—a safety factor of 
tremendous importance. Remember, regardless of size of 
vehicle or whether your preference is for vacuum or air 
actuated brakes, for the industry's finest power braking 
systems—specify Bendix* Hydrovac* or Bendix Air-Pak. 





Hydrevac 
vecuum-hydraulic 
power brake unit 


BRAKING HEADQUARTERS for the AUTOMOTIVE INDUSTRY 
- SOUTH BEND 


Lope Seter: bendix intermational Division, 17 F ith 
Ave., New York 11, NY. « Conedien Seles: Beadix- 
Ectipse of Canede, Lid. Windsor, Onterie, Canada 

evistvon vem 


PRODUCTS 
DIVISION 


BENDIX: 


commerce. 





tion Tractor Lubrication Guide, 
published by Chek-Chart Corp., 31 


|E. Congress St., Chicago 5. 


The 78-page edition centains 68 
detailed lubrication charts covering 
every popular tractor model, plus 


|five pages of general instructions, 


giving detailed procedures for com- 
plete tractor lubrication service. 

A new edition of “Facts in Fig- 
ures About Atlanta,” a booklet de- 
scribing the growth and develop- 


j|ment in the Atlanta region, has 


been published by the industrial 
bureau of the Atlanta chamber of 


And for vehicles where air 


REG. U. 5. PAT. OFF, 





dent of Fruehauf Trailer Co., 
;“economic common sense.” 

| He commented on a recent study 
iby John S. Worley, nationally 
known transportation authority, of 
the influence of transportation fa- 
cilities in the redwood logging in- 
dustry concentrated in northwest 
|California. Fruehauf Co. is pub-| 
|lishing the study. 

As Dr. Worley says in his study, 
Fruehauf pointed out, the state 
highway department should study 
lthe needs of the industry in the 
area and design and build the roads 
to meet these needs. 

“The money to build and main- 


as 


27 
tain roads comes from business and 
industry,” Fruehauf stated. “In 
other words, if there were no busi- 
ness there would be no taxes paid. 
And without taxes, highway de- 


| partments would not have the funds 
|with which to build roads.” 


He said the roads in all of the 
U. S. should be planned and con- 
structed so that business and indus- 
try can get the utmost efficiency 
out of them. 

“And when we build roads to 
meet the needs of industry, we 
automatically provide the passen- 
ger car driver with the finest of 
highways,” he said. 


Dallam County Motor 

The Texas secretary of state has 
announced the _ incorporation of 
Dallam County Motor Co. in Dal- 
hart. The company was chartered 
with $30,000 capital stock by J. H. 
Wiginton, Helen Wiginton and 
Mary Belle Joy. 
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Lawsuits Affecting Dealers... 
Court Decisions 


By Leo T. Parker 


Attorney at Law 


YENERALLY speaking, a dealer | 
¥ who sells an automobile with- | 
out making it clear to the purchas- | 


er that his title is not perfect has 
no legal recourse in subsequent liti- 
gation involving legal ownership of 
the car. 

For example, in Garrett v. Hunt- 
er, 48 So. (2d) 871, the testimony 
showed facts as follows: One Gar- 
rett sold an automobile to an auto- 


mobile dealer knowing the dealer | 


Langelier on Commission 

Joseph Langelier, automobile 
dealer at Somersworth, N. H., has 
been appointed by Gov. Sherman 
Adams to fill a vacancy on the 
Somersworth police commission. 
Langelier previously served a two- 
year term and a three-year term 
on the commission, from 1935 to 
1941. 





| 
| 
| 
would resell the automobile. 


The check given Garrett for the | * 


purchase price was dishonored. 
One Hunter purchased the auto- 
mobile from a third person to 
whom the dealer sold the auto- 
mobile. 
| In subsequent litigation, the 
|higher court held that Garrett | 
could not recover possession of the | 
automobile from Hunter. 
| 


* x * | 


| Trade-Name Trouble | 
| CONSIDERABLE discussion has 


jthe legal “When and 
under what circumstances can an 


question: 


trade-name?” 

The answer is: Only when the 
original dealer adopts his trade- 
name which does not contain the 
name of the state, county, city or 
street where the business is lo- 
cated. 

For example, in Mann v. Park- 
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Dodge Tests Truck on Mich. Sand Dunes— 


This four-wheel-drive Dodge is being driven on the Sleeping Bear Point sand dunes 


follows: Since 1917 a man named 
Mann operated a sales agency 
known as the “Parkway Garage” 
on the Revere Beach Parkway, 
commonly known as the “Park- 
way.” 

In 1946 another company opened, 
in the same location, a garage and 


many manzel.-- 
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ved 
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5; a ; : 
arisen from time to time wre at Glen Lake, Mich. The location was picked to determine the vehicle's tractive ability. 


|automobile dealer prevent a com-|W8Y Motor Sales, Inc., 85 N.E. (2d) | sales office under the name “Park- 
petitor from adopting a similar| 210, the testimony showed facts as | way Motor Sales, Inc.” Mann filed 


|suit and asked the court to enjoin 
j}use of the name “Parkway Motor 
| Sales.” 

The testimony showed that con- 
fusion had occurred in the mis- 
delivery to Mann of packages and 
invoices intended for the Parkway 
|Motor Sales, and in the misdirec- 





| tion to Mann of telephone calls 
intended for the Parkway Motor 


. Sales. 


However, the higher court re- 
fused to issue the injunction, say- 
ing: 

“The parties are competitors for 
the sale of automobiles and for 
the servicing and repairing of 
motor vehicles. . . , The plaintiff 
|(Mann) was the first user of the 


*| word “Parkway” in connection with 


|the automobile service business on 
|the Revere Beach Parkway in 
|Revere. Upon all the evidence, 
however, the word ‘Parkway’ had 
not acquired a secondary meaning 
|as designating the plaintiff’s place 
|of business.” 

* > 


KY. Rules W eight Violation 


Affects Only One Truck 


FRANKFORT, Ky. — Attorney- 
General A. E. Funk of Kentucky 
has given this opinion to J. M 
Dickerson, assistant commissioner 
of the department of finance and 
taxation at Nashville: 

“A violation of the weight statute 
by a truck carrier operating in 
Kentucky does not operate to de- 
prive a carrier company of reci- 
procity on all its trucks, but merely 
on the truck so violating the weight 
| laws.” 


_ Monte Carlo Rally 
Rules Are Changed 


For Jan. Event 

MONTE CARLO.—Important 
changes in the rules for the Monte 
Carlo Motor Rally, Jan. 22-29, will 
make it possible for every car in 
the race to have an equal chance of 
| winning, it is said. 

“The fastest cars will no longer 
have the advantage, and the ama- 
}teur motorist will have just as 
|much chance as the professional,” 
|said Antony Noghes, organizer-in- 
chief of the Rally and president of 
|the Automobile Club of Monaco. 
| The changes have been made as 
ithe result of a careful study of 
| previous rallys. 








Mims on N. C. Gas Study 

Allan Mims, former president of 
|\the North Carolina Automobile 
|Dealers Assn., has been named by 
Gov. Scott to serve in a 12-man 
|committee to study present North 
Carolina gasoline prices. The pur- 
|pose of the committee is to rec- 
|ommend whether or not gasoline 
|prices should be regulated by a 
|state agency, according to the 
NCADA. 


The back pages of every issue of AUTO- 
MOTIVE NEWS contain the WANT AD 
Section. Others are profiting from AUTO 
| MOTIVE NEWS WANT ADS! Are you? 


a, The 
COURIER-EXPRESS 


SELLS 


WESTERN NEW YORK 


Because WESTERN N. Y. 
iS SOLD ON THE 
COURIER-EXPRESS 





BUFFALO'S LARGEST CIRCULATION 


and the largest in the state out- 
side of N. Y. City—is the Sunday 
Courier-Express. 290,348 copies 
(ABC Audit, 9/30/50) blanket 
Western New York’s huge eight- 
county market of 400,000 families. 


ROP COLOR 


for greater impact is offered by 
the Courier-Express. One color 
plus black—when available— on 
Sundays; one, two or three colors 
plus black, on weekdays for your 
most powerful selling force di- 
rectly aimed at those».Western 
New York families with the most 
money to spend. 


| BUFFALO 
| COURIER- EXPRESS 


Western New York's Only Morning 
ee ¥ 


‘5 ou x eer 
MEEKER & SCOTT 


REPRESENTATIVES: 
| scot 
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Color adds the extra selling power you need in the big Chicago Market 
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Auto Personnel 





Dr. Vladimir Haensel, of Univer- 
sal Oil Products Co., Chicago, will 
receive the $1,000 achievement 
award in petroleum chemistry in 
1952, it has been announced by the 
American Chemical Society. The 
award is offered by Precision Sci- 
entific Co., and is in recognition for 
his inventing the “platforming” 
process of refining gasoline through 


the use of platinum. 
* * * 


Steffen Moves Up; Wells 
Retiring as AC Buyer 


Leon R. Steffen has been named 
director of purchases for AC 
Spark Plug division of General 
Motors. He succeeds Herbert R. 
Wells, who is retiring after 40 
years of AC service. 

Starting as a stock handler with 
AC in 1910, Wells was shortly 
placed in charge of purchasing. 
In the ensuing years, he saw AC 
grow from 100 employes to its 
present 12,000; and from manu- 
facturer of a single product 
(spark plugs) to one of the 








| world’s largest suppliers of auto- 
motive accessories. 
Steffen came to AC at the close 
of World War I, and has been a 
member of the purchasing depart- 
ment continuously during the 
past 32 years. He was named as- 
sistant director of purchases in 
September, 1944. 


* * 


Budd Promotes Four Officials 


In Labor, Personnel Units 


The following promotions in the 
Budd Co.’s industrial and person- 
nel relations department have been 
announced by John R. Bangs, di- 
|rector: Robert H. Erwood, former- 
ly director of personnel for Detroit 
operations, has been made assistant 
director of industrial relations. He 
will remain in Detroit. 
Hanafin, formerly safety director 
and assistant personnel manager of 
the Charlevoix plant, Detroit, has 
been made manager of labor rela- 
|tions at that plant. 

Richard Rauser, formerly em- 
ployment, training and communica- 
itions manager at the Charlevoix 


Edward | 


Today’s business man needs— 
and demands—quick delivery of 
his essential goods and materials! 
He depends on you to do the _ 

on 


plant has been made _ personnel 
manager there. Gustave A. Ander- 
json, formerly assistant personnel 
|manager of the Hunting Park 
| plant, has been appointed manager 
{of personnel and labor relations for 
the Red Lion plant in Philadelphia. 


* * 


Riegel to Head Forum 

Glen C. Riegel, chief metallurgist 
of Caterpillar Tractor Co., Peoria, 
Ill., has been named by the Ameri- 
can Society for Metals to lead for- 
eign and American experts in tech- 
nical sessions at the World Metal- 
lurgical Congress in Detroit, Oct. 
14-19. 


* * - 


Gair Names Mills 
Wray H. Callaghan, sales man- 


| ; 
ager of the folding carton division | S¢hool 


|of Robert Gair Co., Inc., New York, 
j}has announced appointment 





ae 


Bus from |-H— 


International Schoolmaster buses serve the Riverside (Calif.) school system in o 


of | variety of ways in addition to providing students with home-to-school-and-return 


|Beaven W. Mills as sales manager | transportation. Polytechnic high school pupils ride this model L-183, one of a fleet of 


for the firm’s Gairvure cartons. 
* * * 


Shepard Quits Air Force 


For Thompson Products 


Brig-Gen. Horace A, Shepar 
has resigned from the U. S. Air 
| Force to accept a position as vice- 
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tenance ex 


power for lon 


economically, dependably an 
time! And—thanks to Timken- 
Detroit Axles with Hypoid Gear- operation under 


ing—successful fleet operators 
are continually stepping up 
schedule speeds—increasing ton- 
miles and profits! 


The simple, ru 


mitting capacity is 


Slower gear ratios are practical 
without loss of strength. 


SEND FOR THIS INFORMATIVE ILLUSTRATED BOOKLET ON 
HYPOID GEARING TODAY! IT'S YOURS FOR THE ASKING! 


of Hypoid Gearing keeps main- 


HYPOID 


HEAVY-DUTY GEARING 
The offset Hypoid pinion is big- 
ger and stronger. Bearings are 
bigger. More teeth are in con- 
tact, reducing loading per unit 
of contact area. Torque-trans- 


and road conditi 


construction H 


TIM 
PN 


increased. 


TRADE MARK 


motive parts. 
| pilot, 
a. general in 
achieved the rank at 34, in 1947. 
He will assist Thompson’s gen- 
president of Thompson Products, eral manager, J. D. Wright, in the 
Inc., supplier of aircraft and auto-| ex 
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26 new Internationals, to the loca 





| YMCA for swimming instructions. 


Rated a command{|the company’s role in national de- 


pansion program necessitated by 


MKEN-DETROIT 


AND HEAVY-DUTY AXLES 


se at a minimum— 
provides plenty of stren and 
This 
modern design of heavy-duty axle 
feesiee has been proved by 


illions of miles of trouble-free 


all types of load 


ons: 





A PRODUCT OF THE TIMKEN-DETROIT AXLE COMPANY 
DETROIT 32, MICHIGAN 





REGISTERED 


WORLD'S LARGEST MANUFACTURER OF AXLES FOR TRUCKS, BUSES AND TRAILERS 
PLANTS AT: Detroit and Jackson, Mich. @ Oshkosh, Wis. @ Utica, N. Y. 
Ashtabula, Kenton and Newark, Ohio @ New Castle, Pa. 


If you’re in the market for new 
trucks, specify Timken-Detroit 
poe ar Hs toa You'll find 

i ng an important 
ThahenDeerele tecrare! = 


Air 


Shepard was the youngest |fense. With headquarters in Cleve- 
He |land, and plants in 14 U. S. and 


;|Canadian cities, Thompson Prod- 
| ucts is a major producer of jet en- 
gine components. 


|Friend Is N. Y. Manager 


For Bendix-W estinghouse 


| Announcement has been made of 
|the appointment of Paul E. Friend 
as the New York regional manager 
|of Bendix-Westinghouse Automo- 
tive Air Brake Co 

Friend has been assistant region- 
jal manager of the New York of- 
fice for three years. 

He joined Bendix-Westinghouse 
as a sales engineer in 1946 follow- 
jing four years service as a lieuten- 
}ant in the Navy. He is a member of 
ithe Society of Automotive Engi- 
neers and the American Ordnance 
Assn 


Britton Heads Up Service 


|For Chevrolet in Atlanta 
| Appointment of R. E. Britton as 


|service manager of Chevrolet’s 
|southeast region, with headquar- 
ters in Atlanta, 


has been an- 
nounced by E. L 
Harrig, manager 
of the service and 
mechanical de- 
partment. 

Britton has been 
with Chevrolet’s 
central office in 
Detroit 25 years, 
first in the parts 
and _ accessories 
| department and 

later as office manager of the serv- 
ice and mechanical department. 
Most recently Britton’s assignments 
have included advisory service on 
dealer building facilities. 


* x * 





| RK. E. Britton 


Kralovec Named to Manage 


Fostoria Durabake Sales 

E. L. Bates, sales vice-president 
for Fostoria Pressed Steel Corp., 
|} has announced the appointment of 
Donald E. Kraloveec as sales man- 
|ager for the company’s Durabake 
line of infrared equipment for au- 
tomotive refinishing. 


Kralovec, previously sales man- 
ager for a manufacturer of spray- 
ing equipment, recently represented 
several manufacturers of body shop 
equipment and supplies in the mid- 
west area until accepting his pres- 
ent position. 

* o 


Goodrich Shifts Rabe 


Ralph T. Rabe has been named 
manager of the new Atlanta dis- 
trict office for the Automotive, 
Aviation and Government sales di- 
vision of B. F. Goodrich Co., ac- 
cording to G. E. Brunner, division 
general manager. The office is -lo- 
cated at 200 Forsythe St. Ancel B. 
Hersman succeeds Rabe as Miami 
district manager for both the Auto- 
motive, Aviation and Government 
division and International B. F 
Goodrich Co. 


* * * 


Webster in New Post 
Hyatt Bearings division of Gen- 
eral Motors announces the appoint- 
ment of Frank H. Webster as as- 
sistant manager-western division, 
|Chicago. Webster joined Hyatt in 
| 1925. 


The back pages of every issue of AUTO 
MOTIVE NEWS contain the WANT AD 
}Section. Others are profiting from AUTO 


MOTIVE NEWS WANT ADS! Are you? 
\ 
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ONDON.—(UTPS).—There is to 
4 be a concentration of British 
car exports to the American and 
Canadian markets 
This will be due to two main fac- 
tors: a fall in production due to 
the steel shortage, and the decrease 
n popularity of British cars on the 
Continent 

The need for dollars makes the 
U. K. government place greater 
emphasis upon the U. 8S. and 
Canadian markets, and the re- 
quisite models to recapture the 
European market would inter- 
rupt the flow of car production. 
Defense needs are cornering some 
of the car production facilities at 
the factories. To meet these 
troubles the government has al- 
ready announced a limit of 80,000 
new cars for the British market 
next year—the rest will have to be 
exported. 

* * + 


New Austin Model 
HERE is much speculation on 
the new Austin Seven, 


war. All the car manufacturers in 
Britain are finding the Canadian 
market much tougher, especially 
following the clamp-down on credit 
terms. 

The Austin display at a slump 
spell was planned as a bold effort 
to show Canadians that Austin in- 
tends to stay in their market. Inci- 
dentally, reports that the anti- 
dumping duties are hitting U. K. 
car sales are denied. 

One effect of stiffer competi- 
tion in the dollar markets and 
the Continent has been a much 
bigger flow of cars from Britain 
to Australia. So far as Europe is 
concerned. the honeymoon en- 
joyed by U. K. car manufacturers 

is over, and it is doubtful whether 
any really serious attempt will be 
made to regain supremacy there 
for a couple of years at least. 

German, French and Italian auto 
firms are pushing out small cars by 
the thousands, and they have cap- 
tured the market—a market in 
need of something cheap with rea- 
sonable performance, without trim- 
mings. 


These models are thought un-| 


likely to find accentance abroad, 
and U. K. manufacturers are con- 
fident the European manufacturers 
will not be able to crash into the 
American, Australian and New Zea- 
land markets. 

More cars have been sold on the 


U. S. market this vear. in spite of | 


a fall of nearly 18.000 in the num- 
bers of cars exvorted from Britain 
in the first half of this vear. The 
fall has heen about 7 percent. 


= * * 


Defense Order 

S PART of the defense program 

in Britain. Rootes has been 

given bie orders for a new three- 
ton truck designed as a “go-any- 
where” tvpe to carrv a ton. Origin- 
allv designed for exvort. it has heen 
sli¢htlv modified for Army needs. 

Levland Motors claims it has 
cornered the Latin-American 
market for buses with its new 
underfloor - engined Royal Tiger 
coach. 

From this area it has contracts 
for 2.266 buses of the underfloor- 


Revnolds’ Auto Items Due 


At Metals Exposition 


LOUISVILLE. — Revnolds Metals 
Co. reports its exhibit in booth 
F325 at the National 
sition, Michigan state fairgrounds. 
Detroit, Oct. 13-19, will feature 
important new applications 
iluminum in the automotive indus- 
tries. 

Also highlighted. a spokesman 
said, will be new industrial apnlica- 
tions. industrial finishes using 
aluminum pigmented coatings. pro- 
tective packaging with aluminum 
foil and products made by Reynolds 
Fabricating Service. 


Barton Opens Own Deal 

Dick Barton has opened a Chrys- 
ler-Plymouth dealership in Tor- 
rence, Calif. He was formerly asso- 
ciated with Jim Wexler in a Chrvs- 
ler dealership at Downey, Calif. 
Wexler is now sole owner of the 
Downey deal. 


Auto News from Britain 


More Exports of British Cars to America 
4nd Canada Predicted in London 


in the future. | 


a car| 
which had a wide popularity pre-| 


Metal Exno- | 


of | 
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engine type. Contracts for the 
Argentine alone exceed 900, and 
deliveries have already started, 
This firm’s planning controller at 
the body-building plant, R. L. Ban- 
nister, is spending four months 
with U. S. auto firms to 
American methods. His trip has 
| been sponsored by the ECA. 
Ferguson has just made two 
shipments to Greece and Spain of 
tractors and plows worth $400,000. 
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DeSoto Officials 
Visiting Dealers 


In 50 Cities 


DETROIT.—DeSoto is _ holding 
fall business meetings with its deal- 
}ers in 50 key cities across the coun- 
|try throughout September and the 
» | first two weeks in October. 
] Factory executives attending va- 

rious meetings are C. E. Bleicher, 
|president; J. B. Wagstaff, sales 
vice-president; R. M. Rowland, 
western sales manager; A. B. Niel- 
observed its 25th anniversary by opening sen, eastern sales manager, and 
Paul Herpolsheimer jr., national 
| field supervisor. 





|Corner Location Increases Trafic— 


| 


McArthur-Wood Chevrolet Company, Inc., 
| this attractively appointed used-car lot in Gaffney, S. C. The dealership reported sales 


| of 21 cars in its first three days of operation. 


de...Qutside... 
around the car... 


more places on today’s cars. you ll find 


PLexiGLas acrylic plastic molded parts. Especialls 


ment panels, 


speedometer. 


wheel ornaments, decorative bezels and escutcheons. 


where functional beauty is needed! PLExtcias tail light 
and stop light lenses, front and rear medallions, instru 


Oldsmobile Toit Light lens—o typical PLEXIGLAS part 
on 1951 cars. Molded by Guide tamp Division of 
General Motors, Anderson, Indiana. 


parking light lenses, hood and steering 


radio. clock and gauge dials—all are 


| being used on the nation’s 1951 and 1952 motor cars. 


| PLEXIGLAS molded parts have gem-like sparkle, rich 
color, resistance to breakage and heat—plus excellent 


dimensional stability and outstanding resistance to 
weather. PLEXIGLAS permits economical production of * 


CHEMICALS [ira FOR INDUSTRY 


identical parts in large quantities. Write for our book- 


let showing 


acrylic plastic molding powders. 


Detroit representatives: W. E. Biggers and R. C. Oglesby, 728 
Fisher Building, Detroit 2, Michigan, Telephone: Trinity 3-3200 





typical parts molded from PLEXIGLAs 


ROHM & HAAS 
COMPANY 
WASHINGTON SQUARE, PHILADELPHIA 5, PA. 


Representatives in principal foreign countries 


PLEXIGLAS is @ trade-mark, Reg. U. S. Pat. Off. and in principal 
foreign countries 

Canadian Distributor: Crystal Glass & Plastics, Ltd., 130 Queen's 
Quay at Jarvis Street, Toronto, Ontario, Canada 
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} Doesn't Know A 


Aucustus lr. GUNCH is a hermit. Holed up in a cave back in °23, and 
he’s been there ever since. Closest Gus has been to another human 
being, since then, was back in °47 when a man passed within a stone’s 
throw of Gus’s hide-out. But the man was inside a bear, and not in a 
position to throw stones. And the bear never bothered Gus, because 


by then he figured Gunch was one of the boys. 


We mention Gus only because, according to some research we've 
been doing, he is the only adult in the United States who doesn’t know 
about the Nash Airflyte. Gus achieved this unique distinction because, 
since 1923, he 


... hasn’t read a newspaper—where Nash Airflyte advertising reaches 


| upwards of 75,000,000 readers every month! 


... hasn't seen a national magazine—where four-color Nash Airflyte 
advertisements remind 40,000,000 people every month that the 


Airflyte is the world’s most modern car! 


) ...hasn’t even heard about television—that lovely invention that 

| brings Paul Whiteman’s TV Teen Club (and some wallop-pack- 

| ing Nash commercials) into the homes of 2,500,000 Americans 
each week! 


...hasn’t seen a 24-sheet poster—not even one of our Nash posters 
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| 
VOUT NASH. 


which are viewed by more than 90,000,000 prospective car buyers 


every day of the year! 


... hasn't read a sportsman’s magazine, and is therefore unaware 
that 6,000,000 avid outdoorsmen are reminded every month 
that the Nash Airflyte has special-for-sportsmen features they 
can’t get in any other car. (Gus hasn’t even seen the Nash Hunt- 
ing and Fishing Films which are rated top-entertainment by 


sportsmen’s clubs across the country.) 


... hasn't seen any of the leading medical journals, in which special 


Nash Airflyte advertising is addressed to doctors. 


... hasn't been exposed to any of the special promotions and publicity 


that help to keep Nash Airflyte sales going up, up, up! 


We have dispatched a special courier, armed with reprints of current 
Airflyte advertisements and a battery-operated TV set, to find Gus 
and bring his education up to date. Only then will we be able to relax 
—sure in the knowledge that Nash Airflyte advertising—most exten- 
sive and intensive in our 49-year history—is seen, read and heard by 
EVERYBODY! 

NASH AIRFLYTE—The World’s Most Modern Car 


THE AMBASSADOR «+ THE STATESMAN + THE RAMBLER 
Nash Motors, Division Nash-Kelvinator Corporation, Detroit, Michigan. 













Merchandising 


Memos to Dealers 





DEAS on how to successfully con- 

duct incentive sales campaigns 
were offered the other day by Elton 
F. McDonald, of Cappel, MacDon- 
ald & Co., Dayton. 


MacDonald pointed out that it is| 


a good idea to let salesmen set 
their own goals after fair incentives 
are offered. Naturally optimistic, 
they are likely to set higher stand- 
ards for themselves than sales 
managers. 

Showmanship plays an impor- 
tant part. Make the campaign as 
colorful as possible. 

By interesting the families of 
salesmen in the contest, a dealer 
will double his sales force. 
salesman will push harder for fam- 








kn0w-° 


[ve © 


President, Service Motors, Inc., Fond du Lac, Wis. 


You bet it pays to handle Heil. Listen to Mr. Alexander: “When 
we have Heil Bodies and Hoists mounted on our Ford trucks, we 
know from the past 33 years’ experience that we are furnishing 
dump-truck units that are tops in their class. The reliable perform- 
ance and low operating cost of Heil Dump Units result in satisfied 
customers and many repeat sales.” 

You, too, can profit by selling Heil Bodies and Hoists for every 
job, every chassis. A Heil distributor near you does the mounting 
for you — and provides prompt service, using genuine Heil quality- 
built parts. Get to know him — he’s as near as your phone. 





By Bob Finlay 


The | 
| forts. The 


“HEIL Bodies and Hoists 
are a good line to ew! 
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| be in proportion to the business | 
| developed. 
Prizes should bring long-range 
| goodwill Selections should be as 
| wide as possible so that the sales- 
man and his family can choose | — 
what they value most. |g 
Prepare for the next campaign 
by publicizing outstanding awards. 
Keep in mind that sales contests 
are only what you make them. 
Make yours a high-spirited affair. 
We've all seen parties that should 
have been gay fall flat on their 
face for want of proper handling. 


* * o 


| Mp tealanay reading Nash’s report 
of how 169 top Nash salesmen 
find prospects and make sales. 
There’s nothing very mysteri- 
ous about the success of these top 
Most of it boils down to 








ily approval than for management | 
approval. Note that most prizes se- 
lected are for the home. 

Work in surprises periodically to 


keep interest high. 
Ford Dealers for 35 Years— 


Sales training “medicine” is men, 

easier to take in a contest, so commonsense — friendliness in 

work sound fundamentals of | handling people, hard work, de- 

salesmanship into promotional | termination, a seeking out of all 

material. possible opportunities to get their 
story across and the use of avail- aaa 





Two Milwaukee Ford dealers are paid tribute by Ford Motor Co. as each observes 
his 35th year as a dealer. Left to right are Leonard Rohrbach, vice-president of North 
western Motor Car Co.; John M. Osborn, field manager for Ford's Rockford (Ill.) district; 
L. A. Snetcamp, president of Northwestern, and Walter Lae, ¢ owner of Walter Laev, Inc. 








_ A salesman likes to see his name! able aids. ¥ 
in print. Provide a listing of the! For instance, one salesman point- 
salesmen’s names in_ progress! oq out: 


they come through with the name 
of someone who is thinking about 


— contest standing bulletins,! “]{ never buy gas, groceries or| buying a car.” 

oes anything else, without making sure | a 

Keep the rewards elastic. Fixed |that the person I buy from knows | Liked the comment of one sales 
|man on asking for the order: 


prizes may limit a salesman’s ef- | ‘that I sell Nash. 
value of awards: should |, “You'd be _ surprised how often 


“T’ve always got better reasons 


| / ein for BB yes” 


— says Howard Alexander, 


THe HEIL co. 


3059 WEST MONTANA STREET, MILWAUKEE 1, WISCONSIN 
Factories: Milwaukee — Hillside, N. J. 


District Offices: Hillside, Washington, D. C., Atlanta, Milwaukee, Detroit, Chicago, 
Kansas City, Dallas, Los Angeles, Seattle 


TH 5991, 





BH-172 





CONTRACTOR'S BODY 


| 
for asking for the order than my 
|prospect has for refusing to sign.” 


* * * 


Real Thing 

5 Dor decoys comprised the art 
work in a recent used-car news- 

paper ad spotted by Lamont-Wray, 


Buffalo, N. Y. 
Said copy: “Never a decoy al- 
ways the real thing.” 
On the Beam 
CROwDbs were attracted in the 
4 loop area of Chicago along 


Dearborn St. the other day by the 
following sign on a Nash car in a 
parking lot: 

“Don’t Disturb Us. We're 
Dreaming of a Swell Deal at 
Downtown Nash, 1200 W. Madi- 
son St.” 

The made-up bed inside the length 
of the tonneau revealed two wax 
figures simulating a pair of young 
women asleep. 


Peace of Mind 


\ ILLER MOTORS, Binghamton, 
+ N. Y., likened its used-car 
guarantee to hospitalization insur- 
ance in a recent used-car news- 
paper ad featuring a cartoon of a 
man in a hospital bed. 

Said copy: “No major repair bills 

protection—peace of mind. All 


our used cars are sold with a lib- 
eral guarantee 
be satisfied.” 


the customer must 





N.Y. Dealer Wins 
Case Involving 


Irate Customer 
NEW 





YORK.-—-A customer, who 
“picketed” the premises of Dexter 
Motors, Inc., here, alleging the firm 
sold him a used car as a new car 
was given a suspended sentence for 
disorderly conduct. 

The dealership took the case to 
court when the customer refused to 
moved his parked car from in front 
of its showrooms. He had attached 
signs claiming that the firm sold 
him a car which had been driven 
150 miles as a new automobile. 

Dexter Motors denied the chargé 
and pointed out that the man had 
driven the car for several weeks 
before deciding it was not as orig 
inally represented. 
| The firm attempted to settle the 
differences amicably and offered to 
correct any mechanical difficulties 
the customer had experienced, but 
to no avail. 

Taken into court, the customer 
was fined $50 and sentenced to 30 
days in jail, but both sentences 
were suspended. 


| Merc-O-Matic Cars 
Now Top 50,000 


DETROIT. More than _ 50,000 
Mercury cars equipped with th 
new Merc-O-Matic automatic trans 
mission are now on the highway 
according to Joseph E. Bayne, Lin 
|coln-Mercury general sales man 
ager. 
| Introduced on the 1951 model les 
| than a year ago, the new transmis 
| Sion met “immediate acceptance 
|by the buying public, and dealers 
are still unable to meet the demand 
|Bayne said. At the present time 
| more than one of every three Mer 
jcurys produced is equipped with 
Merc-O-Matic. 
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On the Financial Front. . . 


Auto Makers Top All 
In Dividends Paid 





By George Deery 
Associate Editor 

HILE there are uncertainties 

about the future, 
auto stocks can grin with the 
knowledge that they received the 
greatest increase in dividends for 
the year to Sept. 1 than was paid 
out by any other group of manu- 
facturers. 

A Department of Commerce re- 
port, covering corporations that 
publish statements, states that 
all types of businesses boosted 
disbursements 13 percent in the 
first seven months. The auto peo- 
ple dished out 28 percent more 
than in the corresponding period 
of 1950. 

So far this year stockholders in 
the various classifications of com- 
mercial activity have pocketed 
$4,141,000,000. A healthy push was 


| month a year ago. 
holders of |} 





AUTOMOTIVE NEWS, SEPTEMBER 24, 1951 


given the total by July’s payments 
pared with $520,000,000 for the same 


+ * * 


YRANTED that _ stockholders 
don’t necessarily shoot the mail- 
man when he brings dividend 
checks in July, they nevertheless 
realize that this is usually a light 
month in this respect. It was dif- 
ferent this year. 

On a percentage basis, railroads 
Cont in payments to. their share-| it¥. near Tokyo. Kaisers are scheduled to 
holders, but the oil refiners showed 
up with the most substantial jump 
in dollars distributed—$403,200,000 
in the first seven months of 1951. 
In the January-August period of 
1950, holders of stocks in this group 
received $338,700,000. 

The mining industry shelled out 

23 percent more, while trade, 


For K-F in Japan— 


This sketch depicts the sales-service fa 





finance, communications, and the 
heat, light and power industries 
were ahead by from 6 to 11 per- 
cent. 


Sole major group to cut its pay- 
ments was the food, beverage and 
tobacco classification, which 
dropped its returns to stockholders 
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— A WAX SEALER that cannot 
Chip, Peel or Check 


Preserves or Restores that “SHOW-ROOM” Appear- 
ance to car finishes. AMAZING CUSTOMER SATIS- 
FACTION—PROMOTES BUSINESS & PROFITS. 


For Commercial and Industrial Trades exclusively— 
Users Say** 

‘‘Had 20 months to receive customer reaction and it has 
in all instances been excellent .. .”’ 

“Could not believe there was enough wax in spraying 
operation but wax was still there after 19 months. . .”’ 
‘‘After 14 months with regular washing care car still has 
its beauty and lustre...” 

‘‘We treat as many as 50 cars from a gallon...’’ 


TAKES ONLY 2 MINUTES TO APPLY 
All you have to do is to prepare the car as you want it to 
stay—then spray CLINTONE on any painted or metal 
finish, in all corners, even on windows except outside 
windshield. One gallon treats up to 50 cars. 


MANUFACTURER'S SPECIAL OFFER 


ORDER A GALLON TODAY—wWhen you remit $13.50 with 
order, we pay shipping cost anywhere in U.S.A. 


MANUFACTURED AND SOLD ONLY BY 


CLINTON SPRAY WAX CORPORATION 
3651 W. Albion Avenue Lincolnwood 45, Illinois 
FACTORY— MILWAUKEE, WISCONSIN 
*“PURE WAXES emulsified—no oils, gums or resins. 

**Names on request. 


Supplied through Automotive, Airmotive & Marine Jobbers and 
Dealers in Spray Gun, Buffing & Polishing Equipinent. 





Newton D. Baker, Secretary of War 
in President Wilson’s cabinet, and 
Nobel Prize physicist Dr. Arthur 
H. Compton. 


Aro Takes Over 


Pyles Industries 


DETROIT.— Aro Equipment 
Corp., Bryan, O., has purchased 
Pyles Industries, Inc., here. The 
firm will bear the 
name of Pyles In- 
dustries, Inc., sub- 
sidiary of Aro 
Equipment. 

Pyles makes 
heavy-duty pumps 
for handling mas- 
tics, sealers, and 
sound deadeners; 
and metering de- 
vices, flow guns 
and special equip- 
ment for handling 
industrial lubricants. Pyles has na- 
tion-wide sales distribution through 





cilities under construction in Tokyo by East 
Japan K-F. The company already is in production on the Henry J at a plant in Kawasaki 





go on assembly lines late this year. 


George S. Pyles 





this year to $241,000,000 from $242,- 


100,000. 7 
so @« & its own trained field engineers. 
Oo , George S. Pyles will continue as 
uch! president of the company, which 
NCOME tax paid by Socony-|he founded. 


Pyles, prior to founding the com- 
pany in 1943, was with Fisher Body, 
where he served as plant engineer, 
standards superintendent and later 
as a plant manager. During World 
War II he was on the Washington 
staff of the late William Knudsen. 


White Opens Sales Lot 


Ed White Motor Co., Wichita, 
Kans., has opened a new, modern 
sales lot at 2602 S. Broadway. The 
firm has another location at 1021 
E. Douglas, where they have been 
conducting business for 10 years. 
The company has six salesmen at 
the new location, and eight salesmen 


Vacuum Oil for 1950 amounted 
to $1,000 for each employe in the 
U.S., according to an article in the 
current issue of The Flying Red 
Horse, employes’ publication. 

Socony-Vacuum’s income tax 
“bite” equalled all dividends paid 
by the company in 1950 and, the 
article asserts, “that was only 
the beginning.” The article con- 
tinues: 

“Uncle Sam collected about $56,- 
000,000 more out of the $200,000,000 
paid in salaries and wages to Fly- 
ing Red Horse employes in the 
U.S. Stockholders paid an esti- 
mated $14,000,000 in taxes on their 











dividends from the company. In 
addition, the company collected | 4t the old site. ahs 
$180,000,000 in excise and_ sales 





taxes on gasoline and other petro- 
leum products, and passed this 
money along to federal, state and 
local governments. 

* * * 
“[HUS, the governments collected 
over $330,000,000 all told direct- 
ily from Socony-Vacuum and its 
stockholders and employes. This 
was $156,000,000 more than our em- 
ployes and stockholders had left in 
| their hands.” 
| The article points to probable ex- 
pansion of “already-inflated” gov- 
ernmental budgets and concludes: 
“The country more than ever needs 
profitable big business.” 

. = * 


‘Big Board Lists 
King-Seeley 


The common stock of King-Seeley 
|Corp. has been listed on the New 
| York stock exchange. It is one of 
| the largest stock exchanges of auto 
instrument panel assemblies, speed- 


ometers and engine governors. 
+ - * 





DEALERS! 


WE 
WHOLESALE 
USED CARS 
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12240 JOS. CAMPAU 
DETROIT’S OLDEST 


CHEVROLET DEALERSHIP 
TW 1-0600 


Cal CONNELL 
Pe 
12330 JOS. CAMPAU 

TW 3-5100 
DETROIT'S VOLUME 
CADILLAC DEALER 


DEALERS ONLY 













Earnings 
Motor Products—-Year to June 30: 
Net profit after $5,315,000 taxes was 
$3,840,387, or $8.20 a share, com- 
pared with $4,599,898, or $9.74 a 
share in previous year, when taxes 
were $2,941,000; net sales $104,338,- 





073, increased from $65,657,473. ss 
ao ee ADVERTISEMENT 


Cooper Tire & Rubber — Six 
months to June 30: Net profit, $142,- 
866, or 91 cents each on 156,721 com- 
mon shares, against $122,472, or 78 
cents each on 156,721 common 
shares, for 1950 period; net sales, 
$9,941,958 against $5,139,909. 

* aa + 


Ainsworth Mfg. and subsidiary 
Six months to June 30: Net profit 
$259,471, or 63 cents a share, against 
$307,504, or 74 cents a share, last 
year. 


Benson Ford Due 
a es 

At Unity Dinner 

NEW YORK.—Benson Ford, gen- 
eral manager of Lincoln-Mercury, 
on Oct. 4 will be the guest of honor 
at the third annual dinner of the 
Automobile division of the National 
Conference of Christians and Jews, 
it is announced by Samuel C. Dret- 


zin, president, Surrey Motors Corp., 
chairman of the event. 





Gota 
Headache ? 


, At the dinner, Ford will be See 
formally inducted as Protestant co- 

chairman of the National Confer- b k 
ence. His election to the post, suc- ac 
ceeding Defense Mobilizer Charles 1 
E. Wilson, was announced last page: 


spring. Others previously serving 


as Protestant co-chairman include | quyggggeessseeeemmmemmnenmmm S08 


. 
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, alesense in Advertising 


AUTOMOTIVE NEWS, SEPTEMBER 24, 1951 ecvcicitniiaiepsaiiainiiateas! cane 


i e 
Tested Ideas for Small Business 
D By James D. Woolf tomers, and did twice as much| green goat would merely have been | 
it Special Correspondent business. devices for flagging attention; they 
sed DEA, in advertising as in every es would not have been an advertising | 
The branch of human activity, is a| Sunday Pitch idea of the kind being discussed | 
term loosely employed. Poets have | HE reason, Deland believed, was | ®t: : - « 


ideas and so do plumbers, politicans | not far seek. e » was 
and painters. A householder de-| Saturday, ae den aa Pretesting Copy 
: clares he has an idea when he/ hurrying by with packages that DVERTISERS have long been 
y plants thick shrubbery to hide an| contained what? Well, many| + occupied with the problem of 
4 ugly vista; a grocer has an idea | things, but you can be sure that/| pretesting copy. Haven’t you, as an 
when he guarantees the lush ripe-/q lot of those bundles held new | advertiser, often wished in advance 
ness of his melons; a chemist has|togs for the morrow, the day when |of spending your money that you 
an idea when he originates a neW| everybody dressed up in his Sunday |were sure you had an effective | 








Dealer Nolan Presents Fourth Car to Schools— 
For the fourth year Nolan Motor Co. (Cadillac-Oldsmobile-Chevrolet), Garden City, 








use for plastic. In advertising al-| suit | advertisement? 
. gag 1 - new and | That Sunday shine pitch of his | We'll never be sure, of course. | Kans., has furnished the public schools with a Chevrolet dual-control driver training 
different is called an idea. | was a promised benefit—a prom- |There are too many imponderables | ‘%: Left to right: J. R. Jones, superintendent of schools; J. W. Nolan, president of 
Mankind worships at the altar | ise by implication. It suggested in advertising. But I believe that | Nolan Motors; Harry Stone, driver training instructor, J. M. Craig, chief of police. 

o of ideas. Max Lerner tells us that | to the young fellow with the new (a sharper understanding of what | ae 7 ; ; 

n= “Ideas are weapons.” W. M. Pax- | straw skimmer that a true Don constitutes a good advertising idea| or is it merely a device?” It is | advertising because it relies on red 

igh ton declares that “Ideas go boom- | Juan would not dream of goin’ | would make possible valuable “pre-| as simple as that, you see, unless | hats and green goats instead of on 

rs. ing through the world louder | courtin’ in grimy boots. |testing” right at the advertiser’s| you have deluded yourself into |; 7 ” : ee 

as than cannon.” And Napoleon once If the first boy had worn a red/|desk. The procedure is simple. | believing that devices and stunts ideas that interest, persuade and 

ich told his warriors that “Imagina- | fireman’s hat and had been sitting; Look thoughtfully at your ad are instruments that tug at hu- |COnvince. The supreme test of any 
tion rules the world.” jastride a green billygoat, he still! and ask yourself this question: | man hearts and stir people to | Piece of copy is the degree of po- 

m- Many thoughtful and valuable would have been outsmarted by the! “Is what I haye there an idea action. |tency with which it promises a 

dy, books have been written on the|Second boy. The red hat and the| that promises a human benefit, | Nearly all bad advertising is bad | human benefit. 

er, subject of how to produce ideas. A ~ Se See © a _ ——————————————————————— — —————— —————~—- 

ter million words on this subject can 

rid be found in the literature of adver- 

on tising that has been written over 

on the years. 


But nowhere in this literature) NJEW/ BEAUTY FOR THE SMARTEST CARS ON THE ROAD 


can there be found general agree- 
ment on when an advertising idea ’ 





a is a GOOD advertising idea. 
* * * 

he P , 

21 Stunts & Devices 
en —" appears to be a great) 
be deal of confusion on this ques- | 
at tion. Many things in advertising | 
si are called ideas when they are | 


merely devices. Stunts is another | 
word for advertising ideas that are | 
not advertising ideas. Still another 
word is gimmicks. 
Local advertisers — and small 
advertisers of every description 

who have little time to make a 

real study of advertising—waste a 
great deal of money on stunts. It 
is they who are the big custom- 
ers of the syndicate houses who 
peddle silly cartoons as advertis- 
ing ideas when actually they are 
merely devices to attract atten- 
tion. 

Lil’ Abner, as an _ advertising| 
character, is a device to get atten-| 
tion; he is not an advertising idea. | 
“Spotless Town” was a device, and 
so is the “Time to Re-Tire” Fisk 
boy. Both Sunny Jim and Jim 
Henry, Mennen Salesmen, were de- 
vices pure and simple. 

The current rash of babies in 
advertising of adult products such 
as gasoline and men’s shirts is an- 
other case in point. The writers of 
} these campaigns may have con- 
! gratulated themselves on their in- 
genuity. But the products of this 
| ingenuity are devices, or gimmicks, 
/ and not ideas that create desire 
/ and induce buying action. 

Watch a pitchman. His sleight- | 
of-hand antics are devices em- 
ployed to attract and gather an| 
audience around him. That—and 

| nothing more. They in themselves | 
| have no powers of persuasion. 
* a * 


Promised Benefits 
HAT, then, is a good advertis- 
ing idea? 
A good advertising idea is an 
idea that promises a human bene- | 
fit. The more appealing and desir- 
able the benefit, the better the| 
advertising idea. 
The most interesting subject in 
the world to John Doe is John 
Doe. He thinks of benefits to 
himself when he thinks of mer- 
chandise, and benefits are what 
he is buying—or hopes he is buy- 
ing—when he puts his money 

down on the counter. 
You'll like a story told by Lorin 


== = 
a_i I il 
Ace i aR 


te 








Mr. Frank McCullogh, New York executive, says: “/ chose 
Certified Plasticoted Fibre Fabric because I wanted smartness, 
1 wanted tested and proved wear and all year ’rounel comfort.” 








Deland, a famous advertising man P. oo ‘ ; . 4 ; a , ca 
a half-century ago, in his wonder-| ennies—only pennies extra in cost for dollars extra. America’s car riders want “seat-cover mileage 
ful little book, “Imagination in in mark-up and added sales ... that is your big material that’s stronger in weight and weave: easier 
Business.” One day he stood on a reason for choosing the finer fibre fabrics that bear _ slip-in, slip-out seat smoothness: an easier cleaning 
eee aera ae ae ee OI the CFF Seal. Certified Plasticoted Fibre Fabrics fabric that’s tougher uffing; material that in 
eiuphiy atteensnh tak webtned | ; Seal. C asticotec re Fabrics abric that’s tougher on scuffing; material that in- 
two bootblacks hawking their | perform the difference—a difference for which the — sulates in nature’s way—pleasant in winter and sum- 
eves. Ths Sret be merely shout | informed consumer will gladly pay. mer; water repellent, resistant to flame and ember; 
ed, “Shoes shine ere.” e sec-| ' ? ’ , ’ ’ 

wont shear furs, won't snag nylons, won't bag, won’t 
ond boy, a few feet away, used a| And CFF advertising erchandising. . . ° . : neo teenie F ‘i 

1C advertising, merchandising, and promo wrinkle; tailors trimly to all seat contours. 


lifferent solicitation: “Get your 
Sunday shine.” 
Deland, interested, watched the 


tion will keep the nation’s car-owning millions well 


snformed about CFF. the CFF Seal. Insist on and specify CF F—guaranteed by the repu- 


tation of America’s leading producers of Fibre Fab- 





boys for an hour. He noted that It?s the seal of tested a on: . 

the two lads were equally person- a ! ke The car-riding millions want smartness, beauty, _ rics for car seat covers, for original car upholstery, 

ible and equally capable in shining quality that spottights color-fast brilliance; new refreshing designs. Give it — trunk mats, headings. The Fibre Fabric Industry, 
oes. But the second boy attracted the difference. to them with CFF. 122 East 42 Street, New York, 17, N. Y. 


he attention of twice as many cus- 
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Classifieds Pay Off 


New London (Conn.) Dealer Reports Good Results 
With ‘Theme’ Ads Listing Only Four Cars 


NEW LONDON, Conn. — Until|have ranged from 40 to 65 lines. 
quite recently, classified advertising | Written by an advertising man ex- 
mainly has consisted of a few lines| perienced in used-car advertising, 
of short, pithy description, the ad-|they combine a number of success- 







vertiser’s name, address, phone 
number, and not much else. 

Today the newspaper classified 
ad, like Jack’s beanstalk, espe- 
cially in newspapers of medium 
circulation, has grown to aston- 
ishing proportions. It seems that 
to an extent much greater than 
other lines of business, used-car 
advertising definitely has an affin- 
ity for the classified columns. 


When properly done and consist- 
ently kept up, this form of adver- 
tising can be a gratifying source 
of leads and sales, in the opinion 
of Monroe Motors, “The Home of 
Better Cars,” 436 Bank St., New 
London, Conn. 


This dealer concentrates on al- 
most new, used cars and for the 
past two years has used little else 
than classified ads in one local 
newspaper. In length, the messages 


| ful features. 

| At the outset, it was recognized 
|by the company that certain re- 
| strictions applying to classified ad- 
vertising had to be offset by other 
qualities. 

Display, other than capital 
lines, and the set-apart quality of 
blank lines, was not permitted. 
Borders and other eye-catchers 
were out. This placed the burden 
of proof on the context of the 
messages. So they had to be good. 


The advertising man decided to 
invest the ads with all the interest 
and sparkle they would bear—to tie 
in with special days and seasons— 
to have now and then one in the 
form of an entertaining little story, 
bringing out some salient fact about 
Monroe Motors’ service and cars. 

Another time-tested advertising 
principle used was that of unity. 


a — as 





| 

| Whatever the particular theme, this 
theme was carried straight down 
from headline, through the body of | 
the ad, even through the descrip- 
tion of cars. It tended to hold the 
reader’s interest to the last word. 

The practice of most dealers is 
merely to list a dozen or more cars. 
No information about them. No 
prices. Prospective car buyers, Mon- 
roe Motors believes, want to know | 
| more. 

In addition to the year, make 
and model, they want to know 
about color, mileage, tires, acces- 
sories, general condition—in fact | 
anything that serves to give them | 
an accurate mental picture of the 
car. 

It was decided that each ad) 
should list four cars only, and that | 
the listings should be well imple-| 
mented with specific information. “I finally got my raise so now 
Prices, in the majority of cases, | you'll get the kind of work you've 
were quoted, for the reason that | peen paying for.” 
most car buyers want to know = 
what advertised cars cost. When j 
price is withheld, they imagine it’s; marks—to make the ad look inter- 
so high the dealer doesn’t dare | esting and “talky.” Blank lines and 
quote it. This tends many times to/| lines in capitals added emphasis. 
send them to the dealer who does| The name, Monroe Motors, was 
quote prices. mentioned, sometimes two or three 

Frequently in Monroe Motors’ ad-|times in the ad proper, exclusive 
vertisements, headlines and para-|of signature. Monroe Motors, too, 
graphs were enclosed in quotation | featured the slogan, “The Home of 














If you did, you're probably among the hundreds 
who sent in the attached coupon for complete infor- 
mation and a sample Monoform Repair Order. 


But if you didn’t read our advertisement you missed 
very important news, because Monoform Repair 
Orders can definitely increase yoyr service profits. 


Monoform Repair Order is not a 


‘system.” It is not 


a subscription service nor a direct mail program. 
Monoform Repair Orders require no training, no 
extra work, no capital investment, no added ex- 
pense—yet enable you to predict and control your 


volume of repair work of all types without changing 
your present method of handling repair orders. 


It will definitely pay you to get complete infor- 
mation. Send in the coupon—right now, while you 
think of it—for an actual working sample of Mono- 
form Repair Order. See how Monoform Repair Order 
can help you get the type of service work you want 
when you need it! 


There’s no obligation — no salesman will call. Send 
the coupon today for bigger service profits tomorrow! 


DRAKE PRINTING COMPANY ¢ FERNDALE 20, MICH. 


ESTABLISHED 1928 


SUPPLIERS OF DEALER RECORD FORMS 


Send the coupon today—for bigger service profits tomorrow! 


Drake Printing Co. 


2000 West 8 Mile Road 


Ferndale 20, Michigan 


ADDRESS 


Please send sample Monoform repair order and 


complete information to: 


CITY 


|Better Cars,” on signboard «nd 
\selling literature. 

| ‘This was a “must” in each ai- 
vertisement. These two things— 
firm name and slogan—were this 
plugged to impress the dealer’s 
name and cars solidly on the 
reader’s mind. It proved a worth- 
while feature. 

Other contributing factors to the 
success of the firm’s advertising 
| were Monroe’s unconditional guar- 
antee on newer cars, and an occa- 
sional stressing of the fact that 
Monroe Motors was the only New 
London member of the National 
|Used Car Dealers Assn., and there- 
|fore consistent upholders of its 
fair-trade practices. 

Louis Robin, owner and manager 
of Monroe Motors, says: “Often 
people intending to buy used cars 
come here with the clipped adver- 
tisement in hand, and with a cer- 
tain car listed in mind. Others, of 
course, inquire about cars for sale. 
Many of the leads so obtained be- 
come sales, and altogether I’m very 
well pleased with results.” 


Monroe classified ads run six 
times a week — two ads each 
week. Number one runs on Mon- 
days, for three days; number two 
on Thursdays, three days. Space 
was bought on monthly contract 
for as low as nine cents per line. 
For results achieved, the aggre- 
gate cost was far below that of 
regular display advertising — a 
weighty consideration in these 
days of high business costs. 

Typical of the company’s classi- 
fied ads is this: 


“ACE-HIGH! 


“Because of their first class 
condition, and for outright beauty, 
Monroe Motors Better Cars are 
ace-high. 

“Many cars come to us nearly 
right. Straightaway we make 
them exactly right. No element 
of risk or uncertainty for you. 
An unconditional guarantee pro- 
tects you. All the best features 
and extras unite to insure easy 
driving and pleasant traveling. 





“See Monroe Motors Better Cars 
first. Then put any one through 
| its paces. That tells the story. 


“1949 Mercury 4-Door Sedan 
Amazing blue car, trimmed with 
white sidewall tires. Equipped 
with radio, heater. Guaranteed, 
and in topmost condition. Takes 
all the tricks. A value unequalled 
at $1,695! 

“1948 Nash 4-Door Sedan. Con- 
dition is perfect. Finished in 
black, with white sidewall tires. 
Radio, heater, seat covers. Helps 
you win the big stakes. Excep- 

tional buy at $1,200! 

“1947 Pontiac, Black 4-Door Se- 
| dan. Six clean, snappy cylinders. 

Radio, heater, seat covers, fog 
| lights. Never a mis-deal from this 

one. For quick sale, $1,200! 
“1941 Cadillac 4-Door Sedan. 
| Hydra-Matic. Finished in tan, 
with lots of mileage awaiting you. 
Winterized. “High score,” every 
time. Now, only $845! 

“Many others, equally good. 
| “Monroe Motors, ‘The Home of 
| Better Cars,’ 436 Bank St., New 
London. Open Evenings Till 8:30. 
Cars Shown by Appointment 

When You Wish.” 


Swedish Maker Expands 


| STOCKHOLM. — (UTPS) — The 
|stock capital of the leading Swed- 
|ish automobile manufacturing com- 
pany, Aktiebolaget Volvo, has been 
increased from 37.5 to 52.25 million 
kronor ($10,000,000) in order to 
| finance a 4-year expansion project 
| which will raise annual output ca- 
pacity from 20,000 to 45,000 cars. 
Part of this project is the erection 
of a new assembly hall with a floor 
area of about 20,000 square yards. 
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Fits ALL Cars 


Fast moving, incr 


Easily Installed 


manufacturer of Auto Compasses 


DINSMORE INSTRUMENT COMPANY 
1807 Remell St a ie 
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Why Copper Is Critically Short 


WASHINGTON. The Defense 
Production Administration under- 
took to explain why copper is in 
such critical supply for civilian and 
defense output, despite record pro- 
duction in 1950. 


At the same time, it was 
warned, further increases in mili- 
tary requirements in the first 


quarter of 1952 can only mean 
that there will be less copper 
available for the production of 
consumer durable goods. 

This country’s copper supply 
position has become worse in re- 
cent months, it was said. 

DPA put domestic production of 
refined copper in 1950 at 1,100,000 
short tons, higher than for any year 
except during World War II. Im- 
ports amounted to 641,000 short 
tons, also the highest in postwar. 

Chief reason for high imports in 
1950 was that Japan and Norway 
had large inventories of copper 
which they sold on the world 
market. However, those countries 
normally don’t export copper to the 
U. S. and they won't be augmenting | 
the home supply this year. | 

Despite high production and 
record imports in 1950, DPA said, 
there was still not enough copper 
to meet demand. Copper refiners, 
brass mills and wire mills re- 
portedly depleted their invento- 
ries by about 134,000 short tons. | 

As a result, DPA continued, these | 
inventories, which at the begin- 
ning of 1950 amounted to about 
467,000 short tons, including refined 
copper and material in process, 
were reduced to about 333,000 tons 
by the beginning of 1951—-“an ab-| 
normally low level.” 

Although demand was high for} 
copper last year, it is even higher 
this year because of the accelerat- 
ing military program and expand- 
ing defense-supporting activity. 

Domestic copper mines have been 
producing at about the same rate 
as in 1950, but there have been 
work stoppages. In June, DPA said, | 
copper production fell far below) 
normal due to labor shortages and | 
vacation periods. 

Another important factor in the 
critical copper situation, accord- 
ing to DPA, is the differential in 
foreign and U. S. prices. Copper 
is going on the foreign market 
for 27% cents a pound, as com- 
pared with a U. S. ceiling of 24% | 
cents. 
“Unless there is a solution to the 
price problem,” DPA said, “foreign 
supplies of copper, which would 
normally be shipped to this coun- 
try, will be diverted to other 
countries.” 

Moreover, the government agency 
said, a pact between the U. S. and 
Chile, one of our principal foreign 
copper sources, is resulting in a 
smaller volume of imports from 
that country than in recent years. 
The Chilean government is now re- 
taining 20 percent of its production 
for its own use, whereas it form- 
erly retained much less. 

Inventories of copper ore, con- 
centrates and metal in the hands of 
refiners, brass mills and wire mills, 
already abnormally low at the be- 
ginning of 1951, DPA said, have 


Richmond Youths 
Overcrowd Class 


For Mechanics 


RICHMOND, Va. — Richmond 
boys are intensely interested in au- 
tomobiles, according to enrollment 
figures at the John Marshall high 
school vocational education division 
here. 

An automobile mechanics course 
offered by the school was crowded 
by 38 students last year, 19 taking 
the first year and 19 completing} 
the second year. 

The school would rather limit 
each class to a total of 16 students. 

K. A. Schneider, a director of the 
school, cited two reasons for the 
auto mechanics course being popu- 
lar: 

1. The natural interest of boys in 
the field. 

2. The fact that the course has 
been offered for many years, while 
other courses at the school are rela- 
tively new. 











now been virtually exhausted. 

“The industry,” it was empha- 
sized, “must now rely upon cur- 
rent production to supply all 
needs.” 

DPA cited two reasons for the 
flow of copper scrap being less than 
last year: 

1. Accumulations of scrap were 
put on the market and sold at high 
prices before price ceilings were 
established. 

2. Since price ceilings have been 
established there has been a tend- 
ency for dealers to hold back their 
supplies until they accumulate a 
carload because they get a premium 
price for carload shipments. 

There are two major sources 


for scrap, that which is generated 
from manufacturers and that 

made available through obsoles- 
cence of equipment. Neither of 

these sources are expected to 
yield as much as last year. 

Until greater supplies of copper 
are available, DPA said, strict con- 
servation must be continued and 
non-essential uses curtailed. 

DPA listed the large consumers 
of copper as follows: 

Auto industry (about 50 pounds 
of copper normally goes into a car; 
50 to 400 pounds in a truck), the 
communication industry, public 
utilities, construction industry, and 
producers of electrical goods of all 


types. 








Chevrolet Bus for YMCA— 


Brownlee Chevrolet, Inc., Cleveland, presented the Lakewood-West Shore YMCA 
with this Chevrolet school bus to transport members from the greater Cleveland area 
to camp sites. Ivan S. Brownlee (left), presented the bus to Hugh Dawson, finance 
chairman, and Paul Batelean, YMCA secretary. 


STAID MP ERG 


CARBURETORS 


Is a Prime Factor in Every 


Automobile Sale! 


Engine performance not only influences today’s customers, 


it also builds a reputation which effects future sales. Thus, 


it is doubly important to specify engine components that 


will maintain your standards of quality and service. In car- 


buretors that means Stromberg. 


Exclusive design features, and mechanical simplicity have 


made Stromberg* Carburetors famous for lasting perform- 


ance. Judge on the basis of long-range economy and you 


will agree—Stromberg Carburetors are the logical choice. 


* REG. U.S. PAT. OFF 


ECLIPSE MACHINE DIVISION OF 


e Standard Equipment Sales: Elmira, N. Y. 
e Service Sales: South Bend, Ind. 


Export Sales: Bendix International Division, 72 Fifth Avenue, New York 11, N. Y. 


AVIATION CORPORATION 
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By George Deery 
Associate Editor 
A three-piece window display 
for service stations during Oil 


Affecting Factories and Dealers... 
Auto Advertising 


| 






ican cities and towns with the 


same name—Springfield—are shown 


in a survey compiled by the Times | 


research department. 






| 
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| DeMinico as 


account executive 
are sponsoring “Goin’ Places with 
Gadabout Gaddis” on WBZ-TV ai 
12:15 p. m. It features Gadaboui 
Gaddis, outdoorsman and fishing 
expert. 

To achieve the largest possibl: 
program audience, colorful win 
dow displays are placed in shou 
rooms, sporting goods stores ana 
sportsmen’s clubs throughout the 































Progress Week, Oct. 14-20, is now The survey shows that more Greater Boston area. In addition 
being distributed by the Oil In- | than 20 out of every 100 Times a continuing newspaper campaig) in 
dustry Information Committee, | readers in “Springfield, U. S. A.,” will tie-in the name of every indi su 
50 W. 50th St., New York 20. The | are business owners or managers; vidual member-dealer with th: er’ 
three units of the set feature the | nearly 30 out of every 100 are show. be: 
mane on Pee of hg 4 P ain professional people — educators, + * * ms 
Hand.” “Oil Prepress ovens the doctors, lawyers; nearly 10 out Publisher of American 
Nation” and “Oil Progress Serves of every 100 are in the manage- John W. McPherrin has be eo 
You.” ment end of industry. . named a vice-president of Crowe! me 
The centerpiece is a duplication PPh eugeane of oe an = Ford Dealer TV Anniversary— | Collier Publishing Co. and publishe: ye 
of the billboard created by nation- e ee Tike. son 1 caudanumie about The first anniversary of ‘Ford Film Playhouse,” a television program over station of American magazine, it was ar ne 
ally-known artist, Howard Scott, |i roee ne cee Tioree readers in | WFIL-TV, Philadelphia, is celebrated by its sponsors, the Chester District Ford Dealers | Mounced last week. He was former! th 
especially for Oil Progress Week. th 5 communities of. Sprin field Assn, Inc. Pictured cutting the birthday cake are (left to right) Kenneth W. Stowman, associated with Hearst Magazines. I 
Printed in seven colors, the cen- U “s ‘A Readers are cael oe television sales manager, WFIL-TV; Harrison Smith, Ford's assistant district sales man- Inc., and had been publisher : _ 
terpiece measures 14 by 37 inches. | enet ation headin i re- | 99er; Cliff Koelle, president of the Philadelphia Ford Dealers Assn.; C. Gordon John- American Druggist since 1942. no’ 
Two diamond-shaped side panels tail oe local eenietnee ecotenaiinad ston, district sales manager; Joseph J. Conroy, president of the Chester FDA, and Ben ee the 
aad a i cone. li ata alatis government, office and clerical, | Thorpe. executive secretary of the Chester FDA, sd pins Herald Trib a 
a "an aa me aan mek | location, economic condition, social | Dealers on TV Barney G. Cameron, circulation to 
In Springfield Maine to Oregon, from Idaho to| interests. Their common band is! pontiac Dealers of Greater Bos- a phage Rigs ig thes 
Occupations of 1,680 readers of|Louisiana,” the survey points out.|that, in the aggregate, they com- | ton, through William J. Small Ad- been ap inted aiemten éiree- 195 
the New York Times in 25 Amer-| “All these Springfields differ in size, | prise America.” ee oe | vertising Agency, with Robert H. tor of ‘io New York Herald vel 
: - ee | ribune and will assume that the 
post Oct. 1. Cameron succeeds I 
Richard A, R. Pinkham who has lice 
been named manager of planning me 
for the NBC television network. law 
Th y |B! B® He is a past director of the cat 
e r e 5 Qj i. \ Western Conference of Circula- a 
tion Managers, a former Presi- dri 
dent of the Pacific Northwest- s 
4 ° International Circulation Man- sta 
t 0 j T oO r Y 4 ¢ 2 Ne e ds agers’ Assn., a member of the lice 
e°@e@¢ International Circulation Man- ate 
agers’ Assn. and a past president — 
and currently chairman of the sta 
board of directors of the Inter- ; 
| state Circulation Managers’ Assn. Al 
oe co 
'Timken Ad Manager F 
Appointment of Harvey R. Cook ( 
as ad manager of Timken-Detroit | 
Axle has been announced by Wal- O 
. ter F. Rockwell, N 
president. In his P 
new capacity, age 
Cook will fill the ers! 
vacancy caused met 
by the recent pro- tral 
motion of R. M. es 
Marberry to the * 
; newly created po- ae 
sition of merchan- —_— 
dising manager of in 
the Timken Silent — 
Automatic divi- = t 
sion. R. W. Smal- =o 
ley, A. E. Jones and W. E. Feather- ae 
|ston will continue as assistants to r 
the advertising manager. oo 
| Cook joins Timken-Detroit after ea 
14 years with Servel, where he was divi 
|assistant to the director of adver- Wil 
| tising. He is a graduate of Rutgers gior 
university. MacManus, John & a “ 
j = Adams is the agency. 8 
lo meet the different requirements of those . 2 
shops which are actually handling today’s disabled Jordan at Richfield D 
motor vehicles, the Holmes Company has developed Fred M. Jordan, formerly exe- 25-y 
: line ne : . | cutive vice-president of Erwin- grot 
a new line of w recker equipment with models to fit Wasey & Co, of agency, Les prog 
any servite operation. The new and improved mod- Angeles, has been appointed ad Mitie 
els provide a very complete range of 5 road service ee promotion manager of 
. So ood oe a ichfield Oil Corp., according to 
5 New and Improved units, each varying in size and rated capacity. Al- Wiliams ©. Wins in, ales Vieo- 
though each was designed with its own desirable president. 
Road SERVICE Units points, all units have built into them those time- ‘ oi the last - pet —— : 
mated « . Ah: , s : as been a member of the boar 
tested and proven features which have established of regents of the University of 
HOLMES leadership in the wrecker field. There is a California. 
Mode! 850—For heavy trucks, busses and Holmes unit for your service needs. See your jobber A ie. © 
commercial work—Boom capacity 15 tons, or write direct to factory for details. | Degen Promoted 
° : | Albert G. Degen, formerly west- 
pulling capacity 35 tons. jern manager of True Story Wom- 
A 5 4 E RR N E ST H O LM E S CO en’s Group, has been appointed E 
lodel 650_For most heavy work and au- ° |; western manager of Macfadden 
? . : Publications, it has been announced 
tomobiles—Boom capacity 10 tons, pulling Chattanooga Tenn. by David N. Laux, vice-president 
capacity 20 tons. and director of advertising. He will 
be in charge of operations of thé 
three magazines of the Men’s Grou} j 





—For average truck and auto- 
mobiles—Boom capacity 6 tons, pulling ca- 
pacity 15 tons. 


emanating from the Chicago offic: 
in addition to his previous responsi 
bilities on all six magazines in Tru: 
Story Women’s Group. 

* * + 


Joins Crowell-Collier 


R. N. Woodruff, Detroit man- 
ager of Crowell-Collier Publish- 
ing, announces the appointment 
of Edward W. Hellier jr. as 
American Magazine advertising 
representative for the Michigan 
territory. Hellier was formerly a 
sales representative for Chase 
Brass & Copper. 


, 4 
Mode 


»15—For fast road work, handles 
light trucks and automobiles—Boom capacity 
4 tons, pulling capacity 12 tons. 





HOLMES PLANT 


Aerial view of factory, located in “See . 
suburban Chattanooga on a beautiful 16 acre tract. = 










Mode! 490_For city pick-up and towing of 
automobiles—Boom capacity 3 tons, pulling 
capacity 6 tons. 
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3 Tighten Rules, 6 Increase Fees .. . 





Driver Laws Altered 
By Nine States 


More stringent vehicle driver li- 
censing laws were enacted this year 
in Arizona, Idaho and Missouri, a 
survey reveals, while fees for driv- 
er’s licenses were boosted in a num- 
ber of other states, including Ala- 
bama, Iowa, Oregon, Tennessee, 
Texas and Wisconsin. 

Arizona’s new law calls for re- 
examination of drivers and re- 
newal of their licenses every three 
years, under a schedule starting 
next year. Drivers will pay $2 to 
the state for each renewal. 

Driving tests and written exam- 
inations for driver’s licenses are 
now being conducted in Idaho for 
the first time under a new law. 
Heretofore, Idaho motorists only 
had to be able to write their names 
to get a license. All Idaho drivers 
are taking the new tests as their 
licenses expire so that by Aug. 1,/| 
1953, everyone operating a motor 
vehicle in the state will have passed 
the examination. 

Missouri strengthened its driver | 
licensing law to provide for uniform 
mental and physical tests. The new | 
law also calls for rigid license revo- 
cations and suspension by the 
courts and abolishes all municipal | 
driver license ordinances. | 

South Dakota was left the only 
state in the nation without a driver | 
licensing law when the state sen- 
ate killed a licensing bill which had | 
passed the lower branch of the 
state legislature. 

A measure approved by the 

Alabama legislature boosts the 
cost of a driver’s license to $2.25, 


Ford Men Meet 
On Truck Sales 


NEW YORK.—Truck sales man- 
agers and salesmen from Ford deal- 
erships in 11 northeastern states 
met here last week with truck sales 
training specialists from Ford divi- 
sion to make plans for 1952 sales 
training. 

The meeting was the first of a 
series of coast-to-coast conferences 
in which the salesmen and sales 
managers will report on their needs 
in the sales training field. The divi- 
sion’s 1952 program will be based 
on their reports. | 

Ten dealership representatives at- 
tended the New York conference. 
It was conducted by Lee A. Iacocca, 
truck training specialist from the 
division’s general sales office, and 
William P. Bave, northeastern re- 
gional truck and fleet sales man- 
ager. 














Packard Fetes Workers 


DETROIT. Packard honored 403 
25-year employes at a management 
group outing last week. The special 
program was held at the Packard 
proving grounds, just north of 
Utica, Mich 
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feral funds of the counties. 


effective Oct. 1. Under present 
Alabama law a license costs $1.10 
and is good for two years. The 
10 cents goes to the probate judge 
as his issuance fee. 


The new Alabama measure 


;|makes the cost of a driver's license 


$2.25 every two years, the probate 
judge to get 10 cents as an issuance 
fee and 15 cents to go to the gen- 
State 
revenue from issuance of the li- 


jcenses is earmarked for the state 
| highway patrol. 


Iowa has a new law which tripled 
the cost of driver’s licenses. The 
cost now is $1.50 for two years, 
compared with the former fee of 50 
cents. The added revenue will be 
used for higher salaries and expan- 
sion of the state highway patrol. 


A 25-cent increase in Oregon 


ldriver’s license fees recently went | increase 
into effect. The increa ased revenue | from $1 to $3. 








will be used to strengthen the state’s 
vehicle accident fund established to} 
reimburse hospitals, doctors, nurses 
and ambulance operators for care| 
of indigent patients injured in mo- | 

tor vehicle accidents. 13 
Tennessee’s legislature enacted 
| a bill doubling driver's license 
| fees, to raise an estimated $500,- 
| 000 a year in additional revenue. 
| A bill enacted in Texas increased 
from 50 cents to $1 the cost of a 
driver's license good for two years 

The Wisconsin driver's license fee 
was boosted from $1 to $2. 

Contrary to the general trend to- 
ward higher fees, the Georgia legis- 
lature enacted a bill under which 
renewal of driver's licenses is no 
longer 
makes all driver's licenses perma- 
nent. 

A proposal which would require 
all drivers to take an examina- 
tion at least once every three 
years is expected to be intro- 
duced in the Kentucky legislature 
next year. 

Colorado’s 
ment has recommended for future 
legislative consideration a proposed 
in driver's 





looks on. 





Hydraulics Conference 
hielo @ CHICAGO.—The seventh annual 
motor vehicle depart- : re i i 

Dp national conte rence on industrial | ppe two-day meeting is devoted to 
hydraulics will be held here Nov. 
license fees | 8-9 in the Sherman hotel under the|on the latest developments in the 
sponsorship of the graduate school industrial hydraulics field. 


BROTHERS - NORVICH,(OW ey 


oil 


necessary. The new law! 32 Years for Ring Bros.— 


J. F. Ring (left), owner of Ring Bros. (Nash), Norwich, Conn., 
on the 32nd anniversary of his dealership. Shown presenting Ring with a clock trophy 
is F. H. Marr, assistant Boston zone manager, while R. E. Williams, district manager, 


was honored recently 


of Illinois Institute of Technology 
and Armour research foundation of 
Illinois Institute of Technology. 


the presentation of technical papers 
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The church that pays its way! 


This is the Church of the Brethren, Prairie 


farm activity, 
nation’s best farms is SUCCESSFUL FARMING... 


homemaking, and business on the 
with 





City, Iowa. In 1944, its 86 members borrowed 


money to buy a 96 acre farm to make then 


church self-sustaining. 
The farm 1s managed by a committee of 


three, worked by church members who also 
contribute seed, livestock and fertilizer. 

In seven years, the parishioners managed 
fo pay off most of the mortgage, buy a house 


for their full-time minister, and contribute 


lo charities. 


Today’s best farmers back their faith with 
works... shape their surroundings to fit the needs 
of the spirit, as well as mold material success. 

Farming is a better way of life...and a way ol 
living better. The community church, 
education, the 4H clubs, farm societies, 
social group activities, are as integral 
to agriculture as crop research, soil 
conservation, new plant varieties, widei 
mechanization ...rank in interest and 
importance with better farm homes, 
higher living standards. 


The manual and guide to modern 


nearly a half century of service. 
SUCCESSFUL FARMING families are the nation’s 
top investment 


best farmers... have the best soil, 


in buildings, machinery, and herd 
. produce the largest crops, get the highest cash 
returns. ‘The million SF 


filteen Heart states alone have incomes casily 50%, 


equipment, 
farm subscribers in the 


above the US farm average. 


Opportunity for service and for sales to the 


SUCCESSFUL FARMING audience is augmented by 


the current drive for greater agricultural output 
the world demand for farm products...the high 
making the SE 


families the best class market in the US! 


level of income and expenditure... 


Your advertising in general media doesn’t reach 
most of today’s best farmers — needs SUCCESSFUI 


FARMING to open doors and minds. You’re not 
getting maximum automotive sales, if you ove! 
look this major market and medium. For data and 
call the nearest SF office. 

MEREDITH PUBLISHING ComMPANy, Des Moines 
Offices: New York, Chicago, Cleveland, Detroit, 
Atlanta, San Francisco, Los Angeles. 


detail on both, 








AUTOMOTIVE WASHINGTON 


Senators Seek Origins | 
Of Gray-Mart Steel 


By William Ullman 


Washington Correspondent 


oe a to preliminary evidence uncovered by Senate |however, he said, will be small but | 
Small Business Committee investigators in the Pitts-|will be made to assure civilian | 
burgh area, there is plenty of steel available—at a price. A 800ds_ producers the allotments 
staff report says, in part: “A detailed check of a number 


steel transactions shows that‘ 
small businessmen have been | 
forced to pay as much as| 


twice the mill price for steel| 4 


in order to stay in business. Com- 
mittee investigators are attempting 
to determine if this is a widespread 
practice, and if it is, the source of 
this high-priced steel. 

“Many theories have been pre- 
sented and accusations made to 
the committee investigators con- 
cerning the sources of this steel. 
The committee hopes to be able 
to trace this gray-market steel 
back to its source and find out 


we 


“es 
. Ea 
: ie 
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- 





how it got out of the normal manufacturers had technically vio- 

Is of distribution.” : 
coanners One typical ering the CMP by applying for 3 
small steel fabri-|third-quarter allotments in excess| 7% 
cator told the/0f their needs. 
committee: “I 
can't 


William Ullman 


a 
aol 


ust ke LOWEST 
HIGHEST QUALITY 


and the 
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the steel for the Government con-| 
tract at a reasonable price.” 


* * * 





| Steel Readjustment 


N THE current readjustment of 

metal distribution, some defense- 
supporting industries will have} 
|their fourth-quarter allotments of 
| steel, copper and aluminum reduced 
| under the controlled materials plan, 
according to Bertram Wimer, con- 
sultant to the production controls 
staff of the NPA. The cutbacks, 


of | promised them. 
. Wimer said that several large 


lated Government regulations cov- 


these| by pyramiding of orders to many 





very| be able otherwise to obtain ade- 


|action,” Wimer emphasized. 
Wimer said demand for steel is 





. OG LOME-O07... 


no 
gadgets 


no 
gimmicks 


PRICE 





in the Market 


HELMS GRILLE GUARDS 


COMPLETE WITH END RAILS 


Take Advantage of this Offer ... NOW 


FOR BOTH GRILLE AND DECK 
1951 MODELS 


1951 BUICK 
1951 CHEVROLET 
1951 CHRYSLER 
1951 DE SOTO 
1951 DODGE 
1951 FORD 
1951 HUDSON 
1951 KAISER 
1951 MERCURY 


1951 NASH 

1951 OLDSMOBILE 
1951 PLYMOUTH 
1951 PONTIAC 
1951 STUDEBAKER 


and all 1950 
makes and 
models 


Included in this special offer are a great per- 
centage of premium quality chrome plated 
stainless clad guards and premium priced adapter 


style guards. 


This Special Offer expires October 15, 1951 


Take advantage of this once in a lifetime offer. Place your 
order now for the quality guards that Mr. and Mrs. America 
demand — HELMS — the guards that are EASIER TO STOCK 
— EASIER TO SELL! See for yourself... call your nearby Helms 
Distributor today and investigate Helm's new low ‘Special 
Offer Prices’’ and higher profits. 











This was caused, he explained, Dealer Culver's Rockets Shoot for Title— 


Salisbury Rockets are sponsored by Culver Motor Co. (Oldsmobile), Salisbury, Md. 
prices for steel| different suppliers by manufac- | J. H. Culver, owner of the dealership, is on the left. The Rockets, identified by the 88 
and remain in| turers who feared they would not |on their caps, compete in the Wicomico county women's softball league. 
business v — eats ; : , 

long. I can’t even| quate quantities of steel, copper | ment of Justice plans any criminal aluminum at 145 percent. One of 
afford to bid on| and aluminum to meet production 
defense orders| schedules. 

because I don’t} “The violations definitely were 
know whether I/not wilful in a legal sense and|running now at 147 percent of sup-| 
will be able to get | neither the NPA nor the Depart-!ply; copper at 170 percent, and | 


the most acute shortages is in 
structural steel, where demand 
stands at 223 percent of supply. 

* * * 


DX for Emergency 

AN EMERGENCY measure de- 
|+* signed to break bottlenecks in 
jurgent defense production pro- 
grams has been provided by the 
Government in amendments to 
NPA Regulation 2 and CMP Regu- 
| lation 3. 


The changes establish a new sym- 
bol, DX, to be applied to orders 
calling for products, components or 
materials other than steel, copper 
or aluminum when delay in deliv- 
jery would jeopardize top-urgency 
| defense programs. 

Officials emphasized that the 
new symbol does not constitute 
an additional priority “band,” but 
is an emergency device, strictly 
| limited in use, to be applied only 
| by one central NPA headquarters 

unit on the special request of the 
| agency which needs it to assure 
| completion of vitally needed pro- 
duction on schedule. 


The DX symbol, when applied to 
|a delivery order, it was explained, 
|may be extended by any supplier on 
|whom it is served. That is, he may 
use it on his own orders for ma- 
terials or products needed to fill his 
| customer’s DX order. 
| In practice, it was said, applica- 
|tion of the DX symbol will be con- 
fined largely to orders for such 
basic programs as those of the 
'Defense department and_ the 
|Atomic Energy Commission. One 
| specific use of it is expected to be 
for the procurement of vital com- 
ponents for the manufacture of 
machine tools for the defense pro- 
| gram. 





* * + 
| Materials Expediters 


| [== new Defense Materials pro- 
curement Administration, cre- 
'ated by President Truman’s execu- 
jtive order of Aug. 28, began func- 
| tioning Sept. 15. 
| Jess Larson, former head of the 
General Services Administration, 
| was sworn in as director of the new 
;agency and immediately appointed 
|Howard I, Young, president of 
| American Zinc, Lead and Smelting 
|Co., of St. Louis, as his deputy 
administrator. 





* * 


| Snub Small Makers? 
|“EROCUREMENT officers havi 


an emotional affinity with th: 
|agents of big companies,” declared 
|Sen. Paul Douglas during a recent 
| Senate debate on appropriations. 

| “I will grant that the Defense 
|department furnishes numerous 
| shoulders for small businessmen to 
|ery on,” he said. “I suspect that the 
|sole duty of a great many defense 
employes is to be nice to small 
| businessmen, buy the lunches, and 
|show them the Pentagon as a sub- 
| stitute for a contract. 

“What applies in the case of 
small business may apply also i: 
the case of businesses whose bids 
would be low, but who somehow 
find they are never ‘under the 
misletoe’ when the supply office 

| is around. The supply officers 
seem to like to deal with agent 

| of big concerns... 

| “So the small firm has great 
difficulty in competing; and theve 
are so many cases that one begi'is 
to wonder whether it is all :n 
accident.” 
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sed-Car Notes... Shh jing part of the last war and it 


proved to be extremely unpopular 
with dealers. It also forced virtually 
every used-car auction in the coun- 
try to fold up. 

* 


Fate 









* * 


2 Auction Concerns (garag 


Schedule New Sales 


DETROIT.—Decisions by two vet- 
‘ran used-car auction concerns to 
‘xpand their operations into other 
cities indicate a lessening of fears 
that future used-car price regula- 
tions will be based on “as is” and 
‘warranty” distinctions. 

Expansion plans have been an- 
nounced by Earl (Doc) Greiner 
of Toledo, and Jack Layton and 
Harold Henry of Denver. Greiner 
plans a sale for Cleveland start- 
ing Oct. 8, while Layton and 
Henry open in Los Angeles Oct. 4. 
Greiner, who has operated the 

Doc Greiner Auction in Toledo since 
1947, will be associated in Cleveland 
with Irv Rubin of Universal Mo- 
tors and Mark Durschlag and 
Manny Weiser of O. K. Motors. 

The Cleveland sale will be held 
every Monday at noon, Greiner said, 
and no numbers will be reserved. 
Charges will be $5 for no sale and 
$10 for sales. Greiner will continue 
to operate his Toledo sale on Thurs- 
days. 

Layton and Henry have con- 


New Site to Be Selected | 


For °51 TUCDA Meeting 


WACO, Tex.—Officials here have | 
announced, “with much _ regret,” 
that they will be unable to play | 
host to the 1951 annual meeting of | 
the Texas Used Car Dealers Assn. 

Just as soon as the problem can | 
be worked out, the TUCDA said, | 
members will receive a special no- 
tice regarding the time and place 
of this meeting. 

+ * + | 


Scranton Group Shares Fun 


With New-Car Dealers 


SCRANTON, Pa.— Members of | 
the Scranton Area Used Car Deal- | 
ers Assn. held their annual clam-| 
bake at McMullen’s Grove, 
Daleville. An invitation was ex- | 
tended to all members of the Scran- 
ton New Car Dealers Assn. 

Lunch was served at noon and | 
a chicken dinner in the evening. | 
During the afternoon there was a} 
program of entertainment and con- 
tests. The committee included: 
Paul Kelly, association president; | 
Frank Mastrinardi, secretary-treas- 
urer, and Leonard Golnick. 

° * + 


Used-Car Dealer Put 


In Hot Water by Thief 
OKLAHOMA CITY. — Max L.| 
Kramer, local used-car dealer, has | 
been freed of suspicion in a stolen 
car deal, after being jailed over-| 
night. Police took into custody the | 
man who apparently made Kramer | 
an innocent victim in the case. | 
Kramer was arrested while driv- 
ing a car which had been stolen in 
Omaha. A passenger in the car with | 
Kramer at the time fled on foot. 
Captured later, the passenger ad- | 
mitted trying to sell the car to 
Kramer “cheap.” 


DEALERS!! 





...on Permakrome License 
Plate Frames, Mono Plates and 
Monograms. 

Made by Benmatt, the world’s 
largest manufacturers of License 
Plate Frames. Call or write for 
the representative nearest you. 
They're in all principal cities. 
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WCniattn Dealer Identification. 
a 


ducted one of the country’s larg- 
est auctions in Denver for nearly 
four years. Their new operation, 
the Los Angeles Auto Auction, 


\ 


will be run on a no numbers re- | ao ate 


served basis with sales on Thurs- | 
days. 
Layton and Henry will conduct 


the sale at 8001 E. Garvey Ave., San # 


Gabriel, Calif. They will continue | * 


to operate their auction in Little- 


al i ee 


ton, just outside Denver, on Tues-| 74 


days. 





Greiner's Cleveland auction will | Talbott's Prize Float at Buckhannon— 


be held in back of Ohio Auto Sales 
at 4307 Euclid Ave. His Toledo sale 
takes place in that city’s Sports 
Arena. | 


| 
There has been considerable spec-| under the “as is” and “warranty” 


ulation among used-car dealers | 
that future OPS regulations on 
used-car prices might establish two 
prices for every used automobile 


Schrader —leadin.; tire 


valve 


Guy H. Talbott Motor (Oldsmobile), Buckhannon, W. Va., won first prize with this 
| giant rocket float in the central West Virginia berry festival parade. 


system. 
It is pretty 


that such a system would sound 
the death knell for auctions since, 







nee eateasmaet 


generally 


manufacturer — not 


only provides a dependable product, but anticipates 
constantly modernizing 


the industry's trends ... 


factory equipment and procedures to meet the tire 
manufacturers’ requirements for a quality product 
... that’s why the tire manufacturers rate Schrader 
their prime source of supply. 


A. SCHRADER’S SON, BROOKLYN 17, N. Y. 


Division of Scovii, Manufacturing Company, Incorporated 


i 





in a period of shortage, few deal- 
ers would wholesale cars at the 
“as is” price, which would be, in 


agreed 
effect, the wholesale ceiling. 





Calif. Dealer Contracts 


For Oklahoma Cars 


TULSA.—Californians may not 
like Okies—but they’re going to like 
plenty of used cars from Oklahoma; 
or at least Rucklos and Co., Cali- 
fornia dealers, hope so. 

The firm is reported to have 
signed a contract with Charlie 
Sheppard, Kaiser - Frazer dealer 
here, to send $100,000 worth of used 
cars to the West Coast monthly. 

. * + 


Brothers Switch Deals 


In Salina, Kans. 

SALINA, Kans. Two brothers, 
Floyd and O. E. Corum, have traded 
business concerns. Floyd becomes 
owner of Corum’s Salina Automo- 
bile Auction Co. O. E. Corum has 
purchased Floyd’s used-car firm. 

* * * 


Barnes Motor Reopens 
GULFPORT, Miss. — Barnes Mo- 
tor Co., used-car dealer here, has 
announced its reopening. Jimmy 
Barnes is the owner-operator and 


Such a system was in effect dur-| Louis Giuffria is sales manager. 


“6 


ARLE: LLL LA LIF 


The trucking industry keeps growing... 


Tires that bring 
home the bacon 






it has doubled since 


1939. Trucks carrying everything for home, farm and industry 
roll billions of miles on tires that stand up under severe punish- 
ment. Vital to getting the load through is the tire valve that 


Jocks the air in the tire. 


FIRST NAME IN TIRE VALVES 


FOR ORIGINAL EQUIPMENT AND REPLACEMENT 





XU! 
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Ask the Man Who Advertises .. . 


What’s in a Model Name? 


By Bob Gordon 
Associate Editor 
eae the amount of 

4 money that auto makers spend 
every year on advertising, it must 
be pretty discouraging for some of 
them when they read used-car clas- 
sified ads and find what has hap- 
pened to the names of their crea- 
tions. 

Steady readers of classified ads 
will understand. The public, and 
some dealers, too, can really man- 
gle the fancy model names the 
makers have spent so much 
money to advertise. 

Most people are safe with the 
makers’ names. Then, the news- 
papers generally correct the model 
names which are misspelled. But 
some errors get by and, on smaller 
papers, the errors are more fre- 
quent. 













+ + * 
Boe designation for its hard- 
top—Riviera—is much_ sinned 
against. You'll see it spelled “Ri- 
veria” almost as often as the cor- 


rect way. 
Dodge’s Coronet frequently winds 
up as “Cornet,” and there was 


something of a peak reached in one 
column of ads when a Dodge “Cor- 
net” and a Hudson “Horonet” were 
offered for sale. 

It appears that some people 
want to spell Chrysler’s Windsor 
model “Winsdor,” although this is 
infrequent. Since Plymouth 
changed its model names for its 
51 line to Concord, Cambridge 
and Cranbrook, such spelling as 
“Cranbridge” has appeared. 
Pontiac’s Chieftain turns up as 

“Cheiftain,” “Chieftan,” “Chiefton” 
and several other ways. The rest of 
the makes fare pretty well on their 
model designations. 

* * * 


'MHEY do not do so well, however, 
on the system of designating 
“deluxe, special, custom, etc.” mod- 
els. It’s to be doubted if one dealer 
in a thousand could identify every 
model of current 1951 automobiles. 
For instance, Buick offers a Spe- 
cial and a Deluxe model of the Spe- 
cial, a Super and a Roadmaster in 
its '51 line. Pretty simple. | 
Last year, the company had | 
three different four-door sedans 
in its Roadmaster line alone. 

These included a Roadmaster 
four-door, a Roadmaster Riviera 
four-door and a Roadmaster Ri- 
viera Deluxe four-door. 

Ford has also had some confus- | 
ing designations in the nast three | 
vears. The company offered two} 
lines in °49, one of which had no| 
designation, while the other was | 
called a Custom. 

* * * 


hag ony was changed in the ’50 and 
51 lines when the “dechromed” 
version was christened Deluxe. 
while the more expensive model | 
was called Custom Deluxe. 

It was Studebaker, however, 
which carried this svstem to the | 
limit. Studebaker’s Champion se- | 
ries offers, in ascending order of | 
price. a Custom, a Deluxe and a 
Regal Deluxe. 

The advent of hardtops proved 
to be a real boom to the members | 
of the automotive society who do 
not believe that a “rose bv anv} 
other name would smell as sweet.” | 

Since their introduction, hard- 
tops, which couldn’t find a nick- 
name, have heen tagged with fancv 
handles. At first, most of them were 
named after swanky resorts, like 
Buick’s (and France’s) Riviera 
Pontiaec’s ‘and California’s) Cata- 
lina and Chrysler (and Rhode! 
Tsland’s) Newport. 

* * + 


HE admen, or whoever does the 
christening, must have run out 
of resorts, since later hardton titles 


Colorado License Income 


DENVER.—Motor vehicle license 
receipts for August fell more than 
9 percent under those of the same 
month of last year, according to 
Gordon Butler, suvervisor of the 
city motor vehicle division. Re- 
ceipts for the first eight months of 
1951 increased more than 14 per- 
cent, however, over the first eight | 
months of 1950. August receipts this | 
year, Butler said, amounted to $63,- 
722, This is $6,685 under the August 
1950, figure of $70,407. 


have been switched, bringing such,appears to be a trend developing to 
designations as Dodge’s Diplomat | give these models something more 
|of a cognomen than “station wag- 


and Ford’s Victoria. 


For the benefit of harassed used-|0n” or “suburban.” 


car buyers, here's the list of names | 
all makers offer- '( » 


for hardtops by 
ing such models: 


Buick Riviera 
Cadillac Coupe de Ville 
Chevrolet .Bel-Air 
Chrysler Newport 
DeSoto Sportsman 
Dodge Diplomat 
Ford Victoria 
Frazer Virginian 
Hudson Hollywood 
Lincoln vores dO 
Lincoln Cosmopolitan......Capri 
Mercury Monterey 


Nash Rambler Country Club 


Oldsmobile ..Holiday 
Packard Mayfair 
Plymouth Belvedere 
Pontiac Catalina 


& * * 


urbans and station wagons, six 
of them have no special name for 
jthem other than station wagon or 
}suburban, while one, Buick, calls 
|} its model an estate wagon. 
| The five makers who have pinned 
|distinctive appellations on _ their 
station wagons or suburbans are: 
Chrysler..Town and Country 
wagon 


Dodge . Sierra 
Ford ...... Country Squire 
Nash Rambler ..Greenbrier 
Plymouth eeeeeee SAVOY 
Names have largely replaced 
numbers for model designations. 
Only three makers—Cadillac, Pack- 
ard and Oldsmobile—still rely on 


There has been a little more re-|numbers to designate models. 


straint in the naming of suburbans 


Cadillac offers a series 62, 75 and 


AUTOMOTIVE NEWS, SEPTEMBER 24, 1951 


" THE 12 makers offering sub- | 


| 


| 





DeSoto Suburban Wins European Show Prize— 

A DeSoto Suburban won second prize in its class at o Concours d'Elegance held in 
the Pincio Gardens in Rome, Italy. The woman in the picture hat, standing beside the 
Suburban, is the Baroness Benvenuto Perrone Capano. She sponsored the DeSoto entry 


Plymouth was awarded first place. 


200, 300 and 400 Patrician. Oldsmo- 
bile has an 88, Super 88 and 98. 
The rest of the makers, except 
Mercury and Willys, designate dif- 
ferent models by names and then 
further classify them with Super, 
Custom, Deluxe, Special, and so on. 


Is it any wonder the classified ad 
users and readers are confused? 








and station wagons, although there|60 Special. Packard has a series 








Burrows Remodels 

Completion of a seven-month, 
$200,000 remodeling program for 
Burrows Motor Co. (Ford), Yakima, 
Wash., has been announced by 
James Elam, general manager of 
the firm. This gives the dealership 
a plant with 90,000 square feet of 
floor space. 


What's the fastest-growing 
line of trucks in America? 


OOK around you — in cities, on farms, at terminals 
and loading docks — wherever goods are moved on 


wheels. 


More and more, the pay load’s packed on a GMC. 


OU see those letters on medium and heavy Diesels, 
the most economical workers in their field. For 
GMC means first in Diesel power. 


You see gasoline-powered GMC’s frontrunning the 
highways of America — pacesetting delivery of the 
necessities of peace and war. 


You see the nimble bantamweights of the family — the 
highest-powered '4- to 2-tonners made—outpulling, out- 
lasting every other truck in their class. 
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Cars Preferred 
Over Buses as 


Transportation 


CHICAGO. City people prefer 
their own automobiles to the public 
transit system as a means of get- 
ing to work, reports the American 
society of Planning Officials. 

The society revealed a survey 
which indicates that use of cars 
is transportation to work is in- 
creasing even though it may cost 
the driver 12 times as much as 
taking a bus. 

The growing use of cars for trips 
to work has caused a serious traf- 
fic problem for municipalities, the 
society notes, 
tional parking space and increases 
in the number of express highways. 

San Francisco was cited as an 
example of a city in which there 
has been a great growth in the 
use of cars for trips to work. Four- 
fifths of the workers in that city 
went to work by transit 25 years 
ago, but today less than half use 
public transportation. 

The survey also 


shows that 








and requires addi-| 








eas 


So you didn’t know, eh? There | 
is really a left-handed monkey 
wrench. A wrench with a right- | 
hand thread designed for south- 
paws was patented in 1871, it is 
said. 


crowded buses and streetcars, traf- 
fic jams and long walks made pub- 


lic transportation unpleasant. 





CHICAGO.-How the nation is 
becoming increasingly dependent 
upon synthetic rubber and inde-| 


pendent of the natural variety was 
told by Lee R. Jackson, president 


lof Firestone Tire and Rubber Co., | 
in an address before the silver an-| 


niversary convention of the Nation- 
al Assn. of Motor Bus Operators. 
The meetings, dedicated to mobili- 
zation, were attended by more than 
800. 

Discussing what the 


rubber in- 


dustry is doing to help bus trans- | 


portation, Jackson replied “lots of 
things.” 

“In the first place, research sci- 
entists and development engineers 


are working constantly to find ma- | 


terials, methods and machines that 
will make bus tires and _ tubes 
stronger, safer and longer wear- 
ing,” he elaborated. 

“Within the past few months 
we have developed a very satis- 
factory synthetic foamed rubber 





VER wonder why GMC is gaining a greater percent- 
age of the industry than any other truck-maker?P 


Ask the truck drivers themselves. 


See the confident way they talk of the power plants, the 
broad-shouldered chassis — the way a GMC handles. 


Ask them about the tons they’ve hauled, the miles 
they’ve logged—the nip-and-tuck schedules they’ve 


licked time and again. 


Ask these cost-wary haulers why they've made GMC 


the fastest-growing fleet in the land. 


Y 


They’ll tell you it’s because GMC is the finest motor 


truck made. 


GMC TRUCK & COACH DIVISION OF GENERAL MOTORS 


| duce 
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Rubber Self-Reliance 


Firestone’s Jackson Tells Bus Men Synthetic 
Is Playing Increasingly Vital Role 


which tests show is even better 
than natural foamed rubber. In 
intercity bus operations, seating 
comfort may easily mean the dif- 
ference between satisfied and un- 
happy customers.” 

Jackson also lauded blowout-safe, 


puncture - sealing tubeless tires, 
which he said can be applied to 
buses; seat coverings and head 


rests of plastic materials which re- 
cleaning and maintenance 
and rubber roads which he 
declared have the advantages of 
economy, lower maintenance costs 
and longer wear. 

The nation is fortunate not only 
in the quality but also the quantity 
of synthetic rubber, which he fixed 
at 950,000 tons annually. Further- 
more, he said, the government is 
fortified with a sizeable stockpile 
of natural rubber, the amount of 
which can not be divulged for 
security reasons. 

Improvement, Jackson asserted, 


costs, 
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rubber for retreading purposes. 
| “I must admit that the kind of 
| retreading done during World War 
|/II wasn’t too good, but a lot of 
progress has been made since then,” 
he said. “In the first place, better 
methods have been developed for 
retreading truck and bus tires, and 
there has been an increase in facili- 
ties for doing this work. In the sec- 
ond place, the materials that are 
being used today are far superior 
to anything we had during the last 
war.” 

Jackson, referring to the govern- 
ment’s stockpile of natural rubber, 
said that “I am sure it will last 
as long as any war we could prob- 
ably fight. 

“As a matter of fact, I suspect 
that we would probably run out 
of a lot of other materials before 
we would run out of rubber. 

“If another World War breaks 
out, it is quite possible that the 
rubber-producing areas of the Far 
East may be lost to us again. It 
would be foolish to count on much 
help from the areas which produce 
90 percent of the world’s supply 
of natural rubber. 

“Ceylon may hold out, as it did 
in the last war. Liberia seems safe 
from invasion. Perhaps some of the 
South American countries will help 
supply our rubber needs. But our 
one great asset is our own synthetic 
rubber industry.” 

Government officials predominat- 
ed among speakers on the program, 
including James K. Knudson, De- 


has been made in the quality of 
! 


|fense Transport Administration 
chief; Kenneth L. Vore, director, 
military traffic services, Depart- 


ment of Defense; Arthur W. Mot- 
ley, assistant director, bureau of 
employment security, U. S. Depart- 
ment of Labor, and G. Maynard 
Smith, industry member, National 
Wage Stabilization Board. 

Arthur M. Hill, who has served 
| as president of the association since 
its inception in 1926, presided at the 
morning and afternoon meetings on 
opening day. He is head of Grey- 
|hound Corp. 


Trucks Equipped 
For Conversion 


To Ambulances 


CHICAGO.—The multi-stop trucks 
of Model Launderers and Cleaners, 
|St. Paul, and Taystee Bread Co., 
Columbus, O., are being equipped 
for quick-change conversion to 
emergency ambulances, it has been 
announced. 

Both organizations use Interna- 
tional trucks with Metro bodies, 
made by the Metropolitan Body 
Co., Inc.—a subsidiary of the Inter- 
national Harvester Co. here. The 
program is in cooperation with the 
civil defense authorities. 

The 20-truck fleet of the Model 
Laynderers and Cleaners will ac- 
commodate six stretchers, the In- 
ternational truck division said, and 
|the conversion from their regular 
|duties to emergency ambulances 
can be made in 90 seconds. In addi- 
tion, all Model drivers are being 
| given training in first aid. 

The Taystee company fleet of 33 
trucks have also been offered to 
the civil defense authorities at Co- 
lumbus for disaster service. Each 
truck carries a number of bread 
trays which, it is planned, could 
be used as stretchers. Each truck 
could carry 12 persons. 

Developed under guidance of the 
lcivil defense organization, the St. 
|Paul conversion was accomplished 
at a cost of $35, excluding the cost 
|of the stretchers, it was announced. 
|The conversion equipment, it was 
|pointed out, is carried with the 
| truck at all times. It does not de- 
lerease delivery cargo space, the 
| company said. 





Truck Fines Net 
Lowa $380,345 


| DES MOINES. — Iowa highway 
|commission weight crews collected 





1$380,345 in penalties from over- 
|}loaded and overlength trucks dur- 
ing the fiscal year ending June 30, 


it has been reported here 

W. O. Price, highway commission 
safety and traffic engineer, said 
officers issued 10,474 tickets during 
the year. Of these 9,091 were issued 
for overweight, he added. 








Judson Motors—Cleveland 

Judson Motor Co., Cleveland, has 
been incorporated by A. S. Gold- 
smith and others. 
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A f) . ° . 
/ As you know, there are three giants in the Sunday 


Se} 


day newspaper to America’s doorsteps: Metro, This Week, Ameri- 


magazine field —magazines that accompany the Sun- 


can Weekly. 


Each is quite distinct from the other two—in character, in 


editorial content, and in what it can do for a national advertiser. 


Let’s take a closer look at their differences and see which of 


the big three suits your advertising needs the best. 


Metro is individually edited by each of its associated news- 
papers. This Week and American Weekly are centrally edited for 
the whole country. Metro and T/is Week are printed in gravure 
and deliver the finest 4-color reproduction available from mod- 
ern, high-speed newspaper presses. American Weekly is printed 


in letterpress. 


Let’s take a closer look at circulation. Metro leads by 


far, with the world’s largest magazine circulation! The figures: 


METRO “a 2. oe a oe oe oe Over 14,000,000 

(The world’s largest circulation) 
THIS WEEK ‘ ° ‘ & ae Over 10,000,000 
AMERICAN WEEKLY. . ; ; , : . ‘ Over 9,500,000 


According to latest A.B.C. circulation figures 


? Let’s take a closer look at penetration. Mighty 


Sree 


50%-100% coverage in each of its publishing cities—as well as in 


METRO leads the other two. Metro gives you 





leis take a CLOSER LOOK 





more than 500 other cities with 10,000 or more population! Ovly 


Metro gives you peak circulation in America’s greatest retail areas. 


(ss ) Let’s look closer at readership. In every postwar. 
Io study of Sunday newspapers, Mighty METRO has 
led the other two in readership of both editorial and advertising — 


among 4o¢/ men and women! 


Here’s the reason: Because Metro is edited on the spot, its 
contents are tailor-made for its readers. Metro magazines have 
many local articles and pictures, the things that interest readers 
most. They see pictures of their friends, of familiar places, of their 
way of life... they read articles about their own special prob- 
lems, their community activities, their interesting neighbors. So, 


naturally, they read Metro from cover to cover! 


’ 


\ ) Let’s look closer at selling power. Only Metro 
To! 


Retailers must see a fast pay-off—and their ads in Metro give 


has local retail advertising — and there’s lots of it. 


it to them. These retailers are your customers and they know that 


Metro sells goods! 


Yes, look closer at the Sunday picture—and the more you 
see, the more you will be convinced that Mighty METRO 7s your 
Sunday Basic Buy. Advertising and Sales Executives: Call your 
Metro representative today and ask to see “Your Bridge to Sales”, 


a full-color, sound film presentation. 





Mighty Metro—with the world’s largest magazine audience—is an advertising medium composed of 28 Sunday Magazine Sections, | 


each of which is individually owned, edited and distributed by a leading American newspaper. These newspapers are: 


ATLANTA Journal-Constitution 
BALTIMORE Sun 

BOSTON Globe and/or Herald 
BUFFALO Courier-Express 
CHICAGO Tribune 
CINCINNATI Enquirer 
CLEVELAND Plain Dealer 


DES MOINES Register 

DETROIT News and/or Free Press 
HOUSTON Chronicle 
INDIANAPOLIS Star 

LOS ANGELES Times 
MILWAUKEE Journal 


MINNEAPOLIS Tribune ST. LOUIS Globe-Democrat 
NEW ORLEANS Times-Picayune & States and /or Post-Dispatch € 
NEW YORK News ST. PAUL Pioneer Press = 


SEATTLE Times 

SPRINGFIELD Republican 

SYRACUSE Post-Standard 1 
WASHINGTON Star 


PHILADELPHIA Inquirer 
PITTSBURGH Press 
PROVIDENCE Journal 


METROPOLITAN SUNDAY NEWSPAPERS, INC. + Sales Offices for Metro Magazines and Metro Comics ...NEW YORK: MUrray Hill 7-5200 + CHICAGO: WHitehall 4-228C 
DETROIT: TRinity 2-2090 + SAN FRANCISCO: GArfield 1-7946 + LOS ANGELES: Michigan 0578 
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Make METRO your 
Sunday BASIC BUY 


14,000,000 families 
coast-to-coast... 
More than half the families in over 500 key cities 


—S. .,.fe au -. i wy -s 
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Shortage in N. Orleans 


By Gordon Hebert 
Staff Correspondent 


The car shortage which New Or- 
leans dealers anticipated six weeks 
ago has arrived. All dealers, with 
no exceptions, have exceedingly low 
inventories and they are clamoring 
for cars from their respective fac- 
tories. 

A number of dealers have been 
combing dealers in the surround- 
ing area for cars when they get 
an order for a specific model 
which is not in stock. 

In this respect the dealers report 
that customers are still “choosy.” 
They are still demanding the color 
of their choice. 

While it is true that there has 
been a little flurry in business due 
to the manufacturers’ price raises 
and the government’s expected tax 
boost, registrations do not coincide 
with the “play” the dealers are re- 
ceiving due to the fact they haven’t 
the merchandise to offer. 

Dealers agreed that the majority 
of ‘sales were made due to the 
“scare” condition. Buyers were get- 
ting under the wire before in- 
creased prices and taxes became 
effective. 

Local conditions have taken a 
reversal in form from the previ- 
ous three or four weeks. Dealers 
have pulled in their horns on 
giving overallowances to get busi- 
ness. They are now trading on 
a more sensible basis. 

As one dealer pointed out, “the 
factory has advised me of my re- 
duced allotment of cars for the 
balance of the year, so why should 
I give my profits away in over- 
allowances?” This seems to be the 
consensus of all dealers. 

One of the few distributors left 
in this area said he had been ap- 
proached by dealers from Texas, 
Louisiana, Mississippi and Alabama 
who want to buy cars for $100 
over his warehouse cost. 

Besides the present car shortage, 


,dealers have another problem, and 
that is getting mechanics and metal 
men. There is a big scarcity in 
these fields. 

The situation has become so 
acute that a number of dealers 
are thinking about soliciting the 
aid of the local association to 
start a mechanic training school. 
All dealerships have been over- 

crowded with service work and 
many of them have established new 
alltime high dollar volumes. 

The service end of the business 
has been a boon for a couple of 
dealers, as without such a large 
dollar volume they would have fin- 
ished the month in the red. 

Used-car prices continue to be 
firm. There was a better movement 
of late-model used cars during the 
past month. Practically all dealers 
are in good shape as far as used 
cars are concerned. The reason for 
this is that dealers are paying more 


attention to used-car inventories. 
+ * 


Cleveland 


Because of a shortened week due 
to Labor Day, new-car sales in 
Cleveland slumped to 1,133 units for 
the seven-day period ended Sept. 7. 
This was the second lowest week 
of the year. 

However, most dealers are now 
looking forward to a spurt in 
activity with the approach of 
both new models and _ higher 
prices as well as the usual fall 
demand. 


Used-car sales, for the period 
ended Sept. 7, were also reported 
at a low of 2,084 units, smallest 


weekly figure since last February. 
Rounding out the week, sales of 
new and used trucks declined to 
83 and 89, respectively, the lowest 
of the year for new trucks, and 
the lowest since February for used 
trucks. In all cases, sales for the 
week were below comparable fig- 
ures of a year ago. 

During August, total sales of new 





ears reached 5,460, well behind the 
same month a year ago when sales 
reached 8,385. According to Leon- 
ard Fuerst, clerk of courts, sales 
of new cars for the year were 50,- 
129 as of Sept. 1. This was under 
the year-ago figure of 54,320. 

The breakdown of new-car sales 
for August: Buick, 360; Cadillac, 
135; Chevrolet, 965; Chrysler, 174; 
Crosley, 6; DeSoto, 114; Dodge, 458; 
Ford, 991; Henry J, 32; Hudson, 
109; Jaguar, 1; Kaiser, 49; Lincoln, 
28; Mercury, 293; MG, 4; Nash, 188; 
Oldsmobile, 228; Packard, 44; Plym- 
outh, 683; Pontiac, 328; Prefect, 1; 
Studebaker, 243; Volkswagon, 1, 
and Willys, 25. 

August used-car sales were 21,- 
810, slightly under the year-ago 
figure of 22,352. For the January- 
August period, used-car sales in 
Cuyahoga county were 49,747, a 
sizable increase over the same 
1950 period’s total of 46,495. 

New-truck sales, however, were 
down. The eight-month figure for 
this year was 4,972, about 9 percent 
under the 5,418 of a year ago. 

The breakdown of trucks sold in 
August: Autocar, 2; Chevrolet, 186; 
DeSoto, 2; Diamond T, 4; Divco, 15; 
Dodge, 57; Ford, 131; GMC, 32; In- 
ternational, 44; Mack, 1; Plymouth, 
4; Pontiac, 1; Studebaker, 6; White, 
34, and Willys, 21.-(Sanford Mar- 
key.) 


+ + * 


Ottawa 


Ottawa dealers are 
greater anxiety to cut down their 


inventories of used cars and are} 


offering inducements to buyers for 
cash transactions instead of mak- 
ing deals for tradeins. 

As a result, a cash offer will 
now enable a buyer to get a used 
car at a substantial price cut 
compared with a month or so 
ago, with ads hinting at such 
drastic price inducements. On 
some models, the price cut runs 


as high as $200 to $300 and even | baker, 94; Chrysler, 51; DeSoto, 59 


more in exceptional instances. 
However, this does not mean that 


Nash, 45; Hudson, 25; Cadillac, 39 
Henry J, 20; Packard, 16; Kaise: 


|tradein business is weakening for|24; Willys, 12; Lincoln, 5; Crosle 


every type of car. But for certain 
models of so-called newer used cars 
there are definite signs that dealers 
|prefer cash, even at a big cut, 
rather than accept a tradein as 
part payment.—(M. L. Schwartz.) 


* * * 


Spokane 


Lester M. Kauffman, president of 
the Washington State Automobile 
Dealers Assn., has advised dealers 
in Spokane and throughout the 
state that they may expect a short- 
age of new cars in the very near 
future. 

This shortage will take place, 
he said, due to the decrease in 
car production, an increase in 
demand for transportation by de- 
fense workers and an increase in 
the level of employment. 

According to Kauffman, the fact 
that this area has had a greater 
increase in population, employed 
|persons and defense production 
during the last few years, means 
it is entirely possible this region 
could be affected more than other 
parts of the country where such 
increases have not been so great. 
—(F. K. Haskell.) 

* * 


* 


Cincinnati 


New-car sales in Cincinnati dur- 
ing August showed a slight im- 





showing | 


provement over July with a total 
of 2,309 registrations filed for the 
latter month in Hamilton county. 
The total of 19,907 new-car regis- 
trations for the first eight months 
of this year was approximately 
4,000 units below the figure for the 
first two-thirds of 1950. 

Sales of used cars, which have 
been strong for the past four 
months, totaled 3,793 in August, 
a gain of more than 300 units 
over July. 

New-truck sales continued slow 
with an identical total of 310 units 
in August as well as July. 
New-car registrations by makes 


5; MG, 5; Morris, 1, and Jaguar, 
New-truck registrations by make 
were: Chevrolet, 103; Ford, 108; In 
ternational, 29; GMC, 14; 
15; White, 9; Mack, 13; Willys, 7 
Studebaker, 9, and Divco, 3. 


(Emery Bacon.) 
° * 


Pittsburgh 


Activity in trade and shipment 
helped boost the index of business 
activity in the Pittsburgh distric'! 
during the week ended Sept. 8, th: 
University of Pittsburgh reports. 

The business barometer rose to 
195.4 during the week, against 192.6 
in the previous seven days and 
194.5 in the same week of 1950, 


the school said. 
* * * 


Toledo 


Deliveries of new cars dropped to 
1,499 units in Lucas county (To- 
ledo) during August, down 66 units 
from the July total. 

The Toledo Automotive Trades 
Assn. reported, however, that deliv- 
eries of commercial vehicles for the 
same period rose 28 units to a total 
of 153. 








for August were: Chevrolet, 480; 
Ford, 484; Plymouth, 263; Buick, 
156; Oldsmobile, 162; Pontiac, 141; 
Mercury, 116; Dodge; 105; Stude- 


The August new-car figure of 
1,499 compared poorly with the 
August (1950) total of 2,354. 
New-car sales for the first eight 

months of the year totaled 13,039, 
against 15,041 for the comparable 
period last year. 

Dealer used-car sales in Toledo 
for August totaled 3,268, against 
2,643 for the same month last year. 
Dealer sales for July totaled 2,388. 


(Dick Roberts.) 
. o ° 


Akron 


New-car sales in Summit county 
(Akron) continued very weak in 
the seven days ended Sept. 8 as 
only 302 units were titled, against 
309 in the previous week and 373 
in the comparable 1950 week. 

Used-car sales also slipped off 
sharply during the week with 563 
transactions listed, against 830 in 
the preceding week and 461 in the 
like 1950 week. 
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EVERY THURSDAY 





Harold Henry and Jack Layton are Bringing 


One of the Finest Auto Auction Reputations 


8001 East Garvey Avenue 
Located on Highways 60-70-99 © © e 


Operators of the Denver Auto Auction for nearly four years, 
Harold and Jack come to Los Angeles with recommendations 
from their customers, many business firms and banks. Thou- 
sands of dealers from coast to coast have bought or sold cars 
thru their Colorado auction. Many of these dealers call it the 
finest auction in the country. 
They are bringing the same operating policies of fairness 


in the Country to California 
They Announce the Opening of the 


LOS ANGELES AUTO AUCTION 


San Gabriel, California 
15 Minutes From L.A. Civic Center 





sure to enjoy the five-acre parking lot and most modern auto 





auction building in the country. 


and efficiency to Los Angeles. They guarantee every check, 
draft and title clearing thru them. They are anticipating see- 
ing their old friends and hoping to make many new ones at 
the Los Angeles Auto Auction—Southern California's Whole- 
sale Car Clearing House for all makes and models. You are 


DEALERS 
ONLY 






















DON’T MISS THE 


GRAND OPENING THURSDAY, OCTOBER 4th 


NO NUMBERS RESERVED 





Dodge, 












worn 


wy ae wr 


ey 


i 








Truckin’. . 












By Jack Weed 





(Continued from Page 22) 


over the glass identifying it as a 
new car that had just been un- 
loaded. 

One of the men in the car said, 
“That gives you an idea of how 
those (naming the dealer in 
very uncomplimentary terms) treat 
a new car.” He then turned to one 
of the other men in the party and 
said “Erskine, that may account 
for all the trouble you’ve had with 


your new car.” 
* * 


Public Offended 


I HOPE that I do not have to go 
into the subject of what consti- 
tutes good public relations with any 
dealer over this little experience 
as written. 

[ know from my own observation 
that far too many dealers do not 
pay enough attention as to how 
their cars and trucks are handled 
on drive-aways and around their 
plants in the home town where the 
buying public can see them. 

The big point in my mind is 
not whether the vehicle is being 
mistreated. 

The thing that always pops into 
my mind is that there are thousands 
upon thousands of car owners who 
still believe that a car or truck 
should be handled with kid gloves 
for the first 2,500 miles at least, 


Transport Show 
To Open Feb. 26 
In New York City 


NEW YORK.—The 1952 National 
Transport Vehicle Show and Fleet 
Maintenance Exposition will be held 
here Feb. 26-28, according to the 
Automotive Transport Trades 
Council, 100 Fifth Ave. 

In addition to demonstrations 
and instruction in the practice of 
preventive maintenance, this an- 
nual national gathering of com- 
mercial vehicle fleet men provides 
contact between fleet engineers 
and members of the engineering 
staffs of truck manufacturers. 

Members of the Automotive 
Transport Trades Council and 
charter demonstrators have first 
selection of locations on the ex- 
hibition floor. 
trucks, buses and commercial ve- 
hicle components will shortly be 
invited to submit proposals for such 
demonstrations as are calculated to 
supplement those already sched- 
uled. 


Mich. Physicians 
Pay GM Honor 


DETROIT.—The Michigan medi- 
cal profession has commended Gen- 
eral Motors for making a $1,500,000 
industrial-medicine research grant 
to the University of Michigan. 

C. E. Wilson, president of Gen- 
eral Motors; Dr. Max R. Burnell, 
medical director of GM, and Dr. 
Clarence D. Selby, former medical 
director of the corporation, received 
scrolls of appreciation from Dr. C. 
E. Umphrey, president of the Mich- 
igan state medical society, at an 
informal luncheon held in the Gen- 
eral Motors building here. 

The $1,500,000 grant established 
the institute of industrial health at 
the University of Michigan in Ann 
Arbor. 





New York Drivers Asked 
For Road Design Advice 


ALBANY.—Some 600 motor- 
ists from this area, selected this 
summer by state public works 
“spotters” as average drivers, 
are being quizzed. The depart- 
ment says it hopes to obtain 
data on which to base future 
design and construction stand- 
ards for the state’s highway 
system. 

Department questionnaires 
have been mailed to the selected 
group of motorists, asking their 
age, occupation and annual 
mileage. Public works officials 
explain that the drivers were 
selected earlier this summer 
after automatic traffic recorders 
and spotters were placed along 
Route 43 between Deforestville 
and West Sand Lake. 





Manufacturers of 


| 


and they always suspect the worst 


when they see a new vehicle being 
“railroaded,” even by a mechanic. 
* * * 


| Boon to Trucks 
iN UDGUARDS are now being re- 
is quired on all trucks in Ohio 
and Pennsylvania. These guards 
shall be such as to prevent tires 
throwing mud, water and stones 
from the rear wheels at tangents 
not to exceed 22's degrees measured 
from the surface of the road from 
a straight line to the rear of the 
truck or trailer. 
Other states will 
lead, I am _ sure—and 


follow this 
dealers 


should not try to evade or kill 
any such law if promoted in their 












































SAFE 
AT ALL GR 


Among the most trying road conditions 
are dangerously steep grades with hair- 
pin turns. On such roads—and under all 
other conditions — Midland Vacuum 
Power Brakes are a dependable safe- 


guard for truck and load. 


Your assurance that Midland equipment 


is best for your trucks and t 
the fact that Midland Brak 


proved in millions of miles of service. 





(hb 
Air and Vacuum 


POWER BRAKES 


BRAKING 


Those who know 
POWER BRAKES 
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states. In fact, I am going to sug- 
gest that they work for it in the 
| interest of better public relations 
| with the truckers, if not for the 
benefit of their own parts depart- 
ments. 

Next to “hogging” the road, there | 
is possibly no other action that pro- 
motes more illwill toward trucks 
| from car drivers than to have some 
|truck throw mud all over their 
windshield on a rainy day or throw 
a stone so that it makes a nice lit- | 
tle disconcerting pock mark on the 
windshield. 


* * * 


| SRO Needed 

fan up, you Hudson dealers. 
One of the boys at Hudson told 
|me the other day that they are hav- 
ling a little difficulty in keeping 
|their mechanic training school filled 
|with students from .- dealerships. 
Hudson has a fine school and deal- 
ers should have a continuous wait- 
ling list of boys for the courses. 











Parade Depicts Auto History— 


Thirty years of automotive transportation are symbolized by this caravan of autos 
which recently paraded through the streets of Sanford, Fila. The automobile safari was 
arranged by Rohl Motor Co. (Studebaker), and drew large crowds of spectators. Head- 
ing the group of cars is a 1921 Studebaker coupe, followed by a 1913 roadster, a 
1941 sedan and, finally, a number of 1951 models. 


Rule Back Home | Compton, Calif., has returned home 
Leo Rule, head of the Oldsmobile | from a visit to the Oldsmobile fac- 


dealership at 505 Long Beach Blvd.,! tory in Lansing. 
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STEEL 


' World’s Largest Manufacturer of 
AUTOMOBILE and TRUCK FRAMES 
























RELAY VALVE 


“WiIDLAND 


6660 Mt. Elliott Ave. « 


When an emergency arises, Midland 
Vacuum Power Brakes bring even the 
biggest and heaviest trucks to a smooth 
stop almost instantly. 





Midland Vacuum Hy-Power brakes with 
new Hand Control Valve and New Relay 
Valve offer the ultimate in brake equip- 
ment—and dependable safety insurance. 





Get the facts from a Midland Distributor 
near you, or write or phone us in Detroit. 


WI 


PRODUCTS COMPANY 
Detroit 11, Mich. 


Air and 
Electro-Pneumatic 
DOOR CONTROLS 
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PLY MOUTH 
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July 7.1028 


In the Post 
since 1928 


A NEW 


CAR...A 
NEW CAR STYLE 


Coupe 
Roadsuer 
2-Door Sedan 
Touring 


De Luxe Coupe 


4-Door Sedan 


Plymouth Features— An absolutely new development in motor car 
style, + + Lomg, lou bodres 


+ + New type beaded crown fenden. - 


New sender profile chromium plated radiator 
+ Generous 


+ Moulded edge running boards. + 


room for 2 to 5 passengers, acc ording to body model + + Luxurious deep upholstery 


and appointment detail such as you expect only im cars of far higher prve + « Beautiful 
borwl-type bead Lamps. «+ New " Silver-Dome" bigh-compression engine, for use 


+ + Smooth speed up to 60 and more miles an hour ++ Characteristic 


with any gasoline 


2 
Chosler acceleration. « » Unbelievable smoothness of operation —at all driving speeds 


++ New type Velvet Power rubber engine mountings. + « Body smpulie neutralizer - + New 


type shock-absorbing spring compensators give exceptional riding comfort. » « New type 


spring shackles—reduce nore, wear, attention, « « Chrysler light-action internal ex- 


panding hydraulic four- wheel brakes—no other car of this price possesses this feature. 


ee 


FREE REPRINTS — The Post is making 
available to automobile dealers reprints, 
suitable for framing, of their car’s first ad- 
vertisement in The Saturday Evening Post. 
For your reprint, address your request, on 
your letterhead, to: The Automotive Divi- 
sion, The Saturday Evening Post, Indepen- 
dence Square, Philadelphia 5, Pennsylvania. 
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te extend theo 


NEW ZENITH OF LOW PRICED 


A Statement by 
WALTER P. CHRYSLER 


Ai 1. Chrysler research, engineering and 
manufecturing have been inspired by the tun- 
damental mote of prs ingrev er preater quality 
and valuc for cach dollar of car cnt. Pubhe 
recognition of thit principle, in four sears ad- 
vanced Chrysler from z-th te yrd place in sales 
inthe NALCO 


Now, with a new product — the Vhy mouth — 
Chrysler is the first te yive ut se low a price 
the advantages of performance, nding case, 
dependability and full adult size w hich ehur- 
scterize tine cars of higher price 


The Plymouth finally answers the search for 
quality in the low priced held of more than 
fifteen million American 

The Ply mouth assures i 


A Value that 


Genera] N 
land Divis 
car SPecificaNy 


oO 


the attractic 
brough 

Six ¢ 

skill 

ciliti 


OAKLAND 


Jotors now 
ion, 


on 


THE SATURDAY EVENING POST 


103 


CAR-LUXURY AND PERFORMANCE 


tional eds antages the full measure of quality 
and value te which buyers of low priced cars 
have beng heen entitled — 


Streeth specd ap te Ge and more miles an hour 
and Chrysler acecloration piven by the new 

Sil cr Dome” bigh-compression engine, with 
comfort and 
roominess of far cesther cars; luwurious interi- 
of finish; smartness and style equal to the most 
beautiful; raged strength to assure the long 
life and economy of operation so vital to the 
buy crs how ouldconsers¢ hisoutlay ; the safety 
secured only by internal ¢ \panding hydraulic 
gwheel brakes; and such high-priced features 
as body impulse neutralizer, air filter, shock 
abanrbing spring compensators, all-rubber en- 
gine mounting, and full balloon tires 


The new Chrysler-designed and Chrysler: 
built Plymouth is so revolutionary an advance 
prother low priced cars, it is such conclusive 


which vou can ase any gasoline: 


i a r ett ted dla 
7 a 


Va ie 


Presents, 


thre u 
Pontiac ugh its 


Six. , 
ed to dominate 
£0 introduce into 
Ownership 


the new 
dev eloy 


that field 
other than her 


M oF Oo R 


only Genera] N 


Oak- 
* @ quality 
the field 


evidence that the past year's strides in the sci- 
ence of manufacturing have multiphed the 
purchasing power of the motor car dollar, that 
sou will surcly want to sce it and drive it 


\ Py mouth ride is the best demonstration of 
the case with which it le aps from 5 to 60 and 
more miles per hour—the quict of its power 
and the smoothness of its fight. You yourself 
must put your foot to the lizht-ection internal 
hydraulic 4-wheel brakes to know the conh- 
dence of the fastest and safest deceleration you 
have ever experienced 


And above all, sou must sec its beautiful lines 
and finish, and stretch at case in its deep: 
upholstered, full adult-size bodies, to compre- 
hend how completely the Ply mouth surpasses 
cars heretofore sold under $1000 


We have named it the Plymouth because this 
new product of Chrysler engineering and 


fotors cou 


In its held, 
wenn by Fisher is ar 
P al anc ‘mMportant hee 


This is 


true simp 
Introduces 


craftsmanship so accurately typifies the en- 
durance and strength, the rugged honesty, 
the enterprise, the determination of achieve- 
ment and the freedom from old limitations of 
that Pilgrim band who were the first American 


colonists 


The Ply mouth is today displayed by more than 
sooo Chrysler dealers who want you to see it 
and to ride in it 

' 

Please submit the Plymouth to this trial. We 
believe you will discover there has never been 
acarany where near its price that can approech 
the Plymouth for power, pick-up, smoothness, 
easy handling, safety, quietness and roominess 
—nor that can equal it in beauty and style. 
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Dealer Business Counsel 


Heavier Used-Car Trading Held Today’s Need; 
Less Wholesaling Advised 








(The opinions expressed herein are those of Columnist Van Tassel and are not 
necessarily those of Automotive News.) 


By J. B. Van Tassel 


— I want to emphasize the 
“* fact that our business is the 
greatest changing business in the 
world. That’s true 


are now losing in the cutbacks of | 
|new-car production. 


* * * 


| Trade at Retail 


LSO I would recommend that | 


| 
| though we 
| happen again. 


So, as I see the picture today, 
you just have to forget depending 
too much on new vehicle gross 
profit if you want to stay in 
business and make some money 
during the period of this defense 
production. Start now to retail 


as many used cars at a profit 


today, probably 
more so than ever 
before. No dealer 
knows for sure 
from one month 
to the next what 
the production of 
new vehicles will 
be. We could be 


the 


great 


through the present. 
Remember this, for every used 


proportion during the 


majority of your) 
trades be sold at retail rather than | 
| wholesale. The trend from the re-| 
tailing of trades to the wholesaling | you, you have to advertise and send 
of trades has increased in great|men out to find them. Then you | 
; easy-come | must of necessity have the facili- | 
and easy-go profit years of 1946 |ties to recondition them promptly, 
|display them well, price them for 


all used-car trade, buy and sell | 


that it is possible for you to get 
your hands on. 
Remember, they will not come to 


quick sale and have the required | 


cut off from all 
new vehicle and 
parts production 
in such a short 
time it would make your head swim. 

Therefore, in order to stay in 
this business and make the most 
money in these days of great un- 
certainty, we have to set our 
sights on buying and selling at 
a profit every piece of automotive 
merchandise we can get our 
hands on. 

I especially refer to the buying 
and selling of used cars at profit. 
Here is a piece of merchandise 
that is definitely an integral part 
of our business and we as new-car 
dealers are going to have to buy 


4d. B. Van Tassel 








car you sell at wholesale (approx- 

imately your cost) you lose the | 
retail markup and some one else | 
gets it. The way things are go- 

ing now, I am sure you will agree | 
with me that you need this profit | 
more now than ever before. 
For you cannot pay the high ex-| 


penses of operation today out of | 
anything less than gross profit dol- | 


lars and the wholesale sales volume 
of used cars will not produce much 
in the way of gross profit dollars. 

. * * 


Bolsters Service 


ETAILING of used cars will help 
you to build up your potential 
sales and profit opportunuity for 


service and parts business, which | 


manpower to sell them. 

Whatever you do, don’t hold them 
for price; sell them in today’s mar- 
ket at today’s prices and take your 
profit quickly. 

* * o 
Keep Salesman 


| fal ae manpower as scarce as it 
is today, I just can’t imagine 


a dealer letting a salesman go when | 


we have such a great stock of cars 
and trucks available for purchase 
and sale at a profit 24 hours a day. 


Of course, they are not new cars, 
but what difference should this 
make as long as we can make a 
buck on them. 


Keep after service and parts vol- 


has proved to be so important in ' ume, Personally contact and follow- 


and sell some of these pieces at a 
profi: in order to offset some of the 
gross profit on new cars that we 











tion was reduced. 


the past when new-vehicle produc-|up on all your potential customers, 


/not just today, but every day. Get 


Don’t forget, it was service and |as much wholesale parts and acces- 
parts volume and gross profit that! sories business as you can without 


New Passenger Car Registrations, 15 States for August, 1951-1950 
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| kept new-car dealers in business spending too much money to get it. 
|during the last war when we had 
|no new-car production. This could|to a minimum and collect the fuil 
happen again and in a hurry, al-| gross profit on this work. You sure 
all pray it will never | Will need it before we get through 
|this defense program. 


Reduce outside or sublet volume 


(Any questions you may have 
concerning Dealer Business Man- 
agement will be gladly answered 
by J. B. Van Tassel, care of 
Automotive News.) 


Magazi ne Offers 
Public Tips on 
Used-Car Buying 


CHICAGO.—Buyers of used cars 
can “get full value” and “avoid be- 
ing gypped” by following 10 rules 
in making their purchase, Haywood 


Vincent points out in the October | 


issue of Coronet magazine. 
In an article entitled “10 Ways 


SALES 
| MANAGER 
re 
» 
-— 


~ 






“Now, fellows, I’m not muci 
good at inspirational pep talks at 
sales meetings.” 


outlined procedures for thorough 
checking of the car. 

“6. Become a test driver, 
specific suggestions on what 


with 
to 


to Save in Used-Car Buying,” he check during the test. 


lists and elaborates upon the fol- 
lowing rules: 

“1. Take your time. Only by shop- 
ing carefully can you hope to make 
a sound purchase. 

“2, Know what you want. Then 
refuse to be dissuaded by sales 
talks. 

“3. Be suspicious. There are many 
reputable people in the used-car 
business. But there are also plenty 
of rascals. If you do not know the 
reputation of a dealer, check with 
your Better Business Bureau. 

“4. Rule out the bad cars. There 


are four types of ‘dogs’ that no 


| Fine. . 
ito buy. 


“7. Do it all over again. Back at 
the lot, give the whole car another 
inspection. Everything still O. K.? 
. But you're still not ready 


“8. Get cagey. Part of buying a 
used car is the battle of wits be- 
tween buyer and seller. 


“9. Check the family background, 
including contact with and thor- 
ough questioning of the former 
owner, and special caution where 
‘out-of-town’ cars are offered. 

“10. Become a haggler, rather 


|than accepting the price instantly, 


wise buyer will touch: former taxis, | and seek concessions in the form of 


rebuilt wrecks, travelers (cars used | ‘extras. 
mostly on the road by salesmen) 
and weasels 
scratched and worn interiors). 


(cars with strained, 


,” 





The back pages of every issue of AUTO- 
MOTIVE NEWS contain the WANT AID 
Section, Others are profiting from AUTO 


“5. Be difficult, wherein are | MOTIVE NEWS WANT ADS! Are you? 
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= ) 85 63, 157; 225 530 396 14,145 555, 337 68 557, 147, 237 134609) 120 a 129 68 18165, 2 4 2958 
Vermont ‘51; (36 16 50 91 193 nS 3 36 154 62 1 166 49 43 331 9 i 20 1 3 6 rT 12 | 815 
‘ = 50} 34 23 72, 125 254 183 2 38 223, 109 24 241 89, 10! 564 4 34) 38 _ i] 6 23; 45|_—S 8} —si82 18 233 
West Virginia ‘SI 104 77, «250, 418 849 531 19; 130 680, 228 49 66! 157,25 1310 38 52 90 & 48 OS 58 «137 28° | 3324 
i 50} 165 92) 345) 585) __—*1187 967 25, 7200/1192, 349 69 12941 «245, +340 2297 - 90 | @ | —s{|_ 8} _— a}; S27} 90 3 5289 
Wyoming ‘SI 39, 23, 54)C*TS)SSs233 150 3 «44 197, 107 +23 203 64 ®©55 452 2 4 é 206 2; 37) =a) 993 
; __'50 78 49/120! ‘188 435 39% 19| 126 541, 258 4) 607/ 132) 170 1208 3 22 25 $6; 75| 25 8I 31 2 (2479 
15 States Reported ‘51; 2731; 2369, 6787) 12856, 24743, 19833, 593) 5102| 25528, 7713 2061 21385, 5561, 7120, 43840 1115, 1036, 2151 4 86 44 107 1963 3386 1195 4395 427 488 (08353 
To Date for August 50! 5019 3748) 11377| 18311) 38455| 30397/ 941/ 7788! 39126! 14535) 3330! 40028 9998 12877. 80768 324 4542 4866 33 71! 193° 4789 4576 1125) 5512) 1084 226 180824 
Year ‘51 | 101731) 70154 189078 | 365089 726052) 573715) 16013) 151729 741457|259509 61039 712957 180741 219186 1433432 36052) 35731 71783 1853 2013, 3566 66455 62157 42901 125635 16981 8987 3323272 
_ To Date 50! 70598} 53118! 142739/238190) 504645| 704962! 20437/ 193255! 918654/314032/ 51178) 835048/219420' 261707' 1681385! 9943) 42335 52278) 775) 3521! 4151) 93390'114426' 46104/176718| 20470 41 70/ 3620687 


Truck registrations 


released here weekly, as 


by states are 
com- 


pleted by R. L. Polk representa. 
tives in state capitals 











New Commercial Car Registrations, 13 States for August, 1951-1950 


Chevrolet 
Diamond T 


International 
Peterbilt 


Kenworth 
Mack 


Sterling 
Studebaker 
Willys-Overland 
Miscellaneous 


Truck registrations by states are 
released here weekly, as com 
pleted by R. L. Polk representa 


tives in state capitals 



























































2 States Previously ‘51 5 1| 1550 | 58; 18 401 6|  915| 342| 454 | 16 | 4) ol 3} 92) 65) 58} 2} 400 | ‘5 2 St ious! 
Reported for August ___ ‘50 | 2) 265! 2} 74 29 oA | 4 1553 1 536! 19 ie ae = 10! Wg 143 72! 74! ~=«16! ~=—«6677/'50 aeeatted tar aaaen 
Arizona ‘S| 4| 231) 1 1 i 162| 70; 63 1 = 2 2 28 5) 25 a. = ee eon 

eas 50! 320 2 | 78 6} 200 2 107 7 41) 3 43 875 | ‘SO 
Delaware ‘SI 1 79 2 20 76 16 26 8; 2 1 231/51 SS 
50 1! 146! 4 36) g3} |r} 43} J | ies 10 358 | '50 
Kansas ‘SI 483 6 5) 122 376 1) 128) 141} 2 4 2 % O78 | 1st ee k 
. 50! 912 7 7 5 5 179 3 647 217 336) 6 ss) S| | _ 103 ! 49 2491 ‘50 A 
Maine ‘SI 104) 28 1. 101 47,20 7 I 3 1 5) ti(‘]O328('ST ad 
ce ot eo 50 4 171 _ 62! 2! 109) 54 77 10 | I 29 3! 20 540 ‘50 
Michigan ‘5 1 1192 5) 12) «301 1 1065 218) ‘121 16 7, 6 68) 13) 41,2807 |S MM 
; ts 50 6 {i936} | tS} a7} 47222! S84) 329] 339) 22 3| 22 124, 27| 47 4975 | '50 
New Hampshire ‘SI 97 30 50 22; «18 ae " a 06~6h)lUCUM ae 247 ‘51 New Ha 
nie 50 ee 2 46 53 38 32 9 5 12 ] 12 325 ‘50 
New Jersey ‘51 18 28) 687 1 7; 38) «1% 5 522 | 188) «163 55) 8 10 3) 46) 43 55), || 2075 ‘51 ew 
tae ae 24/42! «1002 2] 27| 42] S371} ~~} 5561 9) ~— 3071 +375 44 § il 96 50! 6 4| _3039|'50 om 
North Carolina 5 3 . 968) 3 1 5) 192 666 284) 200 14) 4.) 7 e416) 52) 44)~—s2539) "51 North Car 
23 AP i 50 i | 1416 5 5} Bi (363 2) 1120 369) 537] 84 ¥ 4) 185) 37| 46) 24] 42211 '50 
Vermont ‘SI [ 79] Ay oe 51 30°20 a. mie ae cr nr — Vermont 
werwn os 50 | 4 15 | 37 42 27 42 4 2 10 20 304 | '50 
est Virginia ‘St 1 3) 336 1 2) +88 1) 251 2 ~«88)~Sté«‘T2B ™ ~ at aE 7, ~=OS) i (it‘(Y””Sé« TCO West Virginia 
on 5 50 2 6| 495) 1! S| | _s*48| | 332 | 1271 _ 109 | 8 i ah 50/5! _—80 1377) '50 = 
yoming ‘St l | 133) 1 22 91 52) 65 lat ihn kl 18) a | aw _ Wyoming 
WT Usher Renard a | 249 3 | 44 147 68! 90! 12 21-52 2} 669! "50 
ates Reporte ‘SI 31/34) —«5939) 6). 79 84, 1485 14) 4326 4) 1485) 1369 123 30 44, —-«6|~=S«425)~=C*«'70),—S«S 71) ~Ss=«3) «8 088) ‘SI 13 States Reported 
Ye Dote for As for Avgust___ z 5! 56] 9527/ —12/ ~—s«t4t} 12} 24771 «= 4516426 12| 2206! 2770 227! 31 69 1} 910! 212/519) 47|—-25851|'50 To Date for Augu 
ea ‘St 1363) 1502/220273)  281| 2971) 2485] 65143) 700/152631| 292) 615191 54617) 421) 6626, 169) 512 2284) 227) 18569) 79001 14766, 613) 616084) "51 Fs Yee 
To Date 50} 1204) 1208/241420) _ 287! +3271! +2249) 49194 — 808/182852) 193) 54061| 58950! 328) 5513 1063! 1895} 201! 28348! 6216! 13021! 1037) 653319/'50 To Date 
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In the Hopper 


ihe Massachusetts senate reject-|gency, or to permit egress or in- 


revoked. The fine would have to 
be at least $25 on conviction. 4 
Heretofore there has been a $500 +e 


1 
a) 


maximum but no minimum. 
* * * 


Liability for Deaths Raised 





oo on a 17-to-8 roll call, the meas- | gress to side road, or when driver q ° ° 
C7 ure to delay action on the law re-|has unobstructed view and can see To $20,000 by Illinois 
quiring school buses to use blinker the end of the line. Gov. Stevenson of Illinois has 
lights when children are entering Increase in several charges, such Signed a bill, effective at once, | 
or leaving. as replacement of lost auto plates. Which increases the amount which 
y ee inspection sticker fees, cost of tem- May be recovered by wrongful act | 
KG Trucks Operating in Illinois | porary plates, and allowing 10-day OF neglect from $15,000 to $20,000. 
an ; . temporary plates, instead of five. . « 6 
4 To Need Splash Guards iniaele ceaeieill that all new sn Sf 
. It will be unlawful after July 1, }cars have directional lights after Hand or Automatic : ignals 
‘ 1952, to operate a truck in Mlinois, | Jan. 1, 1952. Required on All Mass. Roads 
_ , oe 
at outside the corporate limits of ? 7 ee Hand signals or use of auto- ; : 
city, village or town, unless such oan ; a 
: matic directional lights will be re- | At Cincinnati Dealer Seminar— 


vehicle is equipped with rear | 4labama Votes Reciprocity 
fender splash guards so attached |Qn Driver's Licenses 
gh as to prevent the splashing of | A bill given final passage by 


mud or water upon the wind- | the Alabama legislature and sent 


shield of other motor vehicles. S a 
The bill has been signed by Gov. to the governor for signature 


quired of motorists on all Massa- 

chusetts highways under a new | Sales Counselor Daniel L. Beck, of Detroit, recently conducted a seminar for Ford 
law signed by Gov. Paul A. Dever. | dealers in the Cincinnati district. Sitting (left to right): Roger Piercy, Elizabethton, 
The present law requires hand |N. J.; Beck; Jack Hardin, Huntington, W. Va.; W. J. Sander, Cincinnati. Standing, (left 


vith signals only on state highways (to right): Joe Prichard, Cincinnati; R. S. Mathews, Athens, O.; W. W. Cummings, Ford 








to Stevenson provides for reciprocal agree- and contains no provision for use | district manager; John Evans, Circleville, O.; C. A. Stenger, Dayton, O.; Ted Harden- 
ie ae a8 | ments with other states on driv- of the relatively new directional brook, Piqua, O.; B. J. Borchers jr., Dayton, O.; E. R. Carter and R. C. Oth, Ford 
; at ‘ P | er’s licenses to be issued to signals. The new law becomes ef- assistant district managers. 
her Special Session Studied handicapped persons, such as war fective in 90 days. - — — 
K.? For Frisco Bay Project | veterans, who drive specially wis ge ment to the state constitution which |submitted to Alabama voters in 
ady ' : _ equipped motor vehicles. Alabama 4nti-Diversion Proposal ould fochid diverel ¢ state | December, al ij 
California Assemblyman Richard! Jawmakers also enacted a bill in-  ,. , ——- ee iversion of state | December, along with a plan for a 
a J. Dolwig, San Mateo county Re-| creasing the minimum fines for Faces Alabama Voters highway user tax revenues for | $25,000,000 highway bond issue. The 
e- publican, has announced that he| motorists who drive after their The Alabama legislature has| highway purposes. legislature also voted to raise auto 
will ask Gov. Warren to call a spe-| jicenses have been suspended or ‘unanimously approved an amend-| The proposed amendment will be | tag fees to a flat $3. 
cial state legislative session next | — saad pied : ‘ ' it oe 
nd, March to facilitate construction of 
es a southern San Francisco Bav 
eed crossing. 
7 Dolwig said there is need for the 
_— creation of a bay area regional 
ly authority to construct the projected 
of crossing in line with recent sug- 


gestions for an earth-fill snan to 
be financed by the Reconstruction 
ro. Finance Corp. 


AD * * * 


z N. J. Gas Retailers Seek 
Ban on Price Wars 


Following more than a year of 
sporadic gasoline price wars, the 
New Jersey Gasoline Retailers 
Assn. has announced that it will 
campaign for the enactment of 
state legislation to prohibit gaso- 
line sales below a_ prescribed 
markup from tankwagon prices. 

The program calls for legisla- 





325 tion to: Set retail prices on the 
566 basis of cost surveys conducted 
Me by the State Motor Fuel Tax Bu- han Some 
56 reau; divorce wholesalers from oh 
7 the retail end of the business, and a 
00 ban the use of price signs other 
122 than those attached to pumps. 
34 This is aimed at the “jumbo” 
e signs that have blossomed at gas 
o stations during the price war. 
74 > * * 
28 . 
s0 N. H. Legislature 
14 OAS 
Passes Several 





Another new Reo sales and service outlet. 


Automotive Bills 


1b 

58 The 1951 marathon session of the 

5 New Hampshire legislature has 

33 finally been adjourned after the 

* passage of many important bills, 

3 including a number of measures 

15 affecting the operation of motor e 

3 vehicles in New Hampshire. comin UP 

4 The automotive bills approved by g sen Saa Bae 
2 the solons included the following: 


Change in financial responsibility 
law so that a person who is insured 
at the time of an accident need not 
be required every year to file proof 
of financial responsibility before 
securing a license or auto registra- 
tion. 


Bill allowing crossing of un- 
broken line on highways in emer- 


on the motor transport horizon 


Why? Because Reo is actually assuring operators success by saving 
more and earning more for them. 





For example, records prove that Reo greater earning ability alone 
puts up to $2160 in the truck operator’s pocket each year for every 
truck he replaces with a Reo. 





This accounts for more and more Reo sales and more and more 
profits for those who sell Reo. 


Py aaaeeyT: eX) | 


NAME PLATES 


Your inquiry regarding the Reo franchise in your territory may well 
be the beginning of a new era of extra profits for you. Write us now. 


EXTRA: 


Many Reo Dealers are making good 
money right now selling Reo Engines 
for replacement power plants in present 
trucks, regardless of make. You can, too! 


DEALERS: 


The Modern Service Identification 
Emblem—Plus Advertising Value. 


Write TODAY for beautiful full-size | R E @) M O T O a S ’ \ N ¢ - 


FREE SAMPLE... Yours to keep and 
compare! | 
@ NO OBLIGATION @ 


Stemac.. 





TRUCK + BUS » LAWN MOWER 
DIVISIONS 


Lansing 20, Michigan 


yee oe Me eA ee ee 





DENVER 2, COLORADO 


— 


— 
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CHEVROLET—’51 SL Deluxe club coupe, 





e e $1,625; conv., $1,975; station wagon, 

U $2,250*; 4-dr., $1,650, $1,780; Bel-Air, 
sed-Car Auction Prices || iis: 238) iim, fom. oss 
pickup, 2 at $1,450, $1,400, $1,260. '50 

FL Deluxe 2-dr., $1,275, $1,350, $1,355, 


$1,385, $1,395, $1,420 


Market Trend CHRYSLER—’'51 Imperial 4-dr., $3,000*. 
| '50 Windsor 4-dr., §1,760*. ‘49 Windsor 
4-dr $1,380*. °47 Roval 4-dr $650 
DeSOTO 51 Deluxe club coupe, $1,960 
19 Custom 4-dr., $1,380*. "46 Deluxe 4- 
dr., $425 


“Stability” continues to be the watchword for wholesale used-car 
prices. The overall average slipped slightly last week, falling $3 to $927. 
Almost all of the loss, however, was due to a drop in the average price 


“rt DODGE-'51 *'-ton pickup, $1,220, $1,155 
of ’42 models. 50 Coronet club coupe, $1,345; station 

The rest of the list moved within a very slight range as no model Stones bi at ee ba ta, "49 

‘ ‘ ‘ ° c ° . ; Meadowbrook dr., 120, $1,125; 
gained or lost more than $3 from the preceding week’s prices. Only ton pickup, 2 at $600. °48 Deluxe 4-dr 


$795 


two gains were recorded with ’51s picking up $2 and '49s advancing $3. 













Losses included $3 for ’50s and '48s, $2 for ’47s and $1 for '46s. The | FORD $1,746; 4dr. $1.8i0°. hs"ede; 6 oe 
price of ’41s remained even with the previous week at $299. The overall $1,800; Victoria, $2.275*. "80 ‘Deluxe (8) 
average figure of $927 for September-to-date is the same average that 2-dr., $1,105, $1,200; Custom (8) 2-dr 
prevailed in May and June of this year. ge st 315, | $1 oe a a ' - = 

Buyers at 10 representative auctions last week proved more eager | }ip2°'s;53350 7 °C SP A2O") SEA1O. She 
than at any time this year as they took away an average of 79 percent | HUDSON —'51 Hornet conv., $1.830 


KAISER—'51 Deluxe 4-dr., $1,480 
J 2-dr., $875 

LINCOLN—'51 4-dr 
$970, $1,015, $1,405* 

MERCURY—'51 club coupe, $2,255*; 4-dr 
$2,155, $2,425*; 2-dr $1,975 50 2-dr., 
$1,365, $1,460 

NASH—’'51 Ambassador 2-dr., 
4-dr., $440. 

OLDSMOBILE—'51 Super (88) 2-dr., $2,- 
650*; (98) conv., $2,775*%; (88) 4-dr., 
$2,510", 2,550°, $2,.575*, $2,580°, §$2,- 
660*, 2 at $2,675*. ‘50 (S8) 4-dr., $1,- 


of all units offered. Sales at the 10 auctions totaled 1,569 units, or 79 Henry 


| 
| 
percent, of the 1,991 offerings. At the same auctions in the preceding $2,490*. ‘49 4-dr 
week, 1,353 units, or 74 percent, of the 1,833 offerings were sold. 
Prices marked with an * indicate a unit equipped with 
automatic transmission or overdrive 
$1,765. '47 
770*, $1,715*; 4-dr | 
620, $1,660* | 
$1,295; | 
$930 
S760 | 
| 


$1,525 
$1,710* 49 
2-dr., $1,155 
‘47 Special 4-dr 


$1,605, $1, 

Super 4-dr 

‘48 RM 2-dr., $810, 
$630; Super cons 


AMARILLO, TEX. 


‘(Amarillo Auto Auction 
day. Prices are for sale of 
(Prices definitely up; very 


Sale every Fri 
Sept. 14.) 
strong de- 








mand. Sold 320 units out of 370 offer- CADILLAC 51 (62) 4-dr., $3,925*, $3.- 700*, $1,730*; 2-dr $1,675*, $1,725* 
ings.) 950*. '50 (62) club coupe, $3, * 419 | PACKARD—'49 Super 4-dr., $1,210. '46 (6) 
BUICK—'50 Special 2-dr., $1,360*, $1,375* (61) 4-dr., 2 at $2,175, $2,200. '48 (61) 4-dr., $630 

$1,400*; 4-dr., $1,380; Super 2-dr., $1.- i-dr., $1,590. °46 (62) 4-dr., $1,170* PLYMOUTH—’51 Savoy, $2,100; Cranbrook 


club coupe, $1,875; 4-dr., $1,580, $1,800, 
2 at $1,860, $1,875; Cambridge 4-dr., 

| $1,590, $1,650, $1,720, $1,825 

| PONTIAC—’'51 Chieftain (8) conv., $2.,- 
495; Catalina, $2,400* 4-dr $2,120 
Chieftain (6) 2-dr., $1,790. ‘50 Chieftain 

} (8) 2-dr., $1,570 

| STUDEBAKER—'51 Commander 2-dr., $1,- 
687. '50 Commander 2-dr., $1,205; '-ton 

| pickup, $750. '49 Commander 4-dr., $925 

| ‘41 Champion 4-dr., $125 

| WILLYS—'51 %-ton pickup, 

Jeep, $575, 2 at $500 

| MISCELLANEOUS—'51 GMC _ !.-ton 

up. $1,485, 2 at $1,450, $1,460; 
truck, $2,250. 


ALBANY, N. Y. 


(Tim Anspach’s Dealers Auto Auction 
Sale every Monday. Prices are for sale 
of Sept. 10.) 

(Sale brisk right from the start with 
prices even with previous week. Many 
smaller new-car dealers were buying 
"SIs, Hints of higher prices seem logical, 
if ceiling prices are amended. Sold 141 
units out of 182 offerings.) 

BUICK—'51 RM conv., $2,625". ‘50 Super 

Riviera 4-dr $1,700*. ‘49 Super sedan, 
25*; conv., $1,400*; RM sedan, §$1,- 
2 . $1.510*. ‘48 RM sedan, $1,010", 

$1,110, $1,000*. '47 RM conv., $850; se- 
dan, $755, $720; Super sedan, $830. ‘41 
Special 4-dr., $335 
CADILLAC—'51 (62) Coupe de Ville, $4,- 


$1,100 17 


pick- 
2-ton 


WITH A idlint EQUA-FLOW Exhaust System 


for FORD — MERCURY — LINCOLN — OLDSMOBILE 
and CADILLAC 


INCREASES HORSEPOWER 

ELIMINATES BACK PRESSURE 

INCREASES SPEED, MILEAGE AND PERFORMANCE 
REDUCES ENGINE HEAT AND WEAR 








250*. ‘50 £82) conv., $3,450*. '49 (62) 

_ g 9 *. , 29 , 9 195" 

CASRN) ST NOLS MN ROUT MMLOINE |e, 0 
CHEVROLET—'51 '.-ton pickup, $1,250; 

SL Deluxe sedan, 2 at $1,800; Bel-Air, 





$2.050; SL Special sedan, $1,575, $1,525. 
‘50 FL Deluxe sedan, $1,400; FL Special 


on your letterhead to 


yn : i M1 tf ghar omse srr, $1,340; SL Deluxe sedan, $1,430, 
Ye GL S595 5 OSS $1,420, $1,200, $1,400; Bel-Air, $1,650, 
$1,660; conv., $1,430; SL Special sedan, 

ra 39 49 WASHINGTON BLVI ep a $1.300, $1,200 "49 SL Special sedan, 
F $810, $1,100, $1,110; SL Deluxe sedan, 


, , $1,140, $1,210, $1,200, $1,125, $1,110, 
$1,080; FL Deluxe 2-dr., $1,085. 18 
SM business coupe, $810. '47 FM sedan, 
$735, $770, $850; FL sedan, $810, $850. 





Mil 


mane OL 7 i 


Hittlil bi iield SEAL Hii ti] 
_ i! 


ene c 
tH 


jail 





N 
OLDSMOBILE—'51 (98) 
$2,520*, 2 at 
sedan 


GENERAL TIRE’S TOP-QUALITY 
AND PRICE PROTECTION PAY 
OFF FOR McKEAN OLDSMOBILE, 
PITTSBURGH, PENNA.—E.D. McKean, 
Pres., says, ‘‘General has what it takes to 
make a sucessful tire department like ours. 
A superior product, protected price and 


close factory contact makes for a high 
profit operation. General Tire change- 
over business is the extra profit potential 
in every new and used car we sell. I 
recommend a General Tire Department to 
any car dealer who wants to turn empty 
space into profit.”— Gen. News Service. 


a 

































CADILLAC—'50 (61) 


CHEVROLET —'51 


$1,130*, $1,155*. '47 (8) sedan, $755, | 
$770*, $775. '46 (8) sedan, $645, $710 
$725, $740, $755 
HUDSON—'51 Hornet sedar $2,000*, $2 
210*, $2,405* 
KAISER—'49 Traveler sedan, $900*; Spe 
cial sedan, $695. ‘48 sedan, $670 \ s 
LINCOLN 19 sedan, $1,045, $1,125 
MERCURY—’51 sedan, $2,200" $2,275* ev: NAME PLATE 
$2,280*. '50 sedan, $1,465, $1,470*, $1 
530°, $1.595*. $1,610*. §1.635*. '49 se PRECISION CAST... 
dan, $1,205. '47 sedan, $715, $730, $745 ELIMINATING ALL DIE COSTS 





PLYMOUTH—'51 Cranbrook sedan 


24, 1951 





Average Used-Car Prices 


(Compiled by Automotive News/ 





Sept. 1951 August Jul 

Mode! (to date) 1951 1951 

aot 4 1951 $1,942 $1,921 $1,931 

$927 $926 $916 1950 1,398 1,393 1,41! 
1949 1,158 1,167 1142 
1948 880 895 7 
1947 740 747 737 
1946 677 661 650) 
1942 321 321 284 

i aaa a 1941 299 299 301 

Overall 


Average $ 927 $ 926 §$ 916 





(The above figures are averages of used-car auction prices, all 
makes and models, carried regularly in Automotive News./ 





$1.585*, $1,620*, $1,645*. ‘49 (9, 
sedan, $1,20u* 


sedan, $750 


41 MD sedan, $290. 535°, 
CHRYSLER—’51 Windsor Newport, §$2,- conv., $1,310* 48 (6) 
550° °'49 Windsor sedan, $1,550*. ‘48 $1,235*, $1,280 47 (6) 
Saratoga club coupe, $1,175. ‘47 Wind- $760, $765 
sor 2-dr., $800. '46 Royal 4-dr., $635 | STUDEBAKER 51 


'46 FM sedan, $635 


Champion sedan, $1 


DeSOTO—’'50 Custom sedan, $1,650; De- 605*; %-ton pickup, $1,050, $1,205. ‘50 
luxe sedan, $1,500*. ‘49 Custom sedan, Champion sedan, $1,110, $1,200*, $1 
$1,225*; conv., $1,470* 330*, $1,390". °49 Commander sedan 

DODGE—’51 Meadowbrook sedan, $1,740*.| $750, $895, $915. '47 Land Cruiser se 


"50 Meadowbrook sedan, $1,470; Coronet dan, $700*, $840*, $855*. 


sedan, $1,600. '49 Coronet sedan, 2 at| WILLYS—'51 '4-ton pickup, $1,685 if 

$1,350. '48 Custom sedan, $1,085 Jeep, $855. ‘49 station wagon, $980 +5 
FORD—’51 Crestliner, $1,775*; Custom (6) Jeep, $710. ‘47 Jeep, $590, $630, $64 

sedan, $1,700; Custom (8) sedan, $1,- $650, $655, $675. 

685; station wagon, $2,200*; Deluxe (8) | MISCELLANEOUS—'51 GMC 1-ton pir 


sedan, $1,500. "50 Custom (6) sedan, $1,- up, $1,600; GMC %-ton pickup, $1,500 
135; Deluxe (8) sedan, $1,010; Custom $1,565; GMC '4-ton pickup, $1,435 


(8) sedan, $1,260. '49 Custom (6) sedan, | . 
CONCORD, MASS. 


$1,070; Deluxe (8) sedan, $1,010, $1,300 


FRAZER—'48 Manhattan 4-dr., $785* 
HUDSON—’51 Hornet 4-dr., $2,180*. ‘48 (Concord Auto Auction, Inc. Sales ever 
Super (6) sedan, $880. '46 Super (6) se- Monday and Friday. Prices are for sales 
$490, $520 of Sept. 7-10.) 


dan, 
KAISER—’51 Henry J (6) 2-dr., 
4-dr., $450. 
LINCOLN—'46 sedan, $570*. 
MERCURY—’51 sedan, $2,020T*, $2,025 
'49 sedan, $1,250 | 


$910. '48| (Sold 183 units out of 239 offerings.) 


BUICK—’51 Super sedan, $2,185*, $2,100 
‘50 Super sedanet, $1,440* ‘49 Super 
sedanet, $1,310*, $1,360, $1,270. $1,425* 
‘48 Super sedan, $960. '46 Super sedan 


NASH—'51 Rambler Custom conv., §$1,- | $570, $620. ‘42 Special conv., $290. ‘41 
425. ’50 Statesman sedan, $1,300. ‘49 Special sedan, $335, $135, 2 at 250 
Ambassador sedan, $640. '46 (600) se- $155; Super conv., $290. '40 Super sedan 
dan, $600. $180. ‘39 Special coupe, $125. 

OLDSMOBILE—’'50 (88) sedan, $1,620, $1.- | CADILLAC—’50 (61) sedan, 2 at $2,850* 


760*. °49 (98) sedan, $1,360, $1,400*; | ‘49 (61) sedan, $2,100*. '39 sedan, $130 


(88) sedan, $1,310; (76) sedanet, $1,135. | CHEVROLET—'51 SL Deluxe sedan. $1 
‘47 (66) sedan, $770. 655*, $1,575; conv., $2,030*; SL Special 
PACKARD—'50 Super sedan, $1,550 club coupe, $1,555; %-ton pickup, $1 
PLYMOUTH—’'51 suburban, $1,790; Belve- 225. '50 SL Deluxe sedan, $1,340, $1 
dere, $2,050; Cranbrook club coupe, $1,- 400, $1,325; club coupe, $1,315. '49 | 
700. '50 SD sedan, $1,325, $1,385, $1,180, | ton pickup, $820; SL Special club coupe 
$1,450. °49 SD conv., $1,260, $1,300; $1,140, $1,100; sedan, $1,075, $1,100 
suburban, $1,325; sedan, $1,260, $1,250; SL Deluxe station wagon, $1,225: sedan 


Deluxe sedan, $1,130 16 SD sedan $1.180, $1,000; conv., $1,180, $1,200. ‘4s 
$580. SM business coupe, $800. ‘47 FM sedan 
PONTIAC—’51 Chieftain (8) sedan, §$2,- $825; conv., $760. '46 SM sedan, $700 
150, $2,305*; Catalina, $2,225; conv., ‘42 FL aerosedan, $480; SD conv., $355 
$2,185. '50 SL (6) sedan, $1,540 19 ‘41 MD sedan, $420, $395, $400; SD 
Chieftain (8) sedan, $1,300*, $1,360; sedan, $335, $380, $215, $375, $395; se- 
conv., $1,100*; SL (8) sedanet, $1,240 dan delivery, $185: club coupe, $405 
'48 SL (8) sedan, $1,100*, $975 $290; conv., $425. '40 SD station wagor 
STUDEBAKER—'49 %,+ton pickup, $650 $120; sedan, $330, $170. '39 Master se 
Champion conv., $1,020. Commander se- dan, $175; MD sedan, $150, $215 
dan, $910; Champion sedan, $860" 17 CHRYSLER—'49 Windsor club coupe, $} 


Commander club coupe, $800 


WILLYS—'49 station wagon, $870" " (Continued on Page 55, Col. 1) 





MISCELLANEOUS ‘40 LaSalle i-dr ADVERTISEMENT 
$280 
DENVER 
(Denver Auto Auction Inc. Sale every 


Tuesday at Littleton, Colo. Prices are for 

sale of Sept. 11.) 

(Prices up; demand continues to get 
stronger every week. Sold 287 units out 
of 341 offerings.) 

BUICK—'51 Super sedan, $2,415*, $2,420*; 
Special sedan, $2,265*. '50 Super conv., 
$1,965*; sedan, $1,775*, $1,810*, $1, ° 
$1.880*; Special sedan, $1,435*, $1,525". 
"49 Super sedan, $1,270*, $1,360", $1.- 
410*, $1,450*. "47 RM sedan, $695, $710, 
$735, $840, $915. '46 Super sedan, $700, 
$720. $750, $810. $835, $840 

sedan, $2,930*, $3.- 

045*, $3,210*, $3,250*, $3,370*, $3,385". 

'49 (62) sedan, $2,300*, $2,320*, $2,420", 

$2,525*, $2,650*. "48 (61) sedan, $1,860*. | 

SL Deluxe sedan, §$1.- 

650, $1,685, $1,750, $1,785, $1,800*; SL | 

Special sedan, $1,410, $1,595, $1,600; 0; | 

| 





ton pickup, $1,395. ‘50 Bel-Air, $1,770; 
$1,600*; SL De- 
, $1,480, | 


station wagon, $1,58*, 
luxe sedan, $1,440, $1,465, $1,4 








$1,495, $1,500*, $1,545*; SL Special se- 

dan, $1,320, $1,325, $1,350, $1,355, $1,- | 

360, $1,370, $1,380, $1,425. "49 FL De- Got a 

luxe sedan, $1,105, $1,120, $1,130, $1,- 

175, $1,190, $1,220, $1,275. "48 FL aero- 

sedan, $930, $945, $950, $1,005, $1,025, | 

$1,060, '47 FL aerosedan, $830, $840, | Headache ? 
$865, $895, $900. 

‘“HRYSLER—’51 Imperial sedan, $3,200*, | 


sedan, $2,900*; Windsor 
sedan, $2.350*, $1,385*. '50 Windsor se- 
dan, $1.750*, $1,775*, $1,.845*, $2,000* 
'49 Windsor sedan, $1,415*, $1,450*, $1,- | 
455*, $1,460*, $1,470*, $1,485*. ‘48 Wind- 
sor sedan, $1,005* ‘47 Royal sedan 


$3,255*; NY 
See 


back 


$900*, $925*. ' 
DeSOTO—’'50 Custom sedan, $1,475*, $1,- 
555*. ‘48 Custom sedan, $955* page. 


DODGE—’'49 Coronet sedan, $1,230* 

FORD—'51 Victoria, $2,030*, $2,065* $2,- | 
095*, $2,135*%, $2,170*%, $2,230°, $2,235*; LATTER ERE 
conv., $1,755*, $2,000*; Custom (8) se-| oe : 
dan, $1,695, $1,750*, $1,760*, $1,765", 


$1,775*, $1,790*; %-ton pickup, $1,520; 
%4-ton pickup, $1,330, $1,385. '50 Custom 
(8) sedan, $1,125, $1,440. '49 Custom (8) 
sedan, $965, $975. $995, $1,105, $1,110*, 








ASH—’'49 Ambassador sedan, $1,115*. 
sedan, $2,485* 
$2,620*, $2,625*. °50 (98) 
$1,850*; (88) sedan, $1,- 
sedan, $1,365* 
$1,435*, ‘48 





Quontities os low as 100 may b« 

ordered with original design for every 

job! Proof of design submitted for 
opproval. Heavily plated. 


Write for details. 





$1,790*, 
$1,770*. °49 (76) 
$1,395*, $1,410* 
(68) sedan, $970 
ACKARD 50 sedan 
$810. 







$1,400 iS sedan 


$1,625 


$1,640. ‘50 suburban, $1,665; Deluxe se- 


dan, $1,120, $1,200. '49 SD sedan, $1,- 

075, $1,175, $1,190, $1,200 ‘48 sedan 

$850. '47 sedan, $795 . : 
PONTIAC-—-’'51 Catalina (8) $2,245°; | 


29th & McKean Sfs 


Phila.*45, Pa., DeptzA 


sedan, $1,850* $1,900", 
$2,225*. °50 Catalina 
Chieftain (S) sedan, $1, 


Chieftain (8S) 
$2,000*, $2,200" 
sedan, $2,145*; 
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(Continued 








440 $1,440 47 NY conv $800 "46 
Royal sedan, $835, $550 

DeSOTO—'51 Custom conv $2,425 "42 
Custom sedan, $435 

DODGE—'47 %-ton pickup, $525; Deluxe 
sedan, $700, $725 46 Deluxe sedan 
$640. '42 1%-ton (COE) van, $275. ‘41 
sedan, $135, $210. '37 sedan, $105, $145 

FORD—’'51 Custom (8) sedan, $1,785* 
Deluxe (6) sedan $1,490; «S) ‘4-ton 
pickup, $1,185. ‘50 Custom (6) sedan 
$1,335; Crestliner sedan, $1,550. ‘49 Cus- | 
tom (8) sedan $1,095 conv $1,035, | 
$1,025 Deluxe (8) sedan, $975; club 
coupe, $955. ‘47 SD (8) conv., $740 46 
SD (8) sedan, $750. '41 business coupe 
$115; SD (8) sedan, $245, $315, $350 

HUDSON—'48 Super (6) sedan, $850. ‘41 
\%-ton pickup, $100 

KAISER—’47 sedan, $625 

LINCOLN—’50 Cosmopolitan Capri $2,- 


550*. '46 sedan, $525*, $450 
MERCURY—'51 club coupe, 
sedan, $1,560. ‘49 club coupe 
$1,050; conv., $1,150*. ‘47 conv 
'46 sedan, $645, $625 
NASH—'48 (600) 
bassador sedan, $775". ‘41 
sedan, $175. '40 sedan, $105 
OLDSMOBILE—'50 (88) sedan 
19 (76) conv., $1,270". '47 
s700* 41 (66) sedan $210; 
$435; club coupe, $210; conv., $345; 
sedanet, $185*; (98) club coupe, 
PACKARD 40 (120) $100 
PLYMOUTH —'50 SD 
270; club 


FOR PROFITS 


$2,100* 


conv., 


station 





Add to your sources of profit by 
specializing in motor and chassis 
cleaning. Make over 200% profit 
on a small investment of less than 
$35.00 for 15 gallons of Magnusol 
and a Magnus Sprayer. 

Sell motor wash jobs to your 
customers! Show them the advan- 
tages of having cleaned motors, 
free from harmful dirty oily, 
greasy muck. 

Here’s why motor cleaning with 
Magnusol is profitable: 


@ Small Investment 

@ Large Profits 

@ Low Labor Cost 

@ No heating Costs 

@ Short Cleaning Time 
@ Easy Application 

@ Customer Satisfaction 


Learn how easy it is to make money 
cleaning motors with Magnusol. 


Write on your let- 
terhead for full 
details. 


GNUSO- 





MAGNUS CHEMICAL COMPANY 
97 South Avenue, Garwood, N. J. 

In Canada— Magnus Chemicals, Ltd., Montreal 
Service representatives in principal cities. 





eee 


q Saar 
KS Raa a 


““Best Rig Ever!”’ 


That's what prominent New York City 
Depts. say. It's the most inexpensive 
unit on the road, too. Positive up and 
down control from rear by worm-driven 
winches. No pawls, no clutches, no 
ratchets. Choice of four different cranes, 
two body types, 3, 6 & 9 ton capaci- 
ties. Discount to dealers. Open terri- 
tory available. Write for catalog. 


WELD-BUILT 
BODY COMPANY 


5903 Preston Court 
Brooklyn 34, New York 






$1, 625* 
(66) sedanet. ‘ 
sedanet, 













Used-Car Auction Prices 


AUTOMOTIVE NEWS, SEPTEMBER 24, 1951_ 


from Page 54) 


50 
$1,010 
$815 


sedan $825 47 Am- 
Ambassador 


(78) | 
$155 


wagon, $1,- 
coupe, $1,370. ‘49 SD conv., 
-| $1,190; 4-dr., 


| CHEVROLET—'51 SL 


| FORD—’51 


$1,225; club coupe, $1,110. '47 SD sedan, 
$770. ‘46 SD sedan, $450, $625. '42 
SD sedan, $140. '41 SD sedan, $280. ’40 
business coupe, $190. '39 sedan, $165 
PONTIAC—’51 Chieftain (8) sedan, §$2,- 


|} O80*. "48 SL (8) sedan, $1,165*; SL (6) 
sedanet, $1,070*. ‘47 Torpedo (8) se- 
danet, $860; conv., $785. '41 (8) sedanet, 


$150; (6) sedan, $500; 
| (6) sedan, $225 
| STUDEBAKER—'50 Champion conv., $1,- 


sedanet, $405. ‘40 


400*; RD club coupe, $1,175. '49 Cham- 
pion sedan, $1,020. '48 Champion sedan 
$890*. ‘47 Champion sedan, $630, $700; 
RD sedan, $735. ‘46 Champion sedan, 
$390 

WILLYS—'50 _ station wagon, $1,100*; 


$475 
International ‘%- 
Hupmobile sedan 


Jeepster, $810*. '46 Jeep, 

MISCELLANEOUS—'46 
ton pickup, $290. ‘41 
$225 


220 


VALDOSTA, GA. 


(Tom Hewitt Auto Auction. Sale every 
Friday. Prices are for sale of Sept. 7.) 
(Sold 174 units out of 210 offerings.) 
BUICK—'51 Special 2-dr., $2,200*. '50 RM 
2-dr., $1,450; Riviera 2-dr., 

dr., $1,585°. 


| CADILLAC—’50 (60) Special 4-dr., $3,- 
350*; (62) conv $3,580*; club coupe, 
$3,650*, $3,150* 


| ree -51 %-ton pickup, $1,320, 
$1,355. ‘50 Bel-Air, $1,500; SL Deluxe 
club coupe, $1,500*; 4-dr., $1,480*, $1,- 
425; 2-dr., $1,400. ‘49 SL Deluxe 2-dr., 
$1,155; FL Deluxe 4-dr., 
|} $1,140; %-ton pickup, 
aerosedan, $1,100; ‘%-ton pickup, $640. 
‘47 FL aerosedan, $1,035 





$1,900*; 4- | 


$750. °48 FL} 


'46 FM 2-dr., | 


Thursday. 


QUESTION: 


What quality glaze can be used 
on brand new cars without fading? 


650°; Bel-Air, $2,020°. '50 SL Deane! 
sedan, 2 at $1,350, $1,230; Bel-Air, $1,- | 
620. ’°49 SL Deluxe sedan, $1,180; club) 
coupe, $1,100, $1,040. °48 SM _ sedan, | 
$850, $830; club coupe, $910; FM sedan. | 
$895. '47 FL aerosedan, $870; FM sedan, | 
$650; Special sedan, $730. '46 FM club| 
coupe, $810; SM sedan, $730, $735. '42/) 





SM sedan, $430. ‘41 SD sedan, $385, 
$260. 
DeSOTO—'49 Custom sedan, $1,375 ANSWER: 
DODGE—’50 Wayfarer roadster, $1,160. '49 
Wayfarer roadster, $830 ‘46 Custom 
club coupe, $620. ‘41 Custom 4-dr., $250 
$260 
FORD—’'51 %-ton panel, $1,340. ‘50 sta-| 
tion wagon, $1,185; Deluxe (8) sedan, | 
$1,285. ‘49 Custom (8) sedan, $1,160; | 
conv., $1,020; ‘%-ton panel, $510. ‘'46)| 
(8) conv., $655 
HUDSON—'46 Super (6) sedan, $480. 
KAISER—’51 Henry J (4) sedan, $975 | 
MERCURY—'50 sedan, $1,500. 
NASH—’48 (600) sedan, $685. °46 (600) | 
sedan, $525. es * : 
OLDSMOBILE—'50 (76) sedan, $1,350. '49 No longer is it necessary to wait 30 or 60 days before glazing 
(98) sedan, $1,410, $1,325; (88) sedan : ‘ “ 
$1,365; (76) sedan, $1,110 a new car. Mirror Glaze makes it possible for every new car, 
PACKARD—'46 Clipper (8) sedan, $675 " i 
'40 (110) sedan, $175 even black or maroon, to look its best on delivery day. Yes, 
PLYMOUTH —'49 SD sedan, $1,200; conv., | “ ° ‘ ie ‘s 
$1,160, $1,295. '48 SD club coupe, $875. | if you want the world’s finest automobile finish, if you want 
'46 SD sedan, $700; Deluxe sedan, $625. | 4 . 
'42 station wagon, $150. supreme beauty with maximum protection...you 
PONTIAC—'50 (8) conv., $1,630. '49 Chief- a ee ee ee 
tain (8) sedan, $1,355, $1,100. ‘47 SL want Meguiar’s Mirror Glaze! 
(8) sedan, $850. °46 (8) sedan, $795 
WILLYS-——'48 (4) Jeepster, $620* 


EASTERN DIVISION: 
1830 Eye Street, 
Washington, D. C. 
Offices in major cities 


EBENSBURG, PA. 


(Ebensburg Auto Auction Co. Sale every 
Prices are for sale of Sept. 13.) 
(Market brisk; demand very good. No 
marked change in prices, Sold 95 units | 

out of 117 offerings.) 





Available for use from coast to coast 








BUICK—'50 Super 2-dr., $1, 525° ‘47 Super by — ~ a 
conv., $900. '42 Special 2-dr., $260. °41| of machine fin lish i 
Century 4-dr., $200; Special sedanet, | eee eae 1901 
} $100. "40 Special 4-dr., $200 | 
| CADILLAC—'50 (62) 4-dr $3,250° “48 
(62) sedanet, $1,830* 
| CHEVROLET—'51 Bel-Air, $2,100. '50 FL | 
| Deluxe 4-dr., $1,360; 2-dr., $1,360; ag 
Deluxe 4-dr., $1,370, $1,280; 2-dr., $1,225 r P eer re Se ae = 


$780. '40 Deluxe 2-dr., $270 

CHRYSLER—'51 NY 4-dr., 2 at $2,600; 
Windsor 4-dr., $2,265. '49 NY club coupe, 

| $1,375. '48 Windsor 4-dr., $1,070, $960. 

| DeSOTO—’50 Deluxe 4-dr., $1,660". 

| DODGE—’51 Coronet club coupe, $1,750 
'50 Coronet 4-dr., $1,000; ‘%-ton pickup, 
$775; Wayfarer 2-dr., $1,220. °48 Cus- 
tom 4-dr., $870. 

FORD—’'51 %-ton pickup, $1,390; Custom | 
(8) 2-dr., $1,725, $1,750, $1,850*, $1,- 
550, $1,875*; 4-dr., $1,810, 2 at $1,870*; | 


Deluxe (8) 2-dr., $1,600, $1,725; Vic- 


toria, $2,025 "50 Custom (8) 2-dr., | 
$1, 325, $1,300; Deluxe (8) 2-dr., $1,220; 
%-ton pickup, $925. °'49 Custom (8) 
2-dr., $1,050, $1,000; conv., $1,105, $1,- 
125; 4-dr., $1,150; Deluxe (8) 4-dr., 
$1,250*. °48 SD (8) 2-dr., $925, $875; 
Deluxe (6) 2-dr., $650. ‘47 SD (8) 2- 
dr., $750; Deluxe (8) 2-dr., $850, $900 


"46 Deluxe (8) 2-dr., $700, $650. ‘39 
Deluxe 2-dr., $170. 

HUDSON—'49 Super (6) 4-dr., $800, $775 

KAISER—-'49 4-dr., $600 

MERCURY—’51 sport sedan, $2,000. ‘49 
4-dr., $1,070; conv., $1,000. ‘48 club 
coupe, $875; 4-dr., $975. ‘47 4-dr., $995 
'46 conv., $790 

NASH—'49 Ambassador 2-dr., $900; (600) 
4-dr., $970. '47 (600) 4-dr., $450. 

OLDSMOBILE—’'51 Super (88) 4-dr., $2.- 
350°; 2-dr $2,350*. ‘50 (98) Deluxe 
Holiday, $2,000*; 4-dr., $1,725*%; (88) 
club coupe, $1,600*%. ‘49 (98) 4-dr 
$1,375* 

PLYMOUTH—'51 Belvedere, $1,950. '50 SD 
2-dr., $1,675; conv., $1,570; Deluxe 4- 
dr., $1,120. '49 SD 4-dr., $1,140, $1,100 
48 Deluxe 2-dr., $800. ‘46 SD 4-dr., 
$605. 

PONTIAC—'51 Chieftain (8) conv. 2,- 
75; 2-dr., $2,250°; 4-dr., $2. 250°. "50 


$1,350; SL (8) coupe, $1,- 
$1,750. "49 SL (8) 


SL (6) 2-dr., 
850*; (8) Catalina, 


4-dr., $1,270. ‘48 (8) 2-dr., $875 
STUDEBAKER — 47 Commander club 
coupe, $650. 
MISCELLANEOUS —'49 GMC ;-ton pick- 


up, $600 


MASON CITY, IA. 


(Lapiner’s Used Car Auction. Sale ever) 
Wednesday. Prices are for sale of Sept 
12.) 

(Sold 139 units out of 184 offerings.) 
BUICK—’'50 Super 4-dr., $1,605, $1,175. '49 

Super 4-dr., $1,150*; conv., $1,185; RM 

sedanet, $1,255*. ‘46 RM 4-dr., $640. 
CADILLAC—’'50 (62) 4-dr., $3,155". ‘49 

(61) 4-dr., $2,105* ‘48 (62) 4-dr., $2.- 

000°. 

Deluxe 2-dr., $1. 
650; 4-dr., $1,915*; %-ton pickup, $1,- 
250. '50 SL Deluxe 2-dr., $1,175; 4-dr 
$1,465*; %-ton pickup, $925. ‘49 FL De- 






luxe 2-dr., 2 at $1,150; 4-dr., $1,125. 
$1,190. ‘48 FL aerosedan 2-dr., $845, 
$910. ‘47 FL aerosedan 2-dr., $750, $795 

| $825. 

| CHRYSLER—'48 NY 4-dr., $965 

| DODGE—’51 Coronet 4-dr., $1,800*%; Way- 
farer 2-dr., $1,725 '46 \%-ton pickup 
$395 


$1,655, $1,- 
$1,350; Cus- 


Deluxe (8) 2-dr., 
550 ‘50 Custom (8) 4-dr., 


tom (6) 2-dr $1,110; 1%-ton truck, 
$700 "49 Custom (8) 2-dr., $900, $910, 
$920, $990, $1,040* ‘48 SD (8) 2-dr., 
$850. ‘47 (8) 2-dr., $585. $675 46 (8) 
2-dr., $490, $585, $615, $500 

FRAZER 51 4-dr., $1,375 49 4-dr 
$850* 

HUDSON 48 Super (6) club coupe, $805 

| KAISER—’'51 4-dr $1,325 

MERCURY 49 4-dr., $1,190* 46 conv 


$680. 
NASH—'50 Statesman 2-dr., $1,000 
OLDSMOBILE—'50 (88) club coupe, $1 
710* '49 (88) 2-dr $1,360*, $1,345* 
(98) 4-dr $1,300* "47 (98) 4-dr., 


$750* (66) 4-dr., $700* "46 (76) 4-dr 

| $700* 

PACKARD—'51 (200) 4-dr., $1,975" i8 
(8) 4-dr., $920* 

PLYMOUTH 51 Cambridge 4-dr $1,490 
Cranbrook 4-dr $1,695 48 SD 2-dr 


| 


$750. ‘47 SD 4-dr., $810 


PONTIAC 51 Chieftain (8) 4-dr $2,040 


$2,090*, $2,165* 50 Chieftain (8) 2-dr 
$1,445* '49 SL (8) sedan coupe, $1 
270°, $1,255* ‘47 (6) 4-dr $615 "46 
(6) 4-dr., $695 

STUDEBAKER—’'51 Champion conv., §1,- 


750*. °'50 Champion conv $1,125*; 2-dr 
$1,135*. '48 Commander 4-dr., $790*, '47 
Land Cruiser 4-dr., $845*. 

| WILLYS—’49 Jeepster, $655* i7 station 
wagon, $515*, $650 


HORSEHEADS, N. Y. 


(Horseheads Auto Auction, Sale every 
Friday. Prices are for sale of Sept. 14.) 
BUICK—’50 Special sedan, $1,550* "49 

RM sedan, $1,300*; Super sedan, $1,425 


‘46 Special sedan, $670 11 Special se 
dan, $275 
CADILLAC 45 (61) sedan, $1,860 
CHEVROLET 51 FL Deluxe sedan, $1 


'49 conv., $1,160; SL Deluxe 2-dr., $1,- 
225, $990. "48 SM 4-dr., $1,005; 2-dr., 


(Continued on Page 56, Col. 1) 


The back pages of every issue of AUTOMOTIVE NEWS contain the WANT AD 
Section Others are profiting from AUTOMOTIVE NEWS WANT ADS! Are you? 





AUTOMOBILE DEALERS 


FEATURE A 


| BODY TUNE-UP 


(A NEW TYPE SERVICE) 
What is it?...Why is it important? 
Profitable? —YES! Do you know the 
value of this service to Car Owners? 


4 j 
7] 


ll mecneces - 


BODY TUNE-UP | 


A Body Tune-Up is just as important as a Motor Tune-up 


@ Car owners are seldom told about the importance of a 
complete Body Tune-Up. It is a known fact that a great 
share of the expense in the maintenance of a car is 
directly attributable to body work. They are conscious of 
the need for a regular tune-up of the engine and electrical 
systems, from experience and the constant reminders 
from automotive service departments. It is just as impor- 
tant to render a complete body service, such as: tighten 
all floor plate and garnish molding screws; tighten all 
body bolts; check doors, deck lid, all windows and cowl 
vents for water leaks, or in other words feature A BODY 
TUNE-UP at regular intervals for smooth body operation 
and appearance. 


We suggest one (I) copy for each member of your organization. 


BRIGGS MANUFACTURING CO. 
Refinishing Materials Division—Dept. X 
3001 Miller Avenue + Detroit 11, Michigan 


Gentlemen: Please send me copies of the book, "Automobile Body 


PAGES 


78-79 Repair and Paint Guide." | enclose money order check, 
in the amount of $ to cover each book at $2.00 each 

Of this new “Automobile Body Repair and (mailing cost included). 

Paint Guide" for Automobile Body Repair- mn es 

men, Automobile Painters, Parts Men and oe 

Service Men, tell you how you can feature mda Address 

Body Tune-Up for extra profits—worth the srt City Zone State 


0m aml 
Ara: Signed 


price of the book alone. 
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Used-Car Auction Prices 





(Continued from Page 55) 
$830. '47 FL 4-dr., $900, $890; aerosedan Custom (8) club coupe, $1,025; Deluxe 
$900; FM 2-dr., $820; club coupe, $870 (6) 2-dr., $1,030*, $905, $900. ’48 SD (8) 
46 FM 4-dr., $590; SM 4-dr., $650 40 2-dr., $975, $630; Deluxe (8) coupe, $700. 
4-dr., $175. ‘47 Sportsman, $525; SD (8) 2-dr., $825; 
CHRYSLER--'49 Windsor 4-dr., $1,460 Deluxe (8) 2-dr., $710. ‘41 SD (8) 4- 
DeSOTO—'51 Custom conv., $2,325. dr., $200, °36 2-dr., $140 
DODGE—'51 Diplomat, $2,160. '49 Coronet | HUDSON—'48 Super (6) 2-dr., $890 
4-dr., $1,135. ‘46 Custom 4-dr., $740, | LINCOLN '49 4-dr., $1,260* 
$730. cite Cee ai een 
FORD—'50 station wagon, $1,400; Deluxe | MERCURY —'50 2-dr., $1,575° 
(8) 2-dr., 2 at $1,250; Deluxe (6) 2-dr.,| NASH-—'50 Super Statesman 4-dr., $1,290 
$1,210, $1,030; $970. ‘49 49 (600) 4-dr., $1,125*. '47 (600) 4-dr., 


business coupe, 


BOSTROM 


Backed By The Best “xz 
In The Industry! IRD LAFANCE 


a" 
The finest names in the truck industry 
recognize the finest name in the seat- 
ing field! That's why so many manu- 
facturers offer Bostrom Hydraulic 
Truck Seats either as standard 
equipment, low cost factory in- 
stalled optional equipment, or 
accessory equipment. 


To satisfy your customers com- 
pletely, sell them a Bostrom 







‘on sect coverings can be re- 
placed in 10 minutes — elimi- 
nate upholstery jobs. 











e IN DEMAND 
®@ IN SALES 
© IN PROFITS 


MODEL 


converto pieliPac Hoists 


Cash in on extra profits by selling the Converto picUPac 
Hoist, designed for quick installation on any pick-up truck 
or flat bed body. Converts ordinary vehicles into serving 
hundreds of uses. The picUPac stands up under the tough- 
est hauling and dumping operations. Comes equipped 
with electrically driven or manually operated Black-. 
hawk Pump. Here's a unit your customers need. Ask 
your distributor for complete information, » 


WRITE FOR FREE FOLDER 


MANUFACTURING CO. 







CAMBRIDGE CITY, INDIANA 
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$675. '46 Ambassador 4-dr., $675*; (600) 
| 4-dr., $570. | 
| OLDSMOBILE—'49 (98) 4-dr., $1,400*; 

(76) sedanet, $1,205. '48 (98) 4-dr., $1,- 

000°. °47 (66) club coupe, $820*, °46 

(78) 4-dr., $730. ’40 (6) conv., $100*. 
PACKARD—’48 Deluxe 4-dr., $1,000; 4- 

dr., $925. 

PLYMOUTH—’51 Belvedere, $2,000; Cran- 
brook 4-dr., $1,800. ‘50 Deluxe club 
coupe, $1,290; business coupe, $1,125. '49 
SD 4-dr., $1,200; Deluxe (P-19) 2-dr., 
$1,030. ’48 SD 4-dr., $890. '47 SD 4-dr 
$845. °46 SD 4-dr., $710, $670. °40 4-dr 
$200 

PONTIAC—-'51 (8) Catalina, $2,330* 49 | 
(8) 4-dr., $1,375*; (6) 4-dr., $1,250. '48 
(8) conv., $1,050. ‘47 SL (6) sedanet 
$900. '46 (6) sedanet, $855. 

STUDEBAKER—'51 Commander conv., $1,- 
745; Champion 2-dr., $1,500*. ‘50 Cham- 
pion 4-dr., $1,250, $1,195, $1,100. ‘47 
Commander Star Lite coupe, $720*. 

WILLYS—’46 Jeep (4-wheel dr.), $440 

MISCELLANEOUS '36 White service 
truck, $395 

1 . 
MANHEIM, PA. 

(Manheim Auto Sales & Auction, Inc. 
Sale every Friday. Prices are for sale of 
Sept. 7.) 

(Market stronger. Sold 57 units out of 
108 offerings.) 

BUICK—’51 Super Riviera coupe, $2,450°*. 
'49 RM 4-dr., $1,320. '47 Special 4-dr., 
$1,050. 

CADILLAC—’50 (62) 4-dr., $3,125*. ‘49 
(62) conv., $2,620°; 4-dr., $2,410°. °48 
(62) 4-dr., $1,660 

CHEVROLET—'51 Bel-Air, $1,950. '50 SL | 
Deluxe 4-dr., $1,300; SL Special o 
coupe, $1,150. ‘49 SL Deluxe 2-dr., 

255; club coupe, $1,120. ‘48 FM Sone’ 

$870. °47 FM club coupe, $865. '46 FL 

aerosedan, $875. 

CHRYSLER—’48 Windsor 4-dr., $1,135, 
$970. °46 Windsor 4-dr., $880 

CROSLEY—’'50 station wagon, $380. °49 
station wagon, $300 

DeSOTO—'51 Custom 4-dr., $1,975 "48 
Custom club coupe, $1,170. 

DODGE—’51 Diplomat, $2,110. ‘50 Coro- 
net club coupe, $1,575. '49 Coronet club 
coupe, $1,340. 

FORD—’'51 Crestliner, $1,900; Custom (8) 
4-dr., $1,740; Deluxe (6) 2-dr., $1,500. | 
"50 Custom (8) 2-dr., $1,400; Custom | 
(6) 2-dr., $1,280; %-ton pickup, $860. 
"47 SD (8) club coupe, $790. 

HUDSON—'51 Hornet 4-dr., $2,075; Super 
(6) 4-dr., $1,790. °49 Super (6) 4-dr., 
$940. '46 (6) 4-dr., $485. 

MERCURY—’50 2-dr., $1,460. ‘49 club 
coupe, $1,210. '48 club coupe, $950, ‘47 
club coupe, $790. °46 4-dr., $865. 

NASH—’46 Ambassador 4-dr., $530. 

OLDSMOBILE—'49 (88) 4-dr., $1,475*; 
2-dr., $1,360. °48 (98) 4-dr., $1,085 

PACKARD—'48 4-dr., $900. 

PLYMOUTH—’51 Savoy, $1,900; Cranbrook 
4-dr., $1,835: club coupe, $1,700. '50 SD 
club coupe, $1,405. '49 SD 4-dr., $1,315. 

PONTIAC—’50 (6) 4-dr., $1,425. '49 Chief- 
tain (8) 4-dr., $1,425*. ‘48 (8) 4-dr., 
$1,160*. '47 2-dr., $860. 

STUDEBAKER—'51 Champion conv., $1,- | 
760. '50 Champion club coupe, $1,250, 
$1,215. 

WILLYS—’'48 Jeepster, $710 


DANVILLE, VA. 


(Danville Auto Auction. Sale every Wed- 


nesday. Prices are for sale of Sept. 12.) 
(Sales very strong. Sold 59 units out of 
80 offerings.) 

BUICK—’50 Special 2-dr., $1,360. '49 RM 
4-dr., $1,300*. '48 Super conv., $1,000, 
$1,120. 

CADILLAC—’46 (62) 4-dr., $1,025. 

CHEVROLET—'50 FL Deluxe 4-dr., §$1,- 
495*; SL Deluxe 4-dr., a 2-dr., 
$1, 380; %-ton pickup, $950. '49 SL De- 





General Manager, 
Publicist Named 
By Freight Assn. 


CHICAGO.-Key posts to Wil- 
liam Noorlag jr. and James D. Keith 


in the Central Motor Freight Assn., | 


affiliate of the American Trucking 
Assn., were announced last week 
by William Pointer, president, who 
added that expansion of service 
facilities of CMFA are planned. 
Noorlag’s appointment as_ gen- 


eral manager and Keith’s as direc- | 


tor of public relations were dis- 
closed. Noorlag succeeds Richard 


B. Thornton, who has been granted | 


a leave of absence, and Keith will 
fill a newly created position. 
Connected for 21 years with the| 


transportation and shippers’ divi-| 


sion of the Chicago Assn. of Com- | 
merce and Industry, Noorlag most | 
recently was foreign shipping and | 
transportation editor of the Chi- 
cago Journal of Commerce. For the 
past several months he was engaged 


in writing a centennial history of | 


International Harvester Co.’s world- 
wide operations. He 
in the transportation field here and 
associated with various organiza- 
tions. 

In addition to serving as pub- 
licity chairman of the Traffic Club 


is prominent | 


| 


| 


of Chicago at present, Noorlag is! 


editor of the club’s magazine, The 
Wavy-Bill. 

Keith moves to Chicago from 
Detroit, where he was editor of 
Trucking News, official publication 
of the Michigan Trucking Assn. A 
former Chicago newspaper man, he 
returns here after 20 years of news- 
paper and trade paper work in De- 
troit. He won the National Safety 
Council’s public interest awards for 
exceptional service the past three 
years. 

Chester G. Moore, who founded 
and has headed CMFA since 1933, 


remains as chairman 





luxe club coupe, $1,145; 2-dr., $1,050. '48 | CHEVROLET—'51 SL Special sedan, $1 bn) \ 
FM club coupe, $975; FL 4-dr., $1,020; 660. °50 FL Special sedan, $1,260; F : 
aerosedan, $1,050 417 SM 4-dr., $885 Deluxe sedan, $1,520*, $1,510*. ‘49 § 
FM 2-dr., $855; -ton pickup, $655. ‘46 deluxe sedan, $1,140, $1,080. °48 F I 
SM 2-dr., $675. '42 SD 2-dr., $430. ‘41 conv., $775, $900; sedan, $910. '47 con\ 
SD 2-dr., $385 | $785; sedan delivery, $510. °46 FM s« 
CHRYSLER—'48 NY 4-dr., $1,010; Wind-| 44n, $735. ‘41 MD sedan, $150, $375 
sor 4-dr., $970. '47 Windsor 4-dr., $960. | CHRYSLER 47 sedan, $890. 
DODGE—'47 Deluxe club coupe, DODGE—'51 Wayfarer sedan, ee 
FC »—’F Custo (6) wr 375 (&) Coronet sedan, $1,350*. ‘48 sedan, $85 
aan "eam ‘$1,360  Vislesia’’ meee $760. '40 sedan, $280. ‘40 sedan, $20: d- 
$2,100*. °50 Crestliner, $1,430; Custom | FORD—’51 Deluxe (6) sedan, $1,490. iues 
(8) 4-dr., $1,230; (6) -ton pickup, Custom (8) sedan, $1,320. ‘49 Custo the 
$820. °49 Custom (8) 2-dr., $1,100. ‘48 (8) sedan, $1,100, $1, 070" conv., $1,06 
SD (8) 2-dr., $875; 4-dr., $870; Deluxe| ‘47 SD (8) sedan, $635. ‘46 conv., $60 Hov 
(8) 2-dr., $900. ‘47 SD (8) 2-dr., $825;| ‘42 (6) sedan, $100 used 
aeons $785, $770; club coupe, $900. '46 HUDSON—'51 Hornet sedan, $1.950 five 1 
$225.) Or $70; (8) Tij-ton truck. | carsER—'49 sedan, $830 ately 
MERCURY—'50 4-dr., $1,550 LINCOLN —'46 sedan, $520* all a 
NASH-—’'51 Ambassador 4-dr., $1,570 49 | WERCURY—’'50 sedan, $1,560 19 sedar since 
(C00) 4-dr., $675 | $1,260, $1,190. "47 sedan, $815 M 
OLDSMOBILE—'50 (98) 2-dr., $1,735. '49) weg 5 és ta 7 
(88) 2-dr.. $1,360; (98) conv., $1,130 NASH—'49 Ambassador sedan $1,004 Ji 
PLYMOUTH—'51 Cranbrook 2-dr.,'$1,680.| (900) sedan, $1,015. ‘47 (600) sedar qt 
'50 SD 2-dr., $1,355. '49 SD 4-dr., $780.| $510, $695. ‘A 
'48 SD 4-dr., $860; club coupe, $780. '47| OLDSMOBILE—'50 (88) sedan, $1,630. ‘49 
SD 4-dr., $500. '39 SD 2-dr., $140 (98) sedan, $1,320*; (88) sedan, §$ — Se 
DON a < 9. anne | (76) sedan, $1.125. "48 (98) sedan, $1 
rots BL GB) ede $025 | tT $1.35". | ga5e, $1,210°. "46 (76) sedan, $680 RIC 
PACKARD—’51 (200) sedan, $2,125*. ‘48 fl 
N. PLAINFIELD, N. J. oa ; 
‘ | PLYMOUTH—'50 Deluxe sedan, $1,100; SI) price 
(Lebanon Auto Auction. Sale every Wed-| sedan, $1,335, $1,300. '48 SD sedar 
nesday. Prices are for sale of Sept. 12.) | $860, " $850, $875. '47 SD sedan, $85! 
(Market brisk. Sold 78 units out of 126 | $750, $825; conv $710. '42 SD sedar 
offerings.) | $305. 
BUICK—'49 Super sedan, $1,360*. '47 Spe- | PONTIAC—'47 (8) sedan, $810, $725 
cial sedan, $760; Super sedan, $720: RM | conv., $800. ‘42 sedan, $290. '40 sedar 
sedan, $780. '46 Super sedan, $820; RM| $110. 
sedan, $770 | STUDEBAKER ‘48 Champion sedan, $850 
'47 (62) sedan, $1,210, $1,200. | ‘47 Champion sedan, $740, $625 











EDWARD H. BUTLER KELLY-SMITH CO. 
Editor and Publisher National Representatives 
WESTERN NEW YORK’'S GREAT NEWSPAPER 
Advertisement 
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Where Do Your Customers Live? 
Most passenger-car dealers make car buyers, and that even big- 
over half of their new-car sales to city dealers depend upon country 
families living outside the city customers for a healthy portion 
limits, according to a survey just of their annual sales. Credit Regu- 
released by the magazine Farm lation W, according to the com- 
Journal, ments of the dealers themselves, 
Questinnsaives were sent to hit the big-city dealers harder than 
; those located in smaller centers 
every tenth passenger-car dealer 
in the United States. Dealers from Although, currently at least, de 
every city-size responded. mand now outstrips supply, | 
: production is allowed to continue 
The purpose of the survey was | at a high level, dealers will 
to find out (1) where the cus- again feel the effects of restricted 
tomers of dealers live and (2) | credit and higher taxes. Then 
whether there is any difference | ryral buyers will become even 
between out-of-town and city cus- more important than before. 
tomers in buying habits. 
A complete summary of this 
Some of the facts brought to | interesting and vital survey ma) 
light are that cash purchases are | be obtained from the Dealer Ser 
25 percent more common among | ice Department, Farm Journ 
rural car buyers than among city | Philadelphia 5, Pa. i 

















Wake of New-Car Price 


Optimism Mounts on Used Cars | 


«Continued from Page 1) 
-d-car prices since last May con- 
t:nues to be the most amazing part 
the entire market picture. 
How stable the wholesale price of 


used cars has been for the past 
five months can be seen immedi- 
ately from AvTomoTive News’ over- 
il average prices for used cars 
since May. The lineup: 
May $927 
June $927 
July $916 
Aug. . $926 
Sept. (to date) $927 
we a * 
p® RICE equilibrium is also re- 
flected in the weekly overall 


price averages since 





May. _Ordi- 
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Hikes... 


narily, weekly prices fluctuate wide- 
ly, but the range since May 1 to 
date has been from $901 to $943. 

It is even narrower when the 
weeks in which the two extremes 
occurred are discarded. The range 
then is from $911 to $930, a varia- 
tion of only $19 in 21 weeks. 

The current overall average 
price of $927 is the same sum that 
prevailed in May and June and 
is $1 over the August average. 
Generally, prices fall steadily 
after May. 

Ordinarily, used-car dealers would 
be looking for some softening in 
used-car prices at this time, but 
the fact that most new-car prices 
have been raised has many of them 
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FOUNDRY 
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oi 
GREY IRON CASTINGS 
S 
ONE OF THE NATION'S 
LARGEST AND MOST MODERN 
PRODUCTION FOUNDRIES 
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ESTABLISHED 
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1866 


DIVISION 


MANUFACTURING PLANTS 


TENNESSEE 


IN SPECIALIZED 


TRUCK EQUIPMENT 


Look on your Truckstell distributor as headquarters 
for dual-axle drive conversions and all items of 
special truck equipment. He can handle all your re- 


service. 


see your 





TRUCKSTELL 


quirements for special equipment, installation, and 
The Truckstell Company, Cleveland, Ohio. 





| scrap metal. 


distributor 








convinced that used-car values will | 
continue their present course until | 
cold weather and new models ap- 
pear. | 


pe a 
NVENTORIES of used cars are, | 
for most part, in good shape. | 

While dealers in some sections have | 

all the cars they want, those in|! ¥ 

| other parts of the country are seek- | | 
ing to replenish stocks. 
Auction sales are moving at a | fs 
very fast clip for this season. 
Sales have been averaging around 
75 percent of offerings at repre- 
sentative auctions. 
Last week, sales at 10 widely sep-|;, 


24,1951 = . 5 


ae 
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Ford Starts Mich. 'Freedom' Motorcade— 


Henry Ford II, Michigan campaign chairman of the 1951 Crusade for Freedom drive, 
shown sending off the motorcade on its tour of the state. The unit will visit principal 


arated auctions averaged 79 percent | cities to actually demonstrate the operation of Radio Free Europe and the Crusade's 


of offerings, 
sales percentages since the period | 


| 
one of the highest | balloon propaganda barrage. Both rubber and plastic ‘ 
recently launched into Czechoslovakia and Poland will be released at each stop. Funds 


‘pillow’ balloons such as were 


|right after the start of the Korean | |raised will be used to expand Radio Free Europe's operations and construct a new 


war. 


| Freedom station in Asia. 


There is increasing evidence that | _— 


|dealers are having difficulty in re- | 
| plenishing their used- -car stocks “at | 
ithe right prices.” | 


| REPORT from Dallas, for in-| 
|+ stance, noted that used-car 
|sales increased from 20-25 percent | 
|following publication of the news| 
| that new-car price increases were 
on the way. 

It added that “used-car dealers 
|are beginning to scour the country 
|to replenish their inventories. They 
are finding fewer cars available, 
while prices are steadily firming 
j}and wholesalers are growing more 
|reluctant to part with merchandise 
| except at sharply stiffer prices.’ 
|  Used-car prices in Milwaukee 
| have increased 2 to 6 percent in 
| the past two months, the major- 
| ity of dealers reported, while 
sales have quickened since new- 
| car price rise talk started. 
| Denver dealers reported volume | 
under year-ago levels, but still 
“fairly good.” Indianapolis opera- | 
|tors credited higher new-car price 
| talk with improving used-car move- 
| ment. 








™ * . 
Ceilings 
‘Continued from Page 1) 
tor each quarter, starting 

Jan. 1. 

OPS is not expected to attempt | 
to circulate the prices to dealers, 
leaving that task to the various | 
jeuidebooks. 


next 


* * 

HE rough draft shown to dealers 
included used-car models from 
/1940 up. Dealers on the committee 
| suggested that specific ceilings be 
|set on models from 1946 and up, 
| with the provision that older cars 


|sell for no more than the 1946 
| prices. 
Dealers also asked OPS to 


eliminate from the regulation as 
much red tape in the way of 
forms as possible. 

They recommended that it not be 
necessary to tag cars with ceilings, 
and that no special forms be used. 
| However, it was agreed that the 
iceiling price should be stated on 
|the sales slip along with the usual 


information. 
* 


ITH reference to the suggestion 

that specific ceilings extend no 
further than 1946 models, dealers 
told OPS that the older models 
require more reconditioning and 
that applying the 1946 ceiling to 
them would provide margin for 
that. 

OPS said that the recommenda- 
tions would receive full consider- 
ation. 

A subcommittee is to be ap- 
pointed to confer further with OPS 
as soon as a revised draft of the 
| regulation has been prepared. 

Louis Geller, an Akron used-car 
dealer, has been added to the com- 
mittee. 


GM Scrap Equal 
To 400 Tanks 


DETROIT. Cooperating with 
NPA’s recent request for a national 
scrap drive, General Motors plants 
throughout the country have col- 
lected and returned to the steel 
mills in the last 10 weeks more than 
19,000,000 pounds of non-production 





Weight of the scrap collected to 
date, GM spokesman said, is ap- 
proximately the equivalent of 400 
light tanks. The campaign, he fur- 
ther said, is a continuing one. 
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HELPER SPRINGS 
BUILD-UP KITS 


Ride the road to bigger profits for yourself and your customers. 
Provide your truck buyers with Trainor Helper Springs and Build- 
Up Kits, so they may safely add tonnage to their payload and 
dollars to their income. Install Trainor Helper Springs on 2 to | 
ton trucks and Trainor Build-Up Kits on 14% to 3 ton vehicles. 
These units are individually load tested, and brackets are of alloy 


AT 
a a 


spring steel. Complete kit units include extra leaves, extra-long 


U-bolts, and rebound clips and bolts. 


For greater Trainor Helper Springs and 
Build-Up Kits to provide safe, extra tonnage for every truck you sell. 


profits, install 


Write for complete information. 


; It’s the Extra Spring that counts 


Branches cu: 


CINCINNATI 
COLUMBUS 
INDIANAPOLIS 
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Works | Conclave 
Hits Curbs on 
Road Building 


DETROIT.—A petition to the Na- 
tional Production Authority to “re- 
consider any restrictive measures it 
intends to impose on street and 
highway construction, and _ that 
conversely, within its ability, it en- 
courage the improvement and bet- 
terment of our highway and street 
system” was adopted by the con- 
vention of the American Public 
Works Assn. last week here. 

The convention featured more 
than 60 exhibits of equipment to 
be used in municipal projects, in- 
cluding many displays of special 
automotive equipment for street 
and road maintenance, sewer and 
catch basin cleaning, garbage dis- 
posal units, and all-purpose trucks 
for municipal uses. 

It is estimated that more than 
900 officials of U.S. and Canadian 
municipalities attended the week- 
long convention. 

Speakers for the affair included 
L. C. Bailey, city engineer for 
Knoxville, Tenn., “Low Cost Roads 
and Streets;” Roy Rubright, city 
engineer, Hammond, Ind., “Weight 
Limits in Highway Design;” James 
W. Follin, chairman of the sub- 
committee on construction, conser- 
vation division, Defense Production 
Administration, “Construction and 
Conservation,” and J. M. Tippee, 
director of the public works depart- 
ment, Des Moines, Ia., “Off-Street 
Parking Developments.” 


Hereford Capital Up 
Records of the Texas secretary of 
state here show that Hereford Mo- 
tor Co., in Hereford, has increased 
its capital stock to $20,000. 


Advertisement 


Out-of-Town Customers 
Important lo 
In-Town Dealers 


It is a well-known fact that 81 per- | 
cent of all passenger-car dealers in 
the United States are located in 
Main Street towns. These towns 
serve as trading centers for more 
than half the total population, 
including rural and farm families | 
who are far above average in car | 
ownership. 


But, big as their business is, Main 
Street dealers don’t capture all of 
Rural America’s automotive dollars. 
Big-city dealers as well are getting 
a good share of this prosperous 
rural business. This came to light 
recently when Farm Journal, 
America’s largest rural magazine, 
polled every tenth dealer from coast 
to coast. Dealers in even the largest 
cities reported that a full fifth of 
their present business came from 
out of town. 


Big-city and small-town dealers 
alike told Farm Journal that cash 
purchases were much more preva- 
lent among out-of-town customers 
than among their city customers, 
who depend more on installment 
buying. 

Rural families have the money. 
Rural families have the need. They 
use cars for pleasure, of course, but 
they also use them as vital business 
tools. That is one reason why Farm 
Journal families, who own some 614 
million motor vehicles, including 
trucks and tractors, bought 600,000 
new cars in the postwar period 
1947-49. A good proportion of the 
new cars were high-priced Cadillacs, 
Chryslers and Buicks. 


Manufacturers realize the impor- 
tance of the rural market and are 
cultivating it heavily through adver- 
tising in publications such as Farm 
Journal, which reach rural cus- 
tomers in every single county. 
Dealers can take advantage of this 
local support through programs 
which their suppliers make available 
or through Farm Journal’s own 
continuing maintenance program, 
“Keep ’Em Rolling.’’ According to 
those dealers who have tied in with 
it, “Keep "Em Rolling”’ has done 
wonders for their local business. 
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Rubber Road Test for Detroit— 


Three sections of rubber road were installed last week on the north side of Bagley 
avenue, Detroit. The rubberized wearing surface, covering the area from the center 
line of the street to the curb is an experimental strip and was installed by the Asphalt 
division of the public works department in cooperation with Firestone Tire and Rubber. 
Each of the three test sections consists of 60 tons of rubberized paving mixture. GR-S 
rubber was used between First and Second Sts., natural rubber between Second and 
Third, and processed rubber between Third and Fourth. The total length of rubberized 
pavement is approximately 1,080 feet. Left to right: Jan Schmedding, superintendent 
of street construction, Detroit; A. V. Carlson, rubber roads engineer, Firestone Tire & 
Rubber; Charles L. Shattuck, manager, Detroit public works department, and J. R. 
Moore, Firestone engineering department. 


T 
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Rootes Officials Attend— 


At the American Public Works Assn. convention held in Detroit last week, Rootes 
Motor, Inc., British auto company, showed the company’s Karrier, catch basin cleaning 
equipment which is rapidly gaining favor as municipal equipment in Canada and the 
|U.°S. Seated, from left to right, are John Dugdale, British representative; W. Knouff, 
U. S. technical liaison official of Rootes, England; H. Whitbourn, Karrier sales promo- 
| tion, New York, and J. Godolphin, middle west representative for Rootes. Standing are 
|. Schlesiona and J. Sabatello, demonstration team for the New York office. 








Even More Cutbacks Loom, 
Lloyd Tells Colo. Dealers 


| cilities, Lloyd believes that dealers 
will be able to maintain almost full 
employment in their companies. 

A substantial increase in the fee 
charged for making the Colorado 
automobile safety inspection will be 
sought by the Colorado association. 
The action came after a committee, 
headed by Wayne Orr, Colorado 
Springs dealer, reported that the 
present 50-cent fee was _ wholly 
inadequate to insure a thorough 
safety examination. 

The importance of safety inspec- 
tion was stressed by M. R. Darling- 
ton jr., managing director of the 
Inter-Industry Highway Safety 
committee. “With more than 40 
percent of the 50,000,000 automo- 
biles on our streets 10 or more 
years old,” he said, “it is apparent 
that we should insist upon rigid 
and thorough inspections.” 

Gov. Dan Thornton of Colorado 
addressed the convention, as did 
also Mayor Harry Blunt of Colo- 
rado Springs, at the annual ban- 
quet. 

| Harold Gray, veteran automobile | 
|dealer of Brush, Colo., was elected | 
president of the organization to 
succeed Fred S. Markley of Fort 
Collins. Other officers are Lou 
Kaemmerlen, La Junta, first vice- 


By Ira Alexander 
Staff Correspondent 


COLORADO SPRINGS, Colo. 
Increased critical steel shortages 
ahead will involve even “more 
stringent curtailment in automobile 
production and distribution than 
most dealers and manufacturers 
had anticipated,” declared J. Saxon 
Lloyd, first vice-president of NADA, 
in addressing the 300 delegates to 
the annual convention of the Colo- 
rado Automobile Dealers Assn. held 
in the Broadmoor hotel last week. 


Lloyd said that the coming 
serious shortages will greatly re- 
semble the limited production and 
increased prices experienced dur- 
ing the last war, but added “the 
dealers throughout the country 
aren’t approaching the problem 
with any misgivings.” He warned 
“most dealers will have to rely 
on their service and parts depart- 
ments for much of their gross 
earnings in 1952.” 

_ However, _ despite the 


Record Crowds 
See British Autos 


BOSTON.—Keen interest on the 


limite d fa- 


part of the public kept the escala- president; John Ponsford, Grand 
tors in Jordan Marsh Co., largest|Junction, second vice - president; | 
department store here, loaded to|Lyck Thomas, Denver, third vice- | 

Hover, Den- 


president; Charles S. 

ver, treasurer, and Thomas Braden 

Denver, executive secretary 
The new board members 


capacity as the 21 models of British 
motor cars were on display for a 
two weeks show. Attendance esti- 


mates for the first week of the show are 


were in excess of 100,000 persons, it| Everett Conover, this year’s con- 

was reported. vention manager, Colorado Springs; | 
All but six of the models are|George Day, Aurora; Bill Arnold, | 

equipped with four-cylinder en-|Boulder; Henry Davidson and| 


Harry Leeman, Denver; Frank Ko- | 


gines, which are emphasizing high 
vacich, Englewood; Harold Hay-| 


performance records. The other six 
models are powered with six cyl-| worth, Fort Collins; Clyde Malevey, | 
inder engines. _ |Fort Lupton; R. E. Gleason, Holy- | 
In connection with the show, Sir | oke: Larry Palmrose, Wray; Tom 
William Welsh, representative of Young, Walsenburg; Charles Wil- | 
the British auto industry, told d Jack H La | 
newsmen that sales of new cars|!iams, Ordway; Jac arsin, 
in the U. S. during 1950 totaled 19,- | Junta; Claude Leukens, Steamboat | 
997 at a value of $16,730,000—an|Springs; Fred Craig, Golden; 
increase of nearly 200 percent over |Claude Ferguson, Craig, and W. E. 
the previous year. Bozeman, Cortez. | 





Dealer Forum Planned . . 


Convention Program 


HARRISBURG, Pa. 
for the 
the Pennsylvania Automotive Assn., 
to be held at the William Penn 
hotel, Pittsburgh, Oct. 4-6, has been 
completed, and will include a forum 
discussion on 
Confronting Automobile Dealers,” it 
was announced last week by the 
association. 

Participating in the forum will 
| be J. V. Booth, McKeesport; 
Ephraim Brenner, Harrisburg; 

Alex McClinchie jr., Pittsburgh; 
C. E. Snyder, York and John B. 
White, Philadelphia. 

The convention will open Thurs- 
day evening, Oct. 4, with a Gay 
Nineties party, and will end on 
Saturday morning following the 
business sessions. 

On Friday morning, the dealers 
will hear Ray F. Smock, secretary 
of highways for Pennsylvania, 
“Pennsylvania Has Everything;” J. 
E. Wolfington, Wolfington Motors, 
Inc., Philadelphia, “Dealer Public 
Relations,” and Benjamin R. Miller, 
director of the industrial relations 
department for the American 
Trucking Assns., Inc., Washington, 
“Manpower and Wage Stabilization 


| | Problems.” 


In addition to the dealer forum 
on Friday afternoon, the members | 
will hear an address by Karl M. 
Richards, field services director of 
the Automobile Manufacturers 
Assn., on “What’s Ahead of Us in 
1952?” Dr. J. O. Christianson, of 
the University of Minnesota agri- 
cultural school, 
| discovering America.” 

The Saturday morning. session 
will include the introduction of the 
newly elected president, and 
speeches by Albert H. Schwartz, of 
Brentwood Motors, Inc., Pittsburgh; 
R. C. Jones, honorary PAA director, 
and Hugh Kemp, of the First Na- 
tional Bank and Trust, Pittsburgh. 

S. H. Parker, Parker Chevrolet, 
of Bellevue, is general chairman of 
l the convention committee, Subcom- 


|mittee chairmen serving with 
Parker are: 
Attendance — J. V. Booth, Mc- 


Keesport, chairman, and H. R. Gra- 
ham, Pittsburg, vice-chairman. 
Parking and Transportation—E. C. 
Sullivan, Pittsburgh, chairman, 
and W. M. McCune, Kittanning, 
vice-chairman. Style Show —E. F. 
Connell, Pittsburgh, chairman, and 


Dick Cochran, Pittsburgh, vice- 
chairman. 
Publicity—J. J. Parker jr., Pitts- 


burgh, chairman, and James Wag- 
ner, Post Gazette; Carl Cotton, 
Pittsburgh Press, and Jack Rocks, 
Sun-Telegraph, vice-chairmen. Re- 
ception—John P. Mooney, McKees- 
port, chairman, and J. Fred Bau- 
man, Wilkinsburg, vice-chairman. 
Gay Nineties Party—J. H. Beyerl, 
Pitcairn, chairman, and H. M. Lay- 
ton, Pittsburgh, vice-chairman. 
Variety Show—J. L. Bossart, Pitts- 
burgh, chairman, and Ed Schaug- 
hency, Radio Artists Entertain- 
ment, Pittsburgh, vice-chairman. 
Following are members of the 
general committee: S. H. Parker, 
Bellevue, general chairman; K. L. 
Bell, Sharon; L. A. Bloom, Scran- 
ton; E. P. Blough, Johnstown; 
J. V. Booth, McKeesport; Ed 
Cucchi, Braddock; Hartley R. 


Freedom-Valvo 


Realigns Chiefs 


FREEDOM, Pa.—At a 
meeting of the board of directors | P 
|of the Freedom-Valvoline Oil Co., | 


recent | 


‘lan affiliate of Ashland Oil and | 


Refining Co., a number of changes | 
| were made in official capacities. 

Earle M. Craig, formerly presi- | 
|dent of the company, was elected 
'chairman of the board. Everett F.} 
Wells was elected president. Wells 
is executive vice-president of Ash- | 
land Oil and Refining Co. and will 
continue to reside in Ashland, Ky. 

Harry I. Johnston, formerly vice- 
president in charge of sales, was 
aeaied to the new position of ex- 
ecutive vice-president. J. Howard 
| Marshall, of Ashland, continues as 
vice-chairman of the board, and 
C. L. Archer, B. L. Heath and R. B. 
McKee continue as vice-presidents 
of the company. 


The program | 
31st annual convention of 


“Tough Problems | 


will speak on “Re-| 


1, Posted by PAA 


Graham, Pittsburgh; R. C. Jones, 
Douglasville; J. J. Lawlor jr., 
Wilkinsburg; M. B. Janes, Phila- 
delphia; R. C. Keller, York; C. \. 

Lee, Uniontown; J. R. Linhart, 
Jeannette. 

R. B. MacMeekin, Philadelphia; 
W. M. McCune, Kittaning; J. P. 
Mooney, McKeesport; 
Beaver Falls; A. M. Shields, Al- 
|toona; C. A. Snyder, Butler; H. J. 
Williams, Erie; Guy Woodward, 
Washington, Pa.; Paul Ruch, Clear- 
field, and C. S. Klugh, Harrisburg. 

Members of the Allegheny county 
attendance committee are: J. V 
Booth, McKeesport, chairman, 
Frank DiBella, McKees_ Rocks; 
C. H. Snyder, Motor Square Gar- 
den; Louis C. Yobp, Verona; E. N 
Jamison, Ingram; Albert UH. 
Schwartz, Pittsburgh; J. J. Lawlor 
jr., Pittsburgh; J. S. McKain, Pitts- 
burgh; Joseph Trivoli, Pittsburgh, 
Sam Liberto, Pittsburgh; W. R. 
Hefelfinger, Sewickley; Ed F. Con- 
nell, Pittsburgh; E. D. McKean jr., 
| Pittsburgh. 
| Fred Becker, Pittsburgh; Al Vail, 
Oakmont, and Ken Thompson, Sam 
Ratner, E. D. McLaughlin, William 
Pivirotto, and Robert Smith, all of 
| Pittsburgh. 


Um Tires For orms 
6 Sales Divisions, 


Names Managers 


DETROIT.—Creation of six divi- 
sional sales areas and promotion of 
six executives to the position of 
divisional manager are announced 
by U. S. Tires division of United 
States Rubber Co. 


Wm. J. Palmer becomes manager 
of the Eastern division with offices 
in New York. Palmer has been dis- 
trict manager at New York. Louis 
B. Giardino, sales representative at 
New York, succeeds Palmer as dis- 
trict manager. 


Frank C. Johnson will head the 
new North Central division with 
headquarters in Cincinnati, where 
he has been serving as district 
manager. James A. Napier, assist- 
ant district manager at Cincinnati 
becomes district manager there. 


The Central division will be head- 
quartered at Chicago. Division 
manager will be Ben H. Bowen, 
who has been holding down the dis- 
trict manager's assignment at 
Chicago. 

Manager of the Mid-Western di- 
vision wili be James E. Kennedy, 
who will maintain offices in Dallas 
where he has been district manager 
since 1946. Paul J. Sandridge, as- 
sistant district manager at Jack- 
sonville, succeeds Kennedy as dis- 
trict manager. 

Harry C. Oliver, who has been 
district manager of the Los Angeles 
district, becomes divisional man- 
ager of the Western division. Oli- 
ver’s offices will be in the Los 
Angeles plant of U. S. Rubber 
Walter F. Brown, assistant district 
manager at Los Angeles, will suc- 
ceed Oliver as district manager. 


Harry R. Mack has been assigned 
as divisional manager of the South- 
ern division, with headquarters in 
Atlanta, Mack, who has been fie!d 
manager-sales, had been stationed 
in the general offices in New York 


R. W. Collings has been appointed 
market development manager [to 
lan and coordinate market de- 
Saeabeak activities for U. S. Tires 


Kaminsky Hil 


Savannah Assn. 


SAVANNAH, Ga.—Miller Kamin- 
sky has been elected president of 
the Savannah Automobile Dealers 
Assn. for a one-year term begin- 
ning Oct. 1, the SADA announced 
here. 

Other officers elected include: {. 
W. Tarratus, vice-president, amd 
Carl Holt, secretary-treasurer 
Elected directors were: A. K. Dear- 
ing, Jack Donkar, Frank Druden 
and Coakley Thompson, 











E. A. Sahli, 











sto 
da 
tor 


of 
pre 


fre 
tiv 
chi 
oft 








Jones, 
ww, 
Phila- 
Pe. VV. 
inhart, 


lelphia; 

J. P. 
Sahli, 
ds, 


county 
J. V.z 
man, 
Rocks, 
e Gar- 
E. N 
rt 4H. 
Lawlor 
Pitts- 
burgh, 
W. R. 
. Con- 
an jr., 


1 Vail, 
1, Sam 
illiam 
all of 


1s 
S, 
ss 
| divi- 
ion of 
on of 


unced 
Jnited 


nager 
»ffices 
n dis- 
Louis 
ive at 
s dis- 


d the 
with 
vhere 
strict 
ssist- 
inati, 
, 

lead- 
‘ision 
wen, 
» dis- 
it at 


n di- 
nedy, 
allas 
ager 
, as- 
ack- 

dis- 


been 
yeles 
nan- 
Oli- 
Los 
yber 
trict 
suc- 
r. 
mned 
uth- 
s in 
field 
yned 
ork 
ited 
to 
de- 


res 


qin- 


lers 
yin- 
ced 
R. 
and 
rer 


a - 
den 











Austin Is First Prize for Mrs. 


other married beauties. 


128,796 Vehicles in Week . . . 


iim 





3% to 4 Million Cars 


Predicted for 1952 


(Continued 


1,200,000 cars. 
nearly 5% 


year came 
mann at a press conference 
week in Detroit. 

The NPA-DPA boss said the 
auto industry should. have on 
hand enough materials to make 
the 1,100,000 cars allocated for 
October, November and Decem- 
ber, although a 5 percent cut to 
1,045,000 in the fourth quarter 
was under study Thursday. Cou- 
pled with the 4,300,000 or so due 
by the end of the current quar- 
ter, the 1,100,000 sum for the next 
quarter yields the less-than-5%- 
million total for the year as a 
whole. 


Before proceeding into the 1952 
outlook, Fleischmann cautioned 
production seers against two de- 
tracting fourth-quarter possibili- 
ties: Some car makers may not 
build up to their quotas because of 
sales difficulties, and the strike- 
induced copper dearth may inter- 
fere unless the government agrees 
to dip into its own stockpile to help 
the industry along. 


As to 1952, Fleischmann said the 
quarterly rate might have to be 
trimmed below 1,045,000 because of 
greater military inroads on mate- 
rials. He promised, though, that no 
maker’s output would be forced 
under breakeven point, which he 
said is computed at about 50 per- 
cent of the 1950 production of 
6,670,000 cars. 


* * * 


H'¢# on the agenda of the NPA 

car conference Thursday were 
proposed measures dealing with 
supplies of chromium stainless steel 
and copper during the next two 
quarters. 


Statements about a shortage of 


chromium stainless steel were an| 


enigma to at least one Detroit 
user last week, however. An offi- 
cial of this supplier company told 
AUTOMOTIVE News that chromium 
stainless steel was bountiful there, 
adding that nickel chromium steel 
was the scarce variety. 

Adequacy of the chromium 
stainless steel supply was assured 
Thursday when NPA released 
7,470,000 pounds of the product to 
auto makers for the fourth 
quarter. 

Depletion of copper and plate 
stockpiles will be discussed at to- 
day’s truck meeting in Washing- 
ton. The truck agenda also lists 
“Applications for second quarter 


of 1952,” an item not on the car} 


program. 
os * * 


ARLIER in Detroit, Fleischmann 

predicted major developments 
from the program to use automo- 
tive facilities for expansion of ma- 
chine tool output. Auto plant lay- 
offs should be alleviated by the 
undertaking, he said, with idled 
employes finding jobs either at the 


As for the fourth 
quarter and the 1951 forecast of 
million cars, confirma- 
tion of that total for the current 
from Manly Fleisch- 
last 
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subcontractors. 


famine, a Senate 


prime contracting companies or at 


In connection with the nickel 
subcommittee 
charged last week that gray mar- 
keteers have virtually taken over 


the supply of free nickel. 
—Mac Gorpon 


CHRYSLER 
Chrysler 
DeSoto . 

Dodge .... 

Plymouth 
FORD 

Ford .... 

Lincoln 

Mercury 
GENERAL MOTORS 

Buick 

Cadillac 

Chevrolet 

Oldsmobile 

Pontiac . were 
KAISER-FRAZER 

Frazer . 

Kaiser .... 
CROSLEY 
HUDSON . 
NASH 
PACKARD 
STUDEBAKER . 


WILLYS-OVERLAND?+ 


Total Cars, U. S.. 


+Includes station wagons and Jeepsters. 


Mrs. Penny Duncan of New York is beside her first prize Austin A40 sports con- 
vertible in Asbury Park, N. J., immediately after she was acclaimed winner over 32 


* 


N THE auto plants 
settlement of the Reo Motors 
strike at Lansing was offset by the 
threat of a UAW-CIO walkout to- 
day (Sept. 24) in the nation’s cop- 
per and brass fabricating industry. 
The UAW threatened 
some 25,000 workers 

dispute. 


Buick, 


AUTOMOTIVE NEWS, SEPTEMBER 24, 1951 


More Unions Eye Dealer 
UAW-AFL Challenges UAW-CIO and IAM 





For Backshop Workers 


(Continued 


IAM Lodge petitions were ordered 
at Denver 
Motor Sales, Lorain, O., and Wash- 
ington Motor Co., Inc., Arlington, 
Va. The UAW-CIO was granted a 
representation election at the B. F. 
Goodrich store on Main St., Buffalo. 


I 


Inc.; 


o * 


to 


Companies threatened with 
UAW strike action were Ameri- 
can Brass, Revere Copper and 
Brass, Roberts Tube, H. and H. 
Tube and Mfg., Mattatuck Mfz., 
Seovill Mfg., Waterbury Rolling 
Mills, A. H. Wells and Co., Bristol 
Brass and Seymour Mfg. 


The copper and brass industry 
maintains key roles both as an 
automotive supplier and in the de- 


fense program. 


pute. 


lations 


Reo’s Lansing plant had been 
struck since Aug. 24 in a wage dis- 
The settlement was ratified 
Wednesday night by UAW workers. 


A 


* * * 


in 


ed the delegation. 


The conference was prompted by 


Car, Truck Output Estimates 
By Automotive News 
PASSENGER CARS 


(U. S. PRODUCTION ONLY) 


Week 
Ended 
Sept. 22, 
1951 

22,806 
3,069 
2,424 
6,512 

. 10,801 
20,680 
15,602 
567 
4,511 

44,514 
8,089 
2,052 


Sept., 
1951, 
to Date 
63,534 
8,574 
6,911 
17,631 
30,418 
57,995 
43,849 
1,574 
12,572 
119,774 
21,880 
5,723 
58,394 
14,897 
18,880 
3,165 


3,165 
203 
3,432 
9,556 
3,974 
12,203 
1,266 


UNIQUE conference over com- 

pany plant dispersal plans was 
held at Solidarity House, UAW-CIO 
headquarters 
top officials of Ford and the union. 
John S. Bugas, Ford industrial re- 
vice-president, 
President Walter P. Reuther, head- 


Detroit, 


Jan. 1 dan, 1 
to to 
Sept. 23, Sept. 22, 
1950* 1951* 
736,389 972,502 


106,585 134,428 


100,247 


Week 
Same Ended 
Week, Sept. 15, 
1950 1951* 
35,680 22,787 
4,934 3,099 
3,882 2,383 
8,148 6,527 
18,716 10,778 
35,363 20,817 
28,181 15,756 
722 560 
6,460 4,501 
60,597 43,083 
10,780 7,890 
2,663 2,038 
30,741 21,474 
7,547 5,052 
8,866 6,629 
5,661 1,126 
5,661 1,126 
138 73 
1,566 1,683 
3,805 2,938 
2,316 1,419 
6,436 4,723 
897 455 
152,459 99,104 
*Revised. 


275,102 


COMMERCIAL CARS 


CHEVROLET 
CROSLEY 
DIAMOND T 
DIVCO 

DODGE 
FEDERAL 

FORD 

GMC ..... 
INTERNATIONAL 
MACK .... 

REO ......... 
STUDEBAKER 

| WHITE 
WILLYS-OVERLAND 
MISCELLANEOUS 


Total Trucks, U. S. 


Total Cars, Trucks, 
v. Ss. Pears 


Total Cars, Trucks, — 


Week 
Ended 
Sept. 22, 
1951 
7,740 

15 


_ 983,460 1,104,742 | 


28,549 





Same 
Week, 
1950 


9,771 
15 
117 
80 


26,279 


Week 
Ended 
Sept. 15, 
1951* 

7,602 

19 
136 
66 
3,704 
38 
7,028 
2,429 
3,251 


258 


1,270 
291 
2,687 
358 


29,137 


128,796 178,738 128,241 354,106 5,821,828 5,291,795 


(U. 8S. PRODUCTION ONLY) 


Sept., 
1951, 
to Date 


20,420 
46 

362 
222 
10,194 
130 
19,529 
6,701 
9,071 
702 


3,126 


80,470 92,764 
217,497 260,765 
381,837 484,545 

1,185,847 912,908 
916,468 706,999 

25,693 21,742 

243,686 184,167 

2,245,959 1,758,568 
405,500 314,988 
79,066 79,802 
1,123,245 873,122 
292,009 222,718 
346,139 267,938 

90,893 79,99 

| ae # 

80,781 79,997 

5,101 4,083 
101,665 81,044 
139,869 122,666 

39,863 59,758 
215,905 174,705 

26,867 20,822 

4,838,368 4,187,053 
dan, 1 dan, 1 
to to 
Sept. 23, Sept. 22, 

1950* 1951* 

367,099 341,477 
342 529 

4,548 5,828 

3,519 3,281 
77,632 127,520 

1,245 1,916 | 
268,239 253,989 | 
78,690 95,868 
82,785 123,498 

7,982 11,858 

4,951 10,217 
37,696 36,686 | 
10,053 11,527 | 
31,382 68,549 

7,297 11,999 


275,289 315,074 








Drive, Sterling, Nash, ete. 


136,135 375,452 6,097,117 5,606,869 
*Revised. Miscellancous includes Autocar, Corbitt, Marmon H., Brockway, Four-Wheel 


Canada 7,705 9,704 7,894 21,346 
Grand Total - = - 
Cars and Trucks, 

U. S. and Canada 136,501 188,442 


Kunick 


last week, 


strike 
in a wage 


between 


and UAW 
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from the Detroit area. 


diately by the conferees. 


rolls into high gear. 


to 56,000 currently. 
* * > 


defense mobilization program. 


Sept. 30. 


director in that area. 

Reuther said he was asking 
UAW-CIO regional directors in a 
number of areas where the most 
critical employment problems are 
confronting UAW-CIO members 
to convene mass meetings so the 
International Union can report to 
the membership on what it is do- 
ing with respect to these prob- 
lems. 


officer of the Central Air Procure 


plant at Adrian. 
the firm name of Mack Industries 


Co. had been operating the plant. 


The Reynolds contract was termi- 
nated after the company and the 
UAW-CIO 
in contract 
The plant had been 


Adrian local of the 
reached a_ stalemate 
negotiations. 
strike-bound for several weeks. 


Col. Keillor explained that nego- 
tiations were under way to contract 


a successor to Reynolds. 

Mackintosh 
ploye of the plant, having served 
as chief engineer there for Reyn- 
olds and previous operators, Gerity- 
Michigan Corp. and Bohn Alumi- 
num Co. 


Buffalo Ponders 


Show Proposal 


BUFFALO. — The Buffalo Auto- 
mobile Dealers Assn. has been dis- 
cussing the question of whether to 
hold an automobile show here this 
winter, but no decision has been 
reached, according to reports in the 
trade. 

It is the belief of some dealers 
that a show would serve to give 
their business a shot in the arm. 
But others feel a show would be 
untimely because of the increased 
curtailment of production due to 
governmental restrictions. The Buf- 
falo association held its last show 
here in February, 1949, and that 
was the first one in nine years 





Reorganization Starts 


At Tank Center 


DETROIT. — Beginning of a 
complete top-level reorganization 
at the Army Ordnance Tank- 
Automotive Center was revealed 
last week by Brig.-Gen. Carroll 
H. Deitrick, who took over com- 
mand of the center after Brig.- 
Gen. David J. Crawford had 
been relieved of command fol- 
lowing hearings before a con- 
gressional committee. 

Gen. Dietrick declared that dis- 
ciplinary action will not be taken 
against personnel mentioned crit- 
ically in the congressional hear- 
ings until investigations still 
going on under direction of the 
Inspector General’s Office of the 
Army and the committee are 
completed. 









Ford Rouge Local 600 charges that 
the Ford decentralization program 
was pulling thousands of jobs away 


Local 600 executives said a de- 
cision to strike the Rouge plant 
would depend on the outcome of 
the Bugas-Reuther meeting, but 
no results were announced imme- 


Ford has contended that employ- 
ment would rise anew at the Rouge 
as soon as the defense program 
Local 600 is 
primarily concerned over a mem- 
bership decline from 89,000 in 1945 


HE UAW-CIO announced that 
Reuther will address a series of 
union mass membership meetings, 
beginning at the end of this month, 
on the problems arising out of ma- 
terial shortages as a result of the 


The first meeting will be in Flint, 
Arrangements for the 
Flint meeting are being made by 
Robert Carter, UAW-CIO regional 


Col. Russell Keillor, commanding 
ment District, announced that the 
Air Force has signed a contract 
with Alexander Mackintosh of 
Adrian, Mich., for maintenance and 
the continuing of repair and instal- 
lation of machinery at the Air 
Force manufacturing methods pilot 


The signing of the contract with 
Mackintosh, who operates under 


followed the termination of the con- 
tract under which Reynolds Metals 


is a long-time em- 


















Auto Stocks 


















Sept. Sept. 1951 

19 12 High Low 
Chrysler 715% 71% 82% 65% 
Crosley 2% 2% 5% 2% 
GM 51% 51% &4 46 
Hudson 13 18% 20% 12% 
K-F 6% 6% 8% 4% 
Nash 19% 19 22% 17% 
Packard 5% 5% 6% 4% 
Stude. 29% 28% 85% 25% 
Willys 9% 9% 12 1% 
Average 23.16 23.08 





Compiled from reports of trading on the 
N. Y. Curb and N. Y. Stock Exchange. 





















Obituaries 


C. L. Patterson, 
Vice-President 


Of Auto-Lite 


ERIE, Mich.—Clarence L. Patter- 
son, 57, vice-president of Electric 
Auto-Lite Co., and manager of the 
Lockland, O. plant, was killed in- 
stantly here last week in a two car 
auto crash on US 23. 

Two others were killed in the 
crash, and three more injured. 
Everett Haines, 37, an employe of 
Auto-Lite and driver of the car, 
and Mrs. Cecil Thomas, a passenger 
in the other car, were both killed 
instantly. 

James Anderson, Auto-Lite tool 
engineer, suffered minor injuries. 

Mr. Patterson, a _ resident of 
Lebanon, O., had been vice-presi- 
dent since 1943, and had served 
Auto-Lite and affiliated companies 
for 32 years. He was a veteran of 
World War 1, and a graduate of 
Toronto University. 

Anderson said that they had been 
visiting the Bay City and Midland, 
Mich. plants, and were returning 


to Toledo when the crash occurred. 
* * * 


Frederick C. Moore 

MONTCLAIR, N. J. — Frederick Clair- 
mont Moore, 49, associated with General 
Motors for the past 24 years, died here 
last week. He was resident controller of 
Chevrolet-Bloomfield. Before joining GM he 
was a cornetist with the John Philip Sousa 
band 









































* 


* * 
August Ebke 
BUFFALO.—August Ebke, 67, owner of 
August Ebke, Inc., 3411 Bailey Ave., died 
Sept. 14. He held the distributorship for 
Willys-Overland for 13 counties in western 
New York. 












* * * 


Charles E. Marshall 
WAUKEGAN, Ill.—Charles Edward Mar- 
shall, 52, vice-president of Webber Cartage 
Line, Inc., died Sept. 14 in St. Luke’s hos 
pital, Chicago. 
7 * 


* 
Walter E. Jackson 

HANCOCK, Md.—Walter E. Jackson, 48, 
of Hancock, died suddenly of a heart at- 
tack Aug. 18. For many years he was 
engaged in various phases of the automo- 
bile business and for the past six years 
was proprietor of Square Garage (Dodge 
Plymouth) 


















+ 7 * 
Michael J. Dowdell 


BUFFALO, N. Y.—Michael J. Dowdell 


56, former service manager of the L. H 
Timmerman Co., automobile dealership 

| died Sept, 15 at his home. 

+ * * 

A. F. Hutchins 

COLUMBUS, O. — A. F. Hutchins, 56, 
founder and president of Hutchins Motor 
Sales here, died last week in Mt. Carmel 
hospital. He had suffered a heart attack 


a few days before. Hutchins was a past 
president of the Columbus Automobile 
Dealers Assn., and was a member of sev- 
eral veteran and civic organizations. 











Auto-Truck 


Extension Boom Wrecker 


ca eee 









: 


| Am all-purpose 
jease all of the work expected of standard 
|wreckers and much more. 

| 


* 


wrecker that handles with 


Telescopic extension boom with full swivel 
head facilitates straight or side pulls. 
Power winch 6 ton safe load—approximate- 
ly 25 ton maximum 
Hand winch raises 
load—and positions boom. 
Operating controls at left rear. 
Two styles of streamlined all 
welded bodies. 

Auto Truck improved spacer and lift bar 


maximum suspended 


* 
e 
7 steel ail 
+ 


Write, Wire or Phone 


Auto-Truck Equipment Co. 


8300 Lyndon Detroit 13, Mich 
WeEbster 3-9040 
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Baker Heads Up 
New Nash Zone; 
Parts Chief Shifts | 


DETROIT.—H. C. Doss, sales} 
vice-president for Nash Motors, an- | 
nounced last week that a new zone | 
office will be | 
opened in the fall 
at Des Moines. 

At the same 
time, he an- 
nounced the ap- 
pointment of H. 
S. Baker, former 
Dallas zone man- | 
ager, aS manager 
of the Des Moines 
office. 





CALIFORNIA 





office CONNECTICUT . 
, e new ; DELAWARE 
H. S. Baker will raise the|]| grorioa 


number of zone headquarters to 24, | 
the company said, and will cover 
most of Iowa and portions of Ne- 
braska and South Dakota. 

R. M. Hendrixson, former na-| 
tional parts and accessories man- | 
ager, will replace Baker in the 
Dallas zone, and C. M. Tillinghast, 


GEORGIA 
IDAHO 
HLLENOIS 
1NOL ANA 


MAINE 
|| MARYLAND 
MASSACHUSETTS 
MICHIGAN 


MINNESOTA 
MISSIGSIPPI 
MIBSOURI 
MONTANA 


NEBRASKA 
WEVADA 

NEW HAMPSHIRE 
NEe@ JERSEY 





R. M. Hendrixson 


C. M. Tillinghast 


previously assistant parts and ac- 
cessories manager, will be national | 
parts and accessories manager. 

Baker and Hendrixson joined the 
company in 1944—-Baker as district 
manager in Dallas and Hendrixson 
as service promotion manager in| 
Milwaukee. Tillinghast came with 
the company in 1948 as district | 
manager in the Atlanta zone. 

All appointments are effective, 
immediately, Doss said, and opera- | 
tions will begin in Des Moines after | 
facilities there have been completed. | 

UTAK 


Vehicles |] veawour 


|} VIRGINIA 


WEW MEXICO 
NEW YORK 
WORTH CAROLINA 
WORTH DAKOTA 


onto 
OKLAHOMA 
OREGON 
PENNSYLVANIA 


RHODE ISLAND 
SOUTH CAROLINA 
SOUTH DAKOTA 
TENNESSEE 


TEXAS 


(Continued from Page 2) 
8.9; California and Louisiana, 8.1, | 
and Tennessee, 8. 

In trucks and buses, the leaders 
were: Nevada, 11.1 percent; New 
Mexico, 10.1; West Virginia, 9.4; 
Wyoming, 9; Kentucky, 8.8, and 
Arkansas, 8.5. 

The lowest percentage gain in | 
car registrations was the District 
of Columbia's 1 percent, while for 
trucks and buses, it was a tie be- 
tween Connecticut and Maine with 
0.7 percent. 


WASH INGTON 

BEST VIRGINIA 
BISCONSIN 

WyOu ING 

OISTRICT OF COLUMBIA 


2/ 


* + * 


N A UNIT basis, the BPR esti- 

mates for 1951 showed the fol- 
lowing increases over 1950: Cars, 
2,530,825; trucks and buses, 524,000; | 
total vehicles, 3,055,725. 

Measured against estimates of 
new-car and new-truck sales for 
1951, it would appear that the 
BPR figured scrappage rates this |, : 3 - 
year at about 2 to 1, or one vehi- |launched a nonpartisan effort to 
cle scrapped for every two new | get out the vote in New York State. 
ones sold. Pamphlets, which warn of the 

Past estimates of total registra- threat to our form of government 
tions by the BPR have usually been | that lies in the failure of a great 
on the conservative side. At this 


1 % th : »sti- | Many Americans to vote, will be | 
— Pe i. Faaeeetane | distributed by individual dealers 
would reach 39,710,000, while truck |throughout the state. The red, 


and bus registrations would amount | white and blue booklets contain the 
to 8,774,000 for a total of 48, 484, 000. national voting records | since 1880 









CAR DEALERS! .. . Buy Direct! 


Genuine Lambs Wool 
POLISHING BONNETS 


This is the first time these bonnets have ever been offered 
direct to car dealers . . . at prices that reflect tremendous 
savings to you. They are all first quality. Satisfaction 
guaranteed. 


Look At These Savings!” | 





| 






a" 3” $18.00 Git, $12,502 
os 
9 Fae" $21.00 Sik. $13.50.2" 






SPECIFY CENTER HOLE OR DRAWSTRING TYPE 





Write for quotations on spe- 


Order Today! 
cial sizes—any quantity. 


Shipped Open Account to 
Rated Dealers F.O.B. Hackensack, N. J. 


co. 





AUTOMOTIVE MANUFACTURERS OUTLET 
292 Main Street, Hackensack, N. J. 





REGISTERED 
1950 


511,37 


| expanded, 


| 





| ership, 
|hinders police in the recovery 


AUTOMOTIVE NEWS, SEPTEMBER 24, 1951_ 


Cars, Trucks on U. S. Roads, 1951. 


(Estimated by U. S. Bureau of Public Roads') 


PERCENT 
INCREASE 






TOTAL MOTOR VEHICLES 2/ 


AUTOMOBILES TRUCKS AND BUSSES 


REGISTERED 
1950 





PERCENT 
INCREASE 


362,026 
212,800 
140,529 
471,157 


‘Richard Named President .. . 


N. Y. Conclave Slaps 
Herlong Repeal Move 


} (Continued from Page 3) 


and show that only 44 percent of 
the people voted in 1950. 
* * * 
‘Tus program will be undertaken 
as a public service and will be 
with the hope that it 
may become a national drive to re- 


j}awaken Americans to their voting 


responsibilities in time for a much 
greater turnout at the polls in 1952. | 
The dealers also decided in other 
resolutions that they will — 
for the passage of a title law 
New York State to protect the own 
ers of motor vehicles, and for a 


law to provide for the periodic in-! 


spection of motor vehicles. 
Charles D, Henderson, executive 


| Vice-president of the state associa- 


tion, declared that lack of a title 


|law leaves car owners and purchas- 


ers with no means of proving own- 
aids criminals, and greatly 
of 
stolen cars. 

As an urgently needed safety 
measure, the New York dealers 
asked for passage of a motor ve- 


hicle inspection law to set up a 


system similar to the Pennsyl- 
vania method of inspection by li- 
censed private business. This kind 


| Of system was favored since it 


requires no expenditure of state 


| funds for building stations to be 
| owned and operated by the state, 


} 


and can be put into effect almost 
immediately. 
The dealers also resolved to sup- 


| way 





335559 


port the adoption of an amendment 
which would place the state’s credit 
behind bonds to be issued by the 
Thruway Authority, the adminis- 


-trative body which is building the) 


New York-to- Buffalo superhigh- 


TOTAL 
PERCENT 
REG IS TERED ESTIMATED INCREASE 
1950 1951 1951 
1950 


7-3 
56 
73 


954 ,000 
287,000 
2,796,000 
1,513,000 





a 


THE ESTIMATE® REGISTRATIONS FOR THE CALENDAR YEAR 1951 ARE BASED ON INFORMATION SUPPLIED BY STATE AUTHORI TIES, 


CALENDAR YEAR 1950 ARE FROM TABLE MV<1, 1950, 
INCLUDES FEOERAL CIVILIAN MOTOR VEHICLES AND MOTOR VEHICLES OF THE STATE, COUNTY, AND MUNICIPAL GOVERNMENTS, 


THE RECORDED REGISTRATIONS FOR THE 





‘Hudson Receives 
Third Aircraft 
Defense Order 


way. With state credit guaranteeing | 


the bonds, more than $100,000,000 
will be saved for users of the high- 
through reduced financing 
charges, it is said. 

In announcing the opening of the 
membership drive, Chairman Ben 
F. Curry said that he was taking 
the job for the second year because 
“I feel that I still owe a great debt 
to the state association and to the 
national and local associations for 
all they have done for me and for 
my business.” 


‘Thompson Heads 


»' Chevrolet Region 


DETROIT.—J. D. Thompson, as- 
sistant regional manager in Atlan- 
ta for the Chevrolet since 1948, has 
been promoted to 
regional manager, 
W. S. Fish, gen- 
eral sales man- 
ager of Chevrolet, 
announces. 

Thompson 
joined Chevrolet 
in 1923 as _ sales 
representative in 
Louisville. He 
rose through po- 





ade | 


Lp.T sitions in Knox- 
a) Miompeson ville, Indianapolis 
and Charleston, W. Va., to be as- 


sistant zone manager in Louisville 
in 1937, and zone manager in Jack- 
sonville, Fla., 
later he became zone manager in| 
Louisville and in 1946 zone manager | 
in Charlotte, N. C. He succeeds P. 
Sever, retired. 


in 1942. Three years | 


DETROIT.—Hudson Motor Car 
Co. announced last week receipt of 
a new contract “valued in the mil- 
lions” to build forward fuselage 
sections of Boeing B-47 Stratojet 
bombers. 

The award was the third aircraft 
order received by the firm, Presi- 
dent A. E. Barit said. Tooling will 
be started immediately on the order 
which was received from the Boe- 
ing Airplane Co.’s Wichita division. 

Another major aircraft assign- 
ment revealed last week went to 
the Goodyear Aircraft Corp., Ak- 
ron, a subsidiary of Goodyear Tire 
& Rubber Co. 

The Navy sent the firm a letter 
of intent for a prime contract to 
build McDonnell F3H-1 Demon ject 
fighter planes. Goodyear will build 
the planes under license from the 


McDonnell Aircraft Corp. of St. 
Louis. 
White Motor Co. in Cleveland 


reported receipt of a government 
order of about $8,000,000 for 1,410 
vehicles and spare parts. Borg- 
Warner Corp. revealed it will build 
a $3,000,000 plant in Wooster, O., to 
manufacture electrically-driven hy- 
draulic and fuel pumps for jet en- 
gines. 


Canadian Auto Exports 

OTTAWA.—Sharp increases have 
been reported by the Canadian 
government in the exports of pes- 
senger cars from Canada. During 
the first seven months of this year, 
|it was reported, the total was set 
lat $14,664,000 as against $10,177,:00 
|for the corresponding period |: st 
year. 
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Dealers Told to Keep Only 


Canadian Curbs Due to Stay 


BANFF, Alb.—-George W. Hogan, | ging of cars from eastern Canada! Roads Assn., 


retiring president of the Federation 
of Automobile Dealers Assns. of 
Canada, told dealers that there 


would be no relief from present | powerless to do anything about it. 
consumer and banking restrictions | pisciplinary action should be tak- 


this fall, and advised them to keep 
only a 30-day supply of new cars 
on hand. 

Speaking at the annual conven- | 
tion of the federation here last | 
week, he said that in a recent 
interview with Finance Minister 
D. C. Abbott, he had been told 
that the government had decided 
to keep the restriction in force 
“for at least three months, or un- | 
til the cost of living index levels | 
off.” 
Dan McLean, Vancouver, was 

elected president of the federation | 
for the coming year. 
cers elected were: vice-presidents, 
C. R. Howell, Toronto; 


eron, Moose Jaw, Saskatchewan, 


treasurer. 
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30-Day Car Supply... 


to the west still continues. 
“This is unfair competition,” h 
asserted, “but the federation i 


en.” 

Ryse M. Sale, president of the 
Ford Motor Co. of Canada, Ltd., 
struck out at the present heavy 
taxing system on the automobile 
market. He said that the current 
lull in sales is temporary, and 
does not reflect any fundamental 
weakness in the Canadian mar- 


| ket. 


Sale, guest speaker for this year’ 
convention, pointed out 


optimistic about the future. 
“T have talked with a large num 


Other offi-|ber of dealers in my travels during 
and a good 
Fernand many more since I arrived here in 
Jarry, Montreal, and W. P. Logan,| Banff,” he said. “I am happy to 
St. John, N. B. Dave A. Amory,|say I have encountered very few 
Montreal, secretary, and A. J. Cam-| who take a gloomy view of the fu- | 


the last few weeks, 


ture. 


Lt. Col. C. W. Gilchrist, manag- | 
Hogan declared that the bootleg- ing director of the Canadian Good 


Ya to 2-ton models. 
F. 0. B. Chicago + Tax extra 


A minor added in- 
vestment protects 
the major invest- 
ment — particularly 
important now. 
Easy to install. Write 
for details. 


World's Most Widely Used Grill Guard 


VOLTZ BROS., INC. 





by old established reliable 


manufacturer's agents. 


high calibre man. 


advertisement. 


| BOX AN-180 c/o AUTOMOTIVE NEWS, DETROIT 26 


2520 S. INDIANA AVE. 
CHICAGO 16 





ener 


WANTED ... 


manufacturer selling auto 


accessories nationally to the jobbing trade through 


Must be experienced in this field, such as sales manager, 
| assistant sales manager or manufacturer's agent. This op- 
portunity offers a very substantial salary to a high grade, 


In answering this advertisement please state previous experi- 
ence, age and enclose snapshot if possible. Answers will be 
kept strictly confidential. Our organization knows of this 


that he 
|thought most of the dealers were 








told the gathering 

that every automobile owner in 
e|Canada should be interested in 
sound highway planning, financing 
and construction. 

“The U. S. and many European 
countries are far ahead of Canada 
in the matter of highway research,” 
Col Gilchrist said. “A good high- 
way system is not a luxury; it is a 
gilt-edged security. Better roads 
mean better business. Dollars in- 
vested in good roads will pay divi- 
dends in greater safety and econ- 
omy.” 

In his address to more than 1,000 
dealers at the convention, Gilchrist 
made the following recommenda- 
tions toward building adequate 
highways for Canada: 

(1) Taxes derived from high- 
way users should be applied solely 
to road building; (2) uniform and 
tighter licensing laws in all prov- 
inces should be enforced; (3) 
there should be more uniformity 
in insurance regulations; (4) high- 
way traffic signs, markings and 
signals should be standardized, 
and (5) sound regulations should 
be enforced regarding motor- 
vehicle sizes, weights and loads. 
The manager of the federation 
is Howard B. Moore, Toronto. Other 
directors of the organization are 
George W. Hogan, Toronto; Clarke 
Simpkins, Vancouver; J. A. Chris- 


s 


s| 


Big Promotion 
Precedes Chicago 
‘Safety School 


CHICAGO.—With the Chicago 
Automobile Trade Assn. as sponsor 
and Morris A. Kay of Cappel, Mac- 
Donald & Co., as organizer and in- 
structor, Chicago’s first free Drive 
for Safety school will hold the spot- 
light here at the Eight St. Theater 
this week. 

The formal launching of the 
school sessions to be conducted 
from 10 a. m. to noon today (Mon- 
day), Wednesday and Friday was 
preceded by a dramatic buildup last 
week. 

In turn, the events were a tire 
| changing contest for women, a ane 
;onstration in which a safe driver | 
vied with “Mr. Average Man in a| 
Hurry” driver in a five-mile trip 
and a women’s parking contest. | 
Each competition for women| 
brought prizes to the winners in| 
the form of safety accessories. 

Special consideration was given 
to women drivers because the audi- | 
'ence and participants at the school | 
will be more than 90 percent femi-| 
nine. 


Pearce to Manage | 


K-F’s Ohio Plant 


WILLOW RUN. — W. M. Pearce | 
has been named manager of the| 
new Kaiser-Frazer stamping divi- 
sion now nearing completion at 
Shadyside, O. Transferred there 
from a post as manager of the 
K-F car assembly plant at Port- 
|land, Ore., he has assumed his new | 
;duties. Pearce will direct comple- 
{tion of construction work on the} 
| $3,000,000 plant and will supervise | 
jinstallation of presses and other| 
machinery. He said that schedules | 
call for first production of stamp-| 
| ings late this year. 
Pearce said the new Shadyside 
|plant will have a capacity of 3,000) 
tons of finished stampings per} 
month for auto production at the! 
|Willow Run plant, and that facili- | 
|ties are available for expansion to} 
|5,000 tons per month as required. | 

















‘Thomas Wins 


NASCAR ‘150’ 


| LANGHORN, Pa.—Herb Thomas, 
| driving a 1951 Hudson Hornet, won 
the NASCAR sanctioned 150-mile 
\||race here last week, when he took | 
jthe lead from Fonty Flock, Olds-| 
|mobile 88 driver, in the 147 lap and | 
scampered home to $1,250 first-prize 
|} | money. | 
Fonty Flock came in_ second; | 
Dick Rathman (Hudson Hornet), | 
third; Johnny McKinley (Hudson | 
Hornet), fourth; Tim Flock (Olds | 
88), fifth, and Marshall Teague | 
| (Hudson Hornet), sixth. | 















Henry Ford II to Attend Old Timers Dinner— 


Henry Ford Il, president of the Ford Motor Co., buys tickets for the 12th anniver- 
sary dinner of the Automobile Old Timers at the Hotel Book-Cadillac, Detroit, Oct. 4, 
from Frederick H. Elliott, founder and secretary of the organization. Alfred Reeves 
(right), advisory vice-president of the Automobile Manufacturers Assn., director and 
member of the Executive committee of the AOT, witnesses the presentation at a sales 


executives club luncheon. Ford will accept nomination as a member of the AOT 


board of directors, at the meeting. 

Herne, Charlottetown, P. E. L; S. 
S. Rafuse, Bridgewater, N. S.; R. J. 
Logue, Sydney, N. S.; Harry E. Wil- 
son, Calgary; P. W. Messier, Mon- 
treal, and W. S. Kickley, Montreal. 


tiansen, Edmonton, Alberta; J. W. 
Willey, Regina, Saskatchewan; G. 
L. Hartley, Winnipeg, Manitoba; 
Sudbury, Ontario; 
Ivan A. 


J. R. Martin, 
Charles Malken, Halifax; 
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IS THE NAME TO REMEMBER 
WHEN YOU WANT... 


Extra Weavy D 
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Extra Heavy Londs 








PERFECTION 300 Series 
STANDARD HEAVY-DUTY 
BODIES or PERFECTION 
ENGINEERED, SPECIAL 
PURPOSE, HEAVY-DUTY 
BODIES. 


We design and build 
them in the same plant. 


Write, phone or wire 
today for complete in- 
formation and literature. 


THE PERFECTION STEEL BODY CO. 
Galion, Ohio, U.S.A. 






STAKE ond DUMP weezer > 
PE Sake hean 
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Later Increases Likely .. . 


Studebaker Joins Big 3 
In Raising Car Prices 


(Continued from Page 1) 
ceilings as soon as the required|to July 26, 1951. 
five-day waiting period had elapsed. Willys, along with the other in- 
Higher price scales on the GM, dependents, effected a price ad- 
Chrysler and Ford lines were @P-| vance last fall coincident with 
proved oa perce by a 1951 model introductions. The 
ae Soe y industrywide price boost of March 


factories. 
While some dealers quickly | 2 counteracted most independents’ 
cost boosts up to March 15. 


voiced resentment against price 
boosts so late in the 1951 model On the other hand, the Big Three 
runs, the majority appeared con- | jost a proposed price increase with 

the CPR 1 “rollback” last Decem- 


tent to wait out consumer re- 
sponse before coming to any |ieor Chrysler, Ford and GM had 
conclusions. . : ; 
received 1951 model price relief only 
percent round during 





Several dealers said they expected | ' 
the negative selling effect of higher |in the 3% 
prices to be offset by a fourth-| March. 

Thus, last week’s Big-Three boosts 
in substance reactivated the can- 
celled December advances, and lev- 
eled off the new-car pricing struc- 
ture at what it would have been, 
had there been no rollback on the 
| Big Three’s 1951 car models. 


* * * 


ILLYS Treasurer George L. 
Palmer’s request to OPS indi- 
cated that the company was seek- 
ing relief from enlarged administra- 
tive and shipping 
costs and factory 
overhead. These 
items are author- 
ized for recogni- 
tion by the Cape- 
hart amendment. 
As recently re- 
vised, CPR 1 takes 
account only of 
” materials and la- 
igi. bor costs up to 
pn Sone te March 15. The re- 
vision, in this con- 
nection, still requires the auto pro- 
ducers to absorb escalator wage 
incredses granted throughout the 
industry on June 1 and Sept. 1. 


Henry Ford II, president of 
Ford Motor Co., revived his at- 
tack on alleged OPS discrimina- 
tion against the auto industry. 
Charging that other industries 
were enjoying more advantageous 
treatment, Ford said the car pric- 
ing squeeze alone would cost his 
company $25,000,000 a year. 

Ford said that the revised CPR 1 
allows Ford to recover only $49.53 
of the $109 by which wholesale 
manufacturing costs have risen on 
a Ford car since January, 1950. 
Application of CPR 30, the truck 
and machinery pricing regulation, 
would have brought the recovery 
figure up to $84, he added. 

“If those who are controling 
prices and wages had been as tough 
on other parts of our economy as 
they have been on the automobile 
industry since last December,” Ford 
declared, “there would be far less 
inflation today. 


“Furthermore, Ford Motor Co. 
still would have available about 
$100,000,000 that has been paid to 
others in added prices to buy what 
we at Ford must have to make 
cars. That is money we would like 
to have right now to help us build 
the defense plants we have to build 
with our own money under our 
defense contracts.” 

* * * 

N DECEMBER, the Big Three 

and Nash were deprived of pro- 
jected price increases which would 
have averaged around 5 percent. 


General Shifts 


Majors to Detroit 


DETROIT.—Appointment of Mer- 
rill E. Majors as manager of car 
dealer sales for the Detroit branch 
was announced 
last week by J. E. 
Powers, trade 
sales manager of 
the General Tire 
and Rubber Co. 

Majors has been 
associated with 
the rubber indus- 
try since 1919 fol- 
lowing discharge 
from the U. S. 
Army as a lieu- 
tenant. He has M. E. Majors 
been affiliated with General since 
1924, operating distributorships 
from 1934 through 1944 in St. Louis | 
and Kansas City. 








Canada Dealers Shudder 


At Price Boost Hints 


OTTAWA.—Dealers are pessi- 
mistic about the effects of any 
increase in automobile prices, if 
such action should result in 
Canada following findings of 
OPS in the U.S. on car manu- 
facturers’ applications for higher 
prices. 

“Any boost in new-car prices 
will affect our sales immediately 
and sharply,” forecasts one well- 
known dealer, confiding that he 
is having much trouble right 
now in selling at present prices. 




























quarter car shortage. This line of 
thinking foresaw the arrival of 1952 
models as a further impetus to the 
market early next year. 

The reason for Chrysler’s price 
rises exceeding Ford’s and GM’s 
was believed due to the $50 million 
spent by Chrysler in retooling for 
its 1951 models. 

* 





* * 


” PROVIDING a tipoff to the 
effect of Revision 1 on some new- 
ear independents, Willys-Overland 
pointed out that the new OPS 
order would not permit a boost in 
its station-wagon prices. 

Revision 1 allows auto makers to 
pass along cost rises incurred up 
to March 15. The Capehart clause, 
now the subject of repeal or modi- 
fication proceedings in the Senate 
Banking committee, requires recog- 
nition of all higher expenses up 


‘Longhorn Panel, 
Lloyd Talk Due 
At Minn. Parley 


ST. PAUL. — The completed pro- 
gram.for the 32nd annual conven- 
tion of the Minnesota Automobile 
Dealers Assn. at the Radisson 
hotel, Minneapolis, Oct. 1-2, will 
feature a panel of four Texas deal- 
ers and three guest speakers. 

“The Texas Longhorn Panel” will 
be composed of Axel Bothager, 
Bremond, Tex., owner of two Chev- 
rolet franchises; J. P. Himmel, 
Beaumont, a Studebaker dealer; 
Cc. B. Smith, Austin, Dodge-Plym- 
outh dealer, and Raymond Pearson, 
Houston Ford dealer. 

Carr Barington, Minneapolis 
Chevrolet dealer, MADA president 
and former Texan, will moderate 
the panel. 

Headlining the Tuesday afternoon 
program is J. Saxton Lloyd, first 
vice-president of NADA, who will 
speak on “Raise Your Sights”; Dr. 
Clark G. Kuebler, president of 
Ripon (Wis.) college, “Defeatism or 
Faith,” and Merrill Graham, Con- 
cord, Mich., “There Is No Time to 
Do Nothing.” 


Mo. Time-Pay 
Starts Oct. 9 


JEFFERSON CITY, Mo.—Mis- 
souri’s new small-loan law, which 
was signed by Gov. Forrest Smith 
in May, will go into effect Oct. 9. 
The small-loan companies which 
left the state a year or so ago are 
now moving back in, it is reported. 

The new law permits up to 26.6 
percent annual interest charges on 
installment loans up to $400 and 
rates up to 15.4 percent on loans up 
to $1,000. 


Law 














































public utilities commission by intra- | from 25 to 50 percent, the rates 
Truck Rate Boosts Asked state motor freight carriers. {would apply to minimum charg: ; 


AUGUSTA, Me. — A schedule of! The new rate schedule will go in two classes of shipments, tho 
higher rates for handling small |jnto effect Oct. 8, unless the PUC/| weighing less than 70 pounds ani 
shipments was filed with the Maine |intervenes. Involving increases of | those weighing more. 


CLASSIFIED WANT AD DEPARTMENT 


PO ee eC industry from Maine to 
California. Low Rates: EIGHTEEN CENTS (18c) PER WORD for each insertion. Cash in advance. Position 
LL Ce tt i ee ee of our employing read- 
ers. Count initials and groups of numbers as one word. Ads may be signed with your full name and T--Ttoo3 


at regular rates, but if signed ‘Box No. ......, in care of Automotive News, Detroit 26, Mich.’ add One Dol- 


lar ($1) per insertion for address and extra service as replies are forwarded, unopened, the same Fo BY 


received. Display Ads: $9.80 per inch, per insertion. 
WANT AD DEPT., AUTOMOTIVE NEWS, PENOBSCOT BUILDING, DETROIT 26, 


MICH. 







































—————_ POSITION WANTED DEALERSHIP WANTED ; 
DISTRICT MANAGER, now employed by | BIG THREE DEALERSHIP wanted within 


50 miles New York City. Hammond, 54 
Riverside Dr., New York, N. Y¥Y. WAtkins 
4-6754. 


e “ 

Kindly Acknowledge G. M., desires position as sales manager 
Ad ° aili | f thi with aggressive dealer. Experienced in 
vertisers availing themselves o s dealership operation. Ability to train and 
Want Ad Section are requested to ad- direct salesmen aeee experience in 
. 5 gs Chevrolet dealerships. ave the ability, 
vise all réspondents if and when their the eupestenss Gnd the amnétion. I am 

wants have been fulfilled. A post-card 

will do and your courtesy will help 


looking for an opportunity to use them. 
Age 32, married, two children. $8,000- 
us maintain the present high regard 
which this department enjoys. 
G.M. dealer. Presently employed by vol- 
ume G.M. dealer located in the south. 
AUTO PARTS SALESMEN. We offer a interested write Box 5478, c/o Automo- 
rare opportunity for aggressive salesmen tive News, Detroit 26, for more details. 
motive parts sold direct to dealers and G.M. dealership handling 200-225 new 
fleets, has openings in all parts of the units, desires position with larger dealer. 
and up yearly opportunity. Protected ter- 
ritory with established accounts. Men 
in detail to Curtis Industries, Inc., 1130 
E. 222nd St., Cleveland 17, Ohio. NEW CAR DEALERSHIP 
25 years’ experience in all phases of business. 
to meet the public, aggressiveness to do ‘ 
an outstanding job in building up new | Detroit 26. 





WE WANT TO BUY OR 


MANAGE DEALERSHIPS 

Ford dealer experienced in multiple dealership 
management, ready to pay HIGHEST CASH 
PRICE for Ford or Lincoln-Mercury Deaier- 
ships in cities of 35,000 and up. Or, we'll 
manage your dealership in modern accepted 
manner and earn every nickel of our percent- 
age of profit fee, Quick, confidential treat- 
ment of your reply. Write or wire Box 5409, 
c/o Automotive News, Detroit 26. 








FORD OR G.M. 
200 Car Minimum 


Unlimited cash. Factory approval assured 
Information treated in strictest confidence 


Box 5490, c/o Automotive News 
Detroit 26 





MANAGER USED CAR DEPARTMENT 








1 AM AN INTERMEDIATE DEALER 
| believe, | have the knowledge and ex 
perience to step up with the class. The 
factory has given me the green light 


$10,000. Prefer southeast. Box 5487, c/o 
Automotive News, Detroit 26 
AUTOMOTIVE NEWS 
| pep: arrears iit omer emmy tanned Am itn early forties with 20 years’ experi- 
ence, factory acceptance, sober and have 
interested in a good future. Curtis In-| ASSISTANT GENERAL MANAGER. Ag- 
dustries, Inc., a Cleveland, Ohio manu- gressive young man, with experience as 
country for capable sales representatives Familiar with all phases of operation and 
due to expansion and promotion within can produce results. Box 5485, c/o Auto- 
selected given personal training in field 
and will be paid during this period. Com- 
wg ory yy SS. Best of business and personal references. Now 
in Detroit but available to go any location. 


GENERAL MANAGER—new or used for 
HELP WANTED a good personality available for hire. If 
facturer and national distributor of auto- business manager and general manager in 
our organization. Over 4,000 items. $5,000 motive News, Detroit 26. 
mission basis with weekly advance. Write or 
GENERAL MANAGER FOR LARGE 
ment. Appieant must have personality Write or wire Box 5493, c/o Automotive News, 





clientele and ability to consistently fol- FORD OR G.M. 

low up current owners. Position carries ss 
excellent pay and opportunity for ad- DEALERSHIPS AVAILABLE Box 5491, c/o Automotive News 
vancement in income and status. Write| BUSINESS, now handling Studebaker; Detroit 26 


immediately, giving detailed qualifica- 
tions, age, education, experience and 
present employment. Box 5475, c/o Auto- 
motive News, Detroit 26. 


EXPERIENCED FORD or Lincoln-Mercury 
parts counter man will find good position 


Pennsylvania town 50,000 population. 
Long term lease; rent $300 per month. 
Almost $600,000 new and used car sales 
1950. If you have $35,000 and can quali- 
fy with factory, you can own this estab- 
lished, money making business. For fur- 
with opportunity to advance in large ther information address Box 5467, c/o 


West Coast Florida Lincoln-Mercury deal- _Automotive News. Detroit 26.0000 
ership. Reply Box 5474, c/o Automotive | DEALERSHIP—leading independent. City 
News, Detroit 26. of 35,000, southern Ohio good market 


OPPORTUNITY for man who knows truck| rea. Sales average 75 new, 250 used 
body construction and can handle men. units per year. About $20,000 required. 
Also truck body layout man, Give full Will rent or sell new building. Box 5480, 
details. experience references. Manu- c/o Automotive News, Detroit 26. 


facturer southern state. Box 5473, c/o 
AVAILABLE NOW 


Automotive News, Detroit 26. 

DEALERSHIP, in prosperous southwest com- 
munity, now handling Lincoln-Mercury. Ideal 
year around climate. Trade territory 150,000 
population. 1950 gross sales $2,425,000. 195! 
will approximate $2,000,000. Finest equipped 
shop in area. All mechanics stalls have twin 
post lifts, fluorescent lighting, exhaust vent 
system, etc. Sun analyzers, Dynamometer, and 
—_ oonwre a. ae setae body 
ae = and paint shop. Plenty of office space and 
MANAGER—General or sales. 15 years | sales closing rooms. Beautiful chowleom and 

large volume set-ups——‘‘Big Three.’’ All| parts department. Used car and customer 
phases, from salesman to new car dealer | parking lots. Good, steady year around busi- 
(the hard way), High type, qualified | ness) Will require approximately $100,000 to 
man, born sales promoter with the @p-/ handie Buyer must qualify with Lincoin-Mer. 
pearance and magnetic personality com- eur Division Ford Mot ‘eo 
bined with ability, initiative and ambi- Y ‘ Se 
tion for successful leadership to hire, Write Box 5492 
train and supervise. A used car special- 
ist, appraising, reconditioning, advertis- c/o Automotive News 
ing. Quick turn-over, volume minded. 
Smooth, efficient closer. Hard driving, a — — 
fast moving—not high pressure but high | _ DEALERSHIP WANTED 
human interest in the customer that| BIG THREE medium size franchise in 
builds volume business and creates good western city Interested in complete or 
will. Desire wider opportunity. (No blue| partial ownership. Factory approval as- 
sky) 36, married, good habits, honest, sured Reply in confidence Box 5488, 
loyal, adaptable. Box 5476, c/o Automo- c/o Automotive News, Detroit 26 
Vv Ww: Ye it 26. | = gg - 
tive News, Detroit 26 DEALERSHIP WANTED. One of “Big 
GENERAL MANAGER or salesmanager— Three."’ At least 300 cars per year. Fac- 
age 43, married, General Motors experi-| ‘tory approval assured. Box 5479, c/o Au- 
ence, Ford dealer, Lincoln-Mercury dealer. tomotive News, Detroit 26. 


Experienced in advertising, appraising, 
reconditioning, and financing. Familiar 








DEALERSHIP WANTED 
G.M., FORD or CHRYSLER ONLY 
At Least 350 Units 
Unlimited Capital Available 
Factory Approval Assured 
Your reply will be held in strictest confidence 


Box 5460, c/o Automotive News, Detroit 26 











DEALER SERVICES 


INVENTORY SERVICE 


Parts Accessories 
Large and Small Dealerships 


Inventories taken, price extended and sum- 
marized within 24 hours. Expert partsmen do 
all the work. Accurate, unbiased and confi 
dential. Inventories accepted by all account- 
ants and by the government. 


ALLIED INVENTORY CO., INC. 
6750 Stony Island Avenue, Chicago 49, Illinois 
MUseum 4,3500 
224 E. 38th St., New York 16, N. Y. 
Murray Hill 2-0064 









POSITION WANTED 
To encourage this classification for the 
benefit of our employing readers, Position 
Wanted ads are accepted at half regular 
rates, namely: 9 cents per word for each 
Insertion. sh in advance. (Half-rate 
does not apply to display ads in this 
section.) 















Detroit 26 
INVENTORY SERVICE 


Parts and Accessories Depts. 
Full-time experts. No pickup, part-time heip; 
confidential and unbiased. Certified reports. 
Also special buy-sell service. Experienced 
organization —in business since 1939. Free 
booklet on Parts Department operation sent 
on request. Call or write for service details 
Automotive Inventory Service Co. 
9900 Freeland, Detroit 27, Mich. WE 3-6449 














INVENTORY SERVICE for all auto deal- 
ers—our crews consist of parts man in- 





with all phases of a dealership, Can take WANTED ventory specialists for your kind of fran- 
comatete charge of dealership, Ra 4 size. —. + ere fe ee and 

esire permanent position with aggres- A Ld used to buy or se ps. e are 
sive dealer. Presently employed as sales- ANY ONE OF “BIG THREE nationally recognized for fine workman- 
manager and advertising manager. Em- DEALERSHIPS ship. Phone, wire, write Bill Talbot, Tal- 


bot’s Automobile Dealers Inventory Serv- 
ice, 124 South Woodward, Birmingham, 
Michigan, or 4690 Newport, Detro!t. 
Phone Midwest 4-5355. 


BUSINESS OPPORTUNITIES 


ployer knows of this ad. Box 5447, c/o 
Automotive News, Detroit 26. 


GENERAL MANAGER thoroughly famil- 
iar in every respect with large new or! 
used-car operation. Have supervised vol- | 
ume wholesale and retail parts and serv- 
ice activity. Also well versed on business 
management. Can furnish best of refer- | 
ences from associates of ‘‘Big Three’’ | 


We have a successful record as a 
volume dealer 


Ample Finances 
Factory Approval Assured |FOR RENT. Corner store, 40° x 100’ © 
‘ ‘ balcony. Busy intersection, situated 
Your reply will be held in 














tween Buick and Chevrolet Co. Ad 











operations as a well qualified manager. ° . Ww 1165 E rs Zlizab N 
Age 41, married, college graduate, excel- strictest confidence ee = 5 B. Jereey St.. Bitanbeth 
lent health. Will consider part ownership ae _ . TAN — 
Box 5484, c/o Automotive News, De- | Box 5482 ee AES WANTED 
26. | : 
scald ii sahapoasitaniteicptlaelicaiaitacadatenaunitiiies 1 c/o Automotive News 
GENERAL MANAGER for all departments | ° ' 
of your business. Are you looking for a| Detroit 26 WANT JAGUAR XK-120 $s 
reliable and experienced man who has | 
successfully operated Genera! Motors and 





Chrysler dealerships in Detroit and Chi- 


4 
| 


cago regions and has an outstanding rec- 

ord ei sales producer, organiser and | DeSOTO-CHRYSLER Buy Used British Cars 
profitable operator? If you want a man | 

“with these qualifications ‘amie to Box | DEALERSHIP WANTED * 


5486, c/o Automotive News, Detroit 26. 


SALES REPRESENTATIVE GROUP—na- | 
tional in coverage. Presently covering | 
‘Big 3’' on accessories, Desires addi- | 
tional lines. Top high type representation . : 
and results. Box 5477. c/o Automotive | Box 5483, c/o Automotive News, Detroit 26 
News, Detroit 26 | 


in single dealer town over 75,000 


All replies confidential WACO MOTORS 


Write or Wire | 1779 W. Flagler MIAMI, FLORIDA 
Phone No. L. D. 309 
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CARS WANTED 


NEW 1951 
PONTIACS 


Will Pay $150 Over 
Dealers Invoice 
= 




























“We guarantee that these cars will not 


be re-sold above O.P.S. ceiling prices.” 










Broad St. Pontiac, Inc. 


(Authorized Pontiac Dealer) 






Newark 2, New Jersey 
MI 3-1880 


990 Broad Street 


WE PAY 
PREMIUM PRICES 


For New 
CHRYSLERS, PLYMOUTHS, 
DeSOTOS 


“We guarantee that these cars will 
not be re-sold above O.P.S. ceiling 
prices.” 


WIDES MOTOR 
SALES CORP. 
(Authorized Chrysler Dealer) 
New Car Department 
1514 Far Rockaway Bivd. FA 7-6120 


Far Rockaway, N. Y. 
Wire or Call Collect 













ATTENTION 
Chrysler-Plymouth Dealers 


We will buy new Chrysler and Plymouth 

automobiles at $200 over factory invoice 

cost. (Extra 2%% for C51 sedans.) 
Immediate Cash 


that these cars will not 


O.P.S. 


We 
be 


guarantee 


re-sold above ceiling prices” 


Write — Wire — Phone 


MANNIE WEISS, INC. 


376 Central Avenue Lawrence, New York 
Cedarhurst 9-7200 Att: G. B. Weiss 





RENT CARS, CABS, Police Cars. 1949-50 
Chevrolet or Fords preferred. Would 
consider Plymouth. Must be worth the 
money. Phone 704. Norris-Hamilton Mo- 
tors, Corsicana, Texas. 


USED CARS FOR SALE 


—AUTO— 
AUCTION 


onli: 





HORSEHEADS, NEW YORK 
EVERY FRIDAY 










DANVILLE, PENNA. 
EVERY WEDNESDAY 


You will always find real action at 
both these auctions. 


R. D. WEST, PROP. 


Tex Rickard 


Jos. E. Johnson 
Auctioneers 





AUTO AUCTION 
GRAND OPENING 
Friday—September 28th 
12:30 Sharp 


And Every Friday Thereafter 

300 Cars 

Pian Today to Buy and Sell 

We will offer the finest auction facilities 
in the U. S. A. 
America's Leading Auctioneer— 
Col. W. E. (Bill) Nagy 
Hotel reservations made upon request 


Netional Automobile Auctions 


Associated With: 


National Automobile Drive-Away 
2287 E. Jefferson Avenue, Detroit 7, Michigan 
Phone LOrain 7-2260 





—_ 








Following 


insulator. 


873 Virginia Avenue 


USED CARS FOR SALE 


ATTENTION DEALERS ! ! 
SPECIALIZING IN THE SALE 
OF EX-TAXIS 
Excellent Bodies—Good Motors 
1 to 500 
Ptymouths-Fords-Chevrolets 
Buy Now At Low Prices 
THE R. A. AGENCY 
54th and Lindbergh Boulevard 
(Below Woodland Avenue) 
Philadelphia 43, Pennsylvania 


MORRIS FREEDMAN, Mgr. 

Saratoga 7-2300 

Herbert J. Cole 
Evergreen 2-0400 


AUTO AUCTION 


TIM ANSPACH 


"Midway", Sto 
Albany-Schenectady Road 
ALBANY, N. Y. 

(For Dealers Only) 
EVERY MONDAY... 12 NOON 
Member of N.U.C.D.A. and N.A.A.P.A. 





THE TUESDAY SALE — 11:30 A. M. 
FORT WAYNE 
AUTO AUCTION 


— DEALERS ONLY— 


(In the Heart of the Nation) 


Phones: E -23 


Open all night, Monday night 
No Reservations 


Operated by Carl E. Marker 
324 W. Main St. Ft. Wayne, Ind. 


KEN SCHAEFER'S 
The Only Indiana 
AUTO AUCTION 
in Continuous Operates Since 1943 
EVERY THURSDAY 
Dealers Meet at the Cross-Roads of Americe 
INDIANAPOLIS, INDIANA 


Art Grandi, Auctioneer 
915 N. Winois St. Phone Lincoln 5383 


PARTS FOR SALE 


BUICK 
WHOLESALE 
PARTS 


ONE OF THE EAST'S LARGEST 
INVENTORIES 
Same Day Service on Mail Orders or 
Phone Calls—All Shipments C.O.D 


PHONE PARTS DEPT. — oo 5- 5910 
521 W. 57TH $ 


USED CARS AT munmaenane 


Always a Fine Supply 
of Late Models 


Write, Phone or Wire 
JOHN MINTZER, — CAR MGR. 
PLAZA 7-7800 
BROADWAY AT 55th ST. 


MONARCH BUICK CO., Inc. 


“Buick's Largest Dealership" 
New York 19, New York 


GENUINE STUDEBAKER PARTS 
513229 Thermostat 

DEALER PRICE—95c OUR PRICE—70c 
items 333% below dealer price: 
180437 cushion, 185015 hose, 189888 coupling, 
195999 spring, 266937 weatherstrip, 674993 
Write, wire or phone 
JAMES R. CULLEY 
Indianapolis, 
Phone FR 4350 


Indiana 








BUICK PARTS 


“WORLD'S LARGEST DEALER 
OF GENUINE BUICK PARTS" 
Wholesalers: We are Quantity 
Shippers of All General Motors’ 
Ports . Same Day Service 
On Mail Orders and Inquiries. 
All Shipments on C.O.D. Basis 


ROBERTSON BUICK CO. 


“EDGE OF THE LOOP" 
1000 S. Wabash Avenue 
CHICAGO 5, ILt. 

All Phones WAbash 2-1030 








Genuine Oldsmobile Parts 


Largest Olds parts wholesalers in the middle 
west. Shipments made promptly. 


GREBE OLDS 
3400 S. Kingshighway 


Flanders 0800 St. Louis 9, Mo. 





Sherwood 7-1700 































































PARTS FOR SALE 


Oldsmobile 
Parts 


24-HOUR DELIVERY SERVICE 


* 
WRITE — PHONE — WIRE 


for USED CARS 
WHOLESALE 


Late Models at Two Big 
Locations 


































































Gage & Drummy, Inc. 


21710 WOODWARD AVENUE 
DETROIT 20, MICHIGAN 
JORDAN 4-6332 












PONTIAC PARTS 



















TRY US FOR ALL GM PARTS 
Shipped Anywhere 


Write — Phone — Wire 









Franklin Weber Pontiac 


Chicago 26, Ill. 





6101-25 N. Clark St., 


Direct Phone Ambassador 2-7117 





















IMMEDIATE DELIVERY 
Chevrolet grille mouldings—1949-1950 
Stainless steel chrome plated 
Guaranteed chrome finish and fit 


REESEN ASSOCIATES 


512 Bidg. & Loan Bidg., Grand Rapids, Mich. 





















PONTIAC. Hard-to-get body and fender 
parts for Pontiac and related GM cars. 
Immediate shipment anywhere. Call 
Trenton 4-5194, Stacy Trent Pontiac, 
224-236 W. Hanover, Trenton, N. J. 

GENUINE Lincoln-Mercury parts—$100,000 
stock. Freight prepaid on orders over 
$100 net. Enslen and Welter Motors, 
Inc., 5920 Hohman Ave., Hammond, Ind. 
Call Sheffield 8105. 


ACCESSORIES FOR SALE 


FOR SALE, New E. A. Travelaire heaters, 
fresh air type. 1951 Dodge and Plym- 
outh Price $29.92, F.O.B. Belleville, | 
N. J. Any quantity. Igoe Motors, Inc. 


ACCESSORIES WANTED 












We Pay 












for surplas 


CHRYSLER PARTS, ENGINES, 
& ACCESSORIES 


FOR Plymouth, Dodge, 
DeSoto & Chrysler Cars 


ACT QUICKLY !! 


DEXTER MOTORS 
PARTS DEPT. 


Ist Ave. & 98th St. WN. Y.C., N.Y. 
SAcramento 2-7600 







TIRES FOR SALE 





WHITE SIDEWALL TIRES 


Deepened Treads—Original Design 
Matched in Sets of 4 or 5 
Cleaned and Wrapped 
Ideal to Move Used Cars 






| 
600 x 16—$5.95 670 x 15—$6.95 | 
650 x 16— 7.45 710 x 15— 7.95 | 
650 x 15— 7.45 760 x 15— 8.95 | 
700 x 15— 7.95 820 x 15— 9.95 


Used Tires—Not Recaps 
F.O.B. Plant 
Minimum Order 10 Tires 
C.0.D. or Sight Draft 
Discount if Check with Order 
Orders Filled Promptly 


WHOLESALE TIRE COMPANY 


1438 N. 6th St. Philadelphia, Penn. 
Phone STevenson 7-4708 


5% 





24, 1951 








TRUCKS FOR SALE BUSES FOR SALE 


FOR SALE. 1 1 tow tru 


1947 Ford tow truck with 





63 


1951 DODGE JS212, 54 passenger superior; 


Holmes heavy duty wrecker in good con- 1951 Chevrolet, 48 passenger; 1948 Reo, 
dition (2-speed axle)—-$2,000. 1-—1946 49 passenger; two 12 passenger airport 
Ford COE tow truck with Holmes heavy coaches; 1947 Poney Cruiser, 25 pas- 
duty wrecker in good condition (2-speed senger; 1947 Fixible, 23 passenger air- 
axle)—-$2,000. Beasley Trucktown, 2400 porter. Box 5489, c/o Automotive News, 
E. Market St., York, Pa. Detroit 26. 


2—NEW 1951 Chevrolet school buses. 
passenger. 2- 


FOR SALE—Holmes wrecker, military type 
W-45, heavy duty, jumbo size, mounted 
1947 Chevrolet 2-ton truck, 179’’ wheel 
base. Everything good condition. Davis 


Chevrolet, Inc., Borger, Texas. 


ONE 1948 four-cylinder GMC Diesel tractor 
with sleeper cab, 10:00 x 20 tires. Ready 


Chevrolet Co., 528 Main St., 


Phone 2211. 








48 


-1946 Chevrolet school buses 
48 passenger. Excellent condition. Stagers 
Portage, Pa 


BUSES FOR SALE. Late model used and 
new school buses, 36, 48, 54 and 60 pas- 


to roll—$1,250. Morris Service Station, senger. National Bus Sales Co., Inc., 101 
Tuscumbia, Ala N. 33rd St., Philadelphia 4, Pa. BAring 
“«-, 4 + 2-7605. 








FOR SALE. One new Chevrolet % model 


3742. Forward control chassis at a sac- SHOP EQUIPMENT FOR SALE 





poe on Central Motor Co., Front and | FOR SALE. Latest model Bean visualiner 
Market Sts., Hamilton, Ohio St with background and tools for pit instal- 
NINE FOOT EXPRESS BODY. Like new. lation, Used very little—$1,500. Also 


Removed from 1947 Dodge 1-ton truck 
Harner Motor Co., Shamokin, Penn. 





DeVilbiss paint booth with built in lights 
and exhaust fan nearly new—$1,500. Box 


sbteeiatenandiinianetil igen 5469, c/o Automotive News, Detroit 26 
TRUCKS WANTED DEVILBISS PAINT BOOTH (new), five 
WANTED horsepower Wayne compressor, 35W 


Army Jeeps, pickups; also parts 
for army trucks. Box 5481, 
tive News, Detroit 26 


c/o Automo- Holmes wrecker, 


portable welder, two post truck 
Write Box 748, Lewistown, Penn. 











VandeWater Motors, Walden, N. Y. 
SHOP EQUIPMENT WANTED 


The Dealer's Market Place! 


Bennett Faragen wheel 


alignment machine, Bear wheel ene 
lift 


1 MODEL A-C Bear wheel balancer—$175 


WANTED—Pit type heavy-duty truck frame 
straightening machine with guages and 


BUY IT! wheel balancer. North State Chevrolet 
Co., 313-17 W. Market St., Greensboro, 
N. C. 
SELL IT! ANTIQUE CARS WANTED 


WANTED — 1922 


Chevrolet passenger car 





with good upholstery, body to be in good 
TRADE I(T! condition without rust holes. Write de- 
tailed description of condition to F. 8. 
HIRE HELP! Bonderchuk, 1285 S. Broad St., Trenton, 
| NJ. 
Th » MISCELLANEOUS 
shat GARAGE REPAIR ORDERS in triplicate 


with carbon already in place, Saves time, 


insures accuracy. 
prices. Cromwell Printery, 
1, N. ¥. 


AUTOMOTIVE NEWS 
Classified Want Ads 


Inc., 


Write for samples and 
Albany 


ENGINE REBUILDING — Crankshaft 


grinding and metalizing. John P. Hughes 


| 
| Motor Co., Ince., 
Lynchburg, Virginia. 


GRAND OPENING 


New England's Largest Auto Auction 


SEPTEMBER 25TH 





This Is the One You Have Been Waiting for 


“THE AUCTION WITH ACTION” 
Every Tuesday and Thursday at 11:00 A. M. 


N. E. AUTO EXCHANGE, INC. 


1200 Boston Providence Highway, U.S. Route 1, Norwood, Mass. 
Phone Norwood 7-225] 





WANTED TO BUY 


ANY QUANTITY 
NEW 1951 BUICKS 


‘We guarantee that these cars will not be re-sold 


above O.P.S. ceiling prices."' 


PEPPER & POTTER, INC. 

Buick Dealer 

125 Flatbush Ave. Ext. Brooklyn, New York 
MAIN 4-8306 








ew Subscription Order 


Send Automotive News to Address Below 
for One Year $8 [_] or Two Years $14 [_] 
for which check is attached oa or r send bill (J 





AUTOMOTIVE NEWS, PENOBSCOT BLDG., DETROIT 26, MICH 


Cee eR E EHH EE REESE EEE HEHEHE OEE E SESE EEOED 


I a tee era ed eed Slade Eke mca nigh Zone No 
EL GG an ig haks sus SEES Maa Coa Geen ea ae eas Rs casos ees 
TRADE CONNECTION: 
Car Dealer () Truck Dealer () Manufacturer [_] 
Johber ([] Insurance [] Financial () Supplier () 
BE Os sglt ask Cha eRe eee aero 
24-51 


800 Commerce S8&t., 








NOW CARLIFE GUARANTY ‘72 


LICKS DEALERS’ HEADACHES 


NEEDS MORE THAN ASPIRIN 


CARLIFE GUARANTY “72 





’ relieves the headaches caused 


by idle service shops, because it brings back 72% of your new 


car customers regularly for 


“72” relieves headaches caused by 


service. 


CARLIFE GUARANTY 
dissatisfied customers, be- 


cause you can pay their policy claims without cost after the 


expiration of their new car warranties. 
customers. 


friends and future 


This retains them as 


CARLIFE GUARANTY “72” 


relieves headaches caused by insufficient cash reserves, because 


it starts accumulating 
LIFE GUARANTY “72” 


cash for you almost immediately. CAR- 
relieves headaches caused by the loss 


of valued customers, because under this tested approved plan 
they must return for inspection and lubrication each month, 


or every 1,000 miles. CARLIFE GUARANTY “72” 


is not a cure- 


all, but it will aid you, as it has thousands of others, to make 
your business more secure, more profitable, and more pleasant. 


CARLIFE GUARANTY “72” 


ANSWERS YOUR QUESTIONS 





Q. Is CARLIFE GUARANTY “72” 
expensive? 

A. No! CARLIFE GUARANTY 
“72” usually pays for itself in 
from two weeks to a month... 
then accumulates cash for you. 


@ 
Q. Is CARLIFE GUARANTY “72” 
connected with any oil company or 
follow-up promotion scheme? 
A. No! You sell any oil you wish. 
* 
Q. When was CARLIFE GUAR- 


ANTY “72” originated and estab- | 


lished? 
A. In 1936 by George M. Taylor, 
veteran automobile dealer. 

2 


Q. How do I secure revenue from 
CARLIFE GUARANTY? 

A. Directly through the sale of 
CARLIFE GUARANTY “72” to 
new car customers and indirectly 
through increased service busi- 
ness. 

* 


Q. Why is CARLIFE GUARANTY 
“72” so helpful in selling new cars? 
A. Because it guarantees your 
customer “no major repair bills 
for 25,000 miles, or two years, 
whichever comes first.” 


|. 


| 25,000 miles when the customer’s 





Q. Do service managers like CAR- 
LIFE GUARANTY “72?” 


A. Yes, because it keeps the shop 
busy since 72% of CARLIFE cus- 
tomers come back regularly for 
service. Your service men watch 
for repairs, worn tires, wheel 
alignments or other items not 
covered by the policy. 


What happens after 2 years or 


CARLIFE GUARANTY “72” ex- 
pires? 

A. You are then in the most ad- 
vantageous position to talk new 
car to him because his used car, 
covered by CARLIFE GUARAN- 
TY “72” takes on considerably 
added value in trade. 


Q. How can I find out more about 
CARLIFE GUARANTY “72” with- 
out cost or obligation? 

A. Just mail the coupon, wire or 
call. 


If you have any questions con- 
cerning CARLIFE GUARANTY 


|“72.” write for the answers today 


without cost or obligation. 





Plan to ‘Bring Em Back 


| Smiling’ 


’ Sparks Hundreds 


of laguiries Throughout U.S.A. 


From M 


inside story of this original, unique plan. No wonder! 
with so inany unusual situations and tough problems. 
plaining of unaccustomed headaches. 


Even the 


Consequently, CARLIFE GUARANTY “72” 


aine to California, large, small and medium sized dealers are rushing requests for the 
! Never before have dealers been confronted 


most successful dealers are com- 
is more important 


today thun ever before. It helps to relieve busines s ailments that can cause a vast amount of mental 
anguish and worry. CARLIFE GUARANTY “72” protects the future of your dealership by provid- 
ing you with a continuous flow of service business month after month. 

In addition, CARLIFE GUARANTY “72” accumulates important cash reserves, while building 


matchless customer good will that will put your business in a sound, 
to come. CARLIFE GUARANTY “72” 
true. Your original investment can be returned in weeks, and from then on, you're 
In today’s rapidly changing conditions, CARLIFE GUARANTY “72” 


“Unbelievable! 
Wonderful” 


Say Carlife Guaranty "72" 
Dealers Everywhere 


It will be a red letter day for 
you when you secure a CARLIFE 
GUARANTY “72” franchise. You 
will immediately see noticeable 
results, and you will start to build 
up important cash reserves. It 
is well known that the average 
dealer ordinarily does not become 
too easily excited over anything. 

However, nearly every CAR- 
LIFE GUARANTY “72” dealer 
agrees that it is a magic link 
that ties his customers to his 
dealership and keeps them com- 
ing back. It gives you a wonder- 
ful sense of security to know that 
72% of your new car customers 
will return regularly for service. 
It is also a satisfying feeling to 
know that customers’ complaints 
can be cheerfully adjusted be- 
cause your CARLIFE GUAR- 
ANTY ay reserve fund supplies 
the cash wi ith which to settle or 
compromise any difficulties. CAR- 
LIFE GUARANTY “72” dealers 
may be more liberal in adjust- 
ments, because it costs them 
nothing, even after the new car 
warranty has expired. 


Helps Sell New Cars 


A CARLIFE GUARANTY “72” 
dealer recently stated: ‘“‘Last 





month we made four sales of new | 


cars directly as a result of CAR- 
LIFE GUARANTY “72.” These 
customers were shopping around, 
but our competitors in these deals 
did not have CARLIFE GUAR- 
ANTY “72.” CARLIFE clinched 
this business for us, just as it has 
done before.” 


This same thing is happening | 


from coast to coast. CARLIFE 
GUARANTY “72” is a_ potent 
force in creating new car sales. 


It meets the public demand for | 


“something extra.” That “some- 
thing extra” 


CARLIFE GUARANTY 


policy which assures no major | 
repair bills for 25,000 miles or | 
two years, whichever comes first. | 


This important factor appeals to 
farsighted, economy-minded buy- 
ers. This also provides your sales- 
men with a tested selling tool | 
that is easy to use and highly 
successful in results. 


is provided in the| 
s6@as? | 


| 


F 


secure position for years 


is a sure thing for you. It is truly a dealer’s dream come 


“in clover.” 
is a must. 


STAFF WORKS OVERTIME 


TO SPEED FREE INFORMATION 








Dealers everywhere are 


“hungry” for 


a _ well-established, de- 


pendable plan like CARLIFE GUARANTY “72.” This is proved by 


has been necessary 


the avalanche of mail that has been pouring into headquarters. It 
for CARLIFE GUARANTY “72” to publicly 
apologize for delays in answering hundreds of inquiries, but the 


patience of these dealers is rewarded when the plan is revealed to 
them. Enthusiasm and interest continue to exceed all expectations. 


Now, with 
and added facilities, provisions 
have been completed to handle 
all new inquiries in a prompt 
manner, so don’t delay. 

CARLIFE GUARANTY “72” 
consists of more than forms and | 
a system. It includes the “know | 
how” and experience of an or- 
ganization of experts built up 
over a period of 17 years. The 
counsel and advice of CARLIFE | 
GUARANTY “72” experts is al- 
ways available to franchised 
dealers. This is an added service 
without cost. Every minute det ail | 
“i CARLIFE GUARANTY “72” 
has been thoroughly checked and 
tested in actual operation, in a 


increased personnel >— 


going and growing dealership. 
New improvements are added 
| from time to time, but only after 
their most exhaustive trial and 
| use in the field. 


| Mail this Coupon Today | 


Do you want to know what to 
do and how to do it? Do you 
want to know why CARLIFE 
GUARANTY “72” is sweeping the 
|country? The inside story will be 
|sent to you without cost or obli- 
gation. Just om the coupon and 
watch a new day dawn for you. 





Name of Dealership__ 
Name___ 


Make of Car_ 





Address - ee 


City__ 


The Carlife Guaranty 
8827 Strathmoor, Detroit 28, Mich. 
Telephone VErmont 8-5077 
RUSH us more information concerning CARLIFE 


GUARANTY “72” without cost or obligation. 
Show us what other dealers are doing. 
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